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Presto change-o 
with a bang / 


Now industry has a brand-new and inexpensive 
tool for forming even the toughest metals into 
intricate shapes. Using plastic dies, hard-to- 
handle metals are blasted into shape with ex- 


plosives. 


Developed as a low-cost way to form metals 
into shapes such as spheres, cones, cylinders, 
and corrugated panels, this technique is made 
even more practical by Shell Chemical’s tough 
Epon® resin. The smooth, impact-resistant sur- 
face of Epon resin dies form such metals as tita- 
nium and stainless steel to extremely close 
tolerances . . . costly hand finishing of parts is 
eliminated. 

With Epon resins to shape metals into more 
useful forms for industry, Shell Chemical helps 
give shape to a world of things to come. 


Shell Chemical Company 


Chemical Partner of Industry and Agriculture 


NEW YORK 
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You can tell 
the 5!S!F man 
by his complete line of bearings! 


One look at his line shows why he can fill so many different bearing orders. His 
line spans all four major bearing types—covers each completely with a tremen- 


dous range of sizes and variations. So, obviously, he’s in a position to make buy- 
ing bearings easy and economical for you. And remember, when buying bearings 
for replacement purposes—call on your nearby Authorized sss Distributor. 


EVERY TYPE-EVERY VOE 


okKF. 


BEF INDUSTRIES. INC. PHILADELPHIA 32 FA 
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How | BeW JOB-MATCHED TUBES 











cut Fabricating costs to the bone 


With B&W Job-Matched Tubing for mechanical Whatever your requirements, B&W Job-Matched 

ipplications you get: Tubes can help keep your fabricating costs down. 
. the right choice from a wide range of analy- 
ses, sizes, tempers, and finishes to exactly 
meet fabricating requirements 


For complete information about B&W Job-Matched 
Mechanical Tubing call the local B&W District 
Sales Office or write for Bulletin TB-352. The 
Babcock & Wilcox Company, Tubular Products 
Division, Beaver Falls, Pennsylvania. 


. consistently uniform wall thickness, diam- 

eter, and concentricity to simplify fabrication 

.. quality control which assures uniform prop- 
erties and characteristics in every tube 


THE BABCOCK & WILCOX COMPANY 
TUBULAR PRODUCTS DIVISION 


amless and welded tubular products, solid extrusions, seamless welding fittings and forged steel flanges—in carbon, alloy and stainless steels and special metals 
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BEGoodrich 


River of waste acid 
flows under river of water 


B.F. Goodrich improvements in rubber brought extra savings 


HE man in the diving suit is on his 

way to the bottom of the river to 
fasten another river in place. A paper 
mill across the way has to get rid of 
big quantities of hot waste acid. Just 
dump it in the river? That would 
pollute the water, kill fish. 

Someone suggested taking the liquid 
waste across the river to a man-made 
lagoon. But how? Even the strongest 
steel pipe couldn't stand the hot acid 
or the buffeting of river currents. 

After talking with a B.F.Goodrich 


distributor, paper company engineers 
decided to try rubber hose made by 
B.F.Goodrich. The lining of this hose 
ismade witha special rubber compound 
that stands hot acid. A spiral of steel 
wire buried in the hose keeps it from 
collapsing even under powerful suc- 
tion. The thick, tough cover resists 
scufhing, gouging, and tears. 

The first B.F.Goodrich hose line was 
hooked up, stretched across the water, 
then fastened to the river bottom by 
2200-pound concrete forms. The hose 


lasted 11 years without leaks, prevented 
pollution of the river even at times of 
low water. Because of this fine per- 
formance, the company replaced it with 
800 feet of new B.F.Goodrich hose 
this summer. 

Your B.F.Goodrich distributor has 
exact specifications for the B.F.Goodrich 
hose described here. And, as a factory- 
trained specialist in rubber products, 
he can answer your questions about the 
many rubber products B.F.Goodrich 
makes for industry. B.F.Goodrich 
Industrial Products Co., Dept. M-778, 
Akron 18, Ohio. 


B.EGo 0) drich industrial rubber products 
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National Lock Company die castings 


is measured to the third decimal... 


E xcessive amounts of impurities in 
zinc die castings effect intergranular 
corrosion which, in turn, causes 
weak, brittle castings. 


Here, within National Lock Company’s 
complete die-casting department, 
purity-control of our zinc alloy die 
castings is a matter of sound technical 
knowledge, constant vigilance and 

the finest equipment and facilities 
metallurgical science can provide. 





O ur spectrograph accurately analyzes 

all metals in the alloy . . . to the third 
decimal. Our X-Ray machines check the 
soundness of the castings “all the way 
through.” Humidity and salt spray 
cabinets, electronic, magnetic and 
chemical instruments are other pieces 

of precision equipment found in 
National Lock’s chemical and 
metallurgical laboratories. 


Die casting machines for both 
conventional and vacuum processes, 
automatic plating equipment, 
automatic painting and lacquering 
machines help make National Lock 
zinc alloy high-pressure die castings 
superior in every way. 

Our experienced, highly skilled 
engineering and production personnel 
will help you with your design 
and production problems. 
; High-quality finished 
The Spectrograph accurately measures all metals in the zinc alloy 


and is the basis for controlling the alloy within the limits zinc die castings 
established by the American Society for Testing Materials. since 1933. 


NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS 





\BINET HARDWARE @ LOCKS AND LOCKSETS ¢ BUILDERS HARDWARE © FASTENERS e@ REFRIGERATOR HARDWARE © RANGE HARDWARE e@ PLASTICS 
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The Guillotine Test Proves— 


A, you can see in the pictures, the crash- 

ing blow of the test lab’s guillotine 

couldn’t even bruise a sample of HDNF. 

Never before have the G.T.M.—Goodyear 

Technical Man—and his colleagues devel- 

oped a fabric for conveyor belts with such 
Nylon Fill) built-in impact resistance. 


(Heavy Duty y t e 
Its rip-resistance, too, is unsurpassed. 


Fast ll-out st th is 10% to 15% 
C O N VEYO R B E LT FAB R i Cc ens ae pons st alien 
means good load support. 


Yet with this incredible toughness, HDNF 


— has more than twice the gives you excellent troughability. Its 
. a thinner-gauge plies pay off in better-than- 
impact resistance ever flex life. And HDNF is, of course, 
mildew-inhibited—the better to serve 

under damp conditions. 


This new kind of belting can very well be 
the answer to your toughest belting needs. 
Why not check with the G.T.M.—through 
your Goodyear Distributor or by writing 
Goodyear, Industrial Products Division, 
Akron 16, Ohio. 


IT’S SMART TO DO BUSINESS with your Goodyear 
Distributor. He can give you fast, dependable 
service on Hose, V-Belts, Flat Belts and many 
other industrial rubber and nonrubber sup- 
plies. Look for him in the Yellow Pages under 
“Rubber Goods” or “Rubber Products.” 


The split second before the guillotine The moment of impact—a 10,600 


Strikes conventional belting o 5,300 b. blow crashes into the HDNF GOODYEAR INDUSTRIAL PRODUCTS 


fal. blow sample @)-Specified 


HDNF Conveyor Belting Fabric 


Result: 3 plies broken in the con Re t 2t even a mark on the san for severe service 


ventional belting 


A Thick tough, high-tensile-strength rubber 


cover for exceptional resistance to abrasion 


B Special weave of heavy-duty cotton and 
nylon fill yarns for excellent resistance tc 
impact and ripping 


C Skim -oat of rubber for added flex-life 


EAR 


THE GREATEST NAME IN RUBBER 
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Straws in the Trade Wind 


> MORE ON THE OUTLOOK—The 1969 
business outlook is just as rosy in the eyes of 
Secretary of Commerce Frederick H. Mueller 
as it is for most business leaders and econo- 
mists. Mueller foresees the possibility of the 
gross national product reaching the half-tril- 
lion mark this year. And he adds that “1960 
will be a better year for everyone than 1959.” 


& STEEL UP $4 A TON?—tThe steel industry 
is still trying to hold the line on prices despite 
a wage settlement that is bound to push up 
costs. Smart money is betting that the com- 
panies won’t be able to hold prices without 
sacrificing the earnings that are essential to 
a healthy, expanding industry. Look for a price 
increase after the dust has time to settle from 
the long drawn-out dispute. Talk of restricting 
management’s right to hike prices and labor’s 
right to strike is already dying out. Congres- 
sional “liberals” are shelving plans for special 
legislation on steel. 

> SAVING TAXPAYERS MONEY—In the 
wake of the recent Kefauver hearings on drug 
prices, some state purchasing chiefs are taking 
another look at their drug buying policies. The 





For the P.A.'s Hot File . . . 


If you’re thinking of buying office 
space in a large city, now is a good time 
to sign a lease. Reason: in many places 
the market is soft, with concessions 
available. Best bet is older buildings— 
which have been hit hard as many com- 
panies have moved to new offices in 
the city or to the suburbs. Concessions 
are available in the areas of remodel- 
ing, elevator improvements, air condi- 
tioning, etc. 











state purchasing director of Kentucky steppea 
up the buying of non-branded drugs instead of 
purchasing by trade names. He notes that he’s 
saved thousands of dollars by substituting the 
chemical name for the drugs on purchase or- 
ders. 


®&® STEEL CAPACITY BOOSTED—Steelmak- 
ing capacity was raised 937,300 tons last year 
—despite the 116-day strike. That means the 
nation’s steel mills can turn out a record 148.6 


Industrial Supplies and Machinery New Order Index 


r 4 . 
| SEASONALLY ADJUSTED NEW ORDER INDEX 
]  WNDUSTRIAL SUPPLIES AND MACHINERY 
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7 ees me 
AB Machinery Manvtacturers Association, ln 


Prepored by American Supply 
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1958 
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The new order index for in- 
dustrial supplies and ma- 
chinery was down 1% to 202 
(July 1948 =100), reports the 
American Supply & Machin- 
ery Manufacturers’ Associa- 
tion. This two point drop was 
largely due to the effects of 
the recent steel walkout on 
general business activity. 


| 100 
75 


> 


1959 





ITISTORIES 


Redesign of high capac- 
ity compressor shaft and 
bearing assembly elimi- 
nated costly angled 
shaft in favor of unique, 
efficient ball bearings. 


Illustration: Courtesy, Frigidaire Division, General Motors Corporation 


Unigue “4g Wobb/e Plate Ball Bearing 
Simolities Axial Compressor Design! 


CUSTOMER PROBLEM: 


In developing the ideal compressor for automobile 
ir conditioning unit, customer engineers faced 
the problem of further design simplification and 
refinement of pilot model. 


SOLUTION: 


N/D Sales Engineer, in co-operation with cus- 
tomer, pointed out a possible design simplifica- 
tion in the crankshaft bearing assembly. By pro- 
viding a specially designed N/D precision ball 
bearing with shaft bore at an angle, a straight 
haft could replace the original pilot model crank- 
haft. The wobble plate angle would then be sup- 
plied by the bearing rather than the shaft. First 


by) 


=v SP = 


i 
% 
©, 


tests proved the new and simpler shaft/bearing 
assembly met customer’s rigid performance stand- 
ards in high capacity compressor. Final testing of 
some 300 pilot models, both in the laboratory and 
on road test cars, finalized the design. Now... 
all GM air conditioner equipped cars are cooled 
with the aid of N/D ball bearings. 


If you’re working on new designs . . . or rede- 
signing, why not call your N/D Sales Engineer. 
He knows the performance possibilities of vir- 
tually every ball bearing made .. . and, he 
knows what can be done with special bearing 
designs! For more information write New De- 
parture Division, General Motors Corporation, 
Bristol, Connecticut. 


7 


fay, ee .! 2 


BALL & ARIN GS 
proved reliability you can build around 
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million tons annually. Largest increase was in 
electric furnace capacity, but capacity was also 
boosted in the basic oxygen process and open 
hearth furnaces. 


& SURPLUS FOR SALE—A source for sur- 
plus you may want to tap is Uncle Sam. In fis- 
cal 1960, the government is adding almost $10 
billion worth of property to its surplus inven- 
tory. The General Services Administration is 
looking for buyers and may have just the ma- 
terial or products that you can use—at a con- 
siderable saving. 


> UP AND DOWN—Prices of industrial com- 
modities continue to move both ways in 1960. 
For example, Eastman Chemical Products re- 
cently cut the price of its polymeric plasticizer. 
But Olin Mathieson Chemical Corporation 
hiked prices of several mill products and elec- 
trical conductors. 


manufacturer calls for the establishment of 
“Q” awards for companies and plants during 
the cold war. Packard Bell Electronics Corp. 
will set up an award program for its own 
plants—honoring those that substantially boost 
their quantity and quality “to meet rising for- 
eign competition and combat inflation.” It urges 
industry and the federal government to follow 
suit. 


&> HIGHEST AUTO OUTPUT—Production of 
automobiles this month will probably be the 
greatest for any January on record. It looks like 
almost 700,000 cars will be run off the produc- 
tion lines this month. This would be a 26% 
boost over January 1959 and would also top 
the previous record for the month—659,503 
autos in 1955. 


> MATERIALS HANDLING IN ’60—The 
1960 picture for material handling equipment 
will be mixed, says the Materials Handling In- 


eS 
SBeME eS 


if Ae Te 


stitute. The first half will be below the similar 


period of ’59 because of the industrial lag 
&> RETURN TO THE “E”—Remember the caused by the steel walkout. However, the last 


“E” awards for production excellence during six months are expected to show a marked in- 
World War II? Now a Western electronics crease. 


i QUOTE [ se ccccccccvccccccccccccsooccsoccooooccoes 


? The challenge of inflation to the stability of the dol- 
lar has been pointed up by George Champion, presi- 
dent of the Chase Manhattan Bank. Mr. Champion 
notes that there is fear abroad “that we may lack the 
necessary discipline to keep our costs and prices under 
control.” He says “at all costs we have to guard the 
integrity of the dollar, and that means that we all have 
to work to curb the forces that could weaken it . . . only 
the American people can keep the dollar sound.” The 
bank executive states that “the major source of pres- 
sure on prices .. . comes from rising costs—and the 
chief item on the list is labor costs.” How can we fight 
inflation and keep our dollar sound? “We will need 
determination and skill, imagination and hard work, 
courage and self-discipline.” 





SSSHSSSSSSSSSSSSSSSSSSSSSSSSHOSSSSSSSSSSSSOSSSSSOSESSEE 
George Champion 
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WE'VE GOT WHAT YOU WANT 


the finest gloves at the fairest prices: 


ON-THE-SPOT SERVICE... industrial specialists near you to 
help select the right glove for each job . . .seven local 
warehouses to speed deliveries and meet emergencies. 


PLUS FREE IMPRINTING: A valuable Riegel extra... Your 
choice of safety slogans or name printed on backs or 
cuffs...no extra charge on any style with minimum 
order of 150 Ibs. 


COMPARE WITH ALL OTHERS for comfort, protection and low-! 
est cost per day of wear. 


TOP QUALITY... COMPETITIVELY PRICED ... from the largest # 
company making work gloves. 


956 Genuine horsehide 
palm heavy duty welder 


96651—Extra heavy 
top-quality leather palm 


95651—Leather palm, 
waterproof sofety cuff 


99652—Special tanned, 
green leather palm 


72031—Leather palm 
with knit wrist 
Phone 
or write 
for big FREE 
CATALOG! 


64-72051—Leather palm, 
red Mighty-Dot* back 


43141J—Jumbo size Hot Mill 


43121—Large size Hot Mill 


GREEN GIANT 
TIN MILL 


43121F 


13011—8-oz. Canton flannel 


33011—Reversible, 8-oz. 
canton flannel 


GLOVES THAT WEAR ON 
WHEN OTHERS WEAR OUT 


GLOVE DIVISION 


RIEGEL TEXTILE CORPORATION 


CONOVER, N.C. 


SALES OFFICES: 
Birmingham FA 4-4451 
Chicago AM 2-3765 
Conover, N.C. ws. IN 4-1262 
MA 2-2297 
OR 9-2400 


Los Angeles 
New York City 
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Do Suppliers Carry 
Part of Your Inventory? 


With purchasing agents under increased pressure to reduce their inventories, 
many are turning to suppliers to keep stocks until needed for the production 
lines. To determine whether there is a definite trend toward greater use of 
vendor warehousing facilities, we asked a representative group of purchasing 
executives a number of questions. Their combined answers follow: 


1. Do you require that any of 
your suppliers maintain 
stocks of purchased materi- ? 
als or parts to be shipped as 
you need them? 








2. If so, are you planning to 
broaden this program? 








If not, are you contemplat- 
ing such an arrangement? 


Lowers 
3. What are the advantages of 9 Inventory 
having suppliers carry inven- Costs 
= 
tory? Insures Quick 
Delivery 








Reduces Need 
for Storage 
Space 
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anned Packaging moves merchandise 


ver play catch with an egg ? 


ive, you'll appreciate the terrific protection job 


tons perform. And they’re marvels of packaging —f 


ty, too! Just one quick pull on the flaps of this new a” 
Fast carton and it snaps open, exposing seven partitions a 
ed in place, ready to cradle a dozen eggs. A simple 3 ~ 
oses and locks it again. Resultant filling line savings & re, 4 (ilies 
y reduced costs last year in the egg industry... q j a 


d hold down your family food budget, too! 


e, cost-saving carton design is but one of countless 
n which Packaging Corporation of America’s concept of 
ed Packaging, implemented through integrated national 
produces better packaging . . . more sales. 
r your requirements are large or small, regional or 


we welcome the opportunity to help you. 


Packaging Corporation of America 


nistrative Offices: Grand Rapids, Michigan; Quincy, I!linois; Rittman, Ohio 


rtons * Containers + Displays » Egg Packaging Products +» Molded Pulp Products + Paperboards 
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Very much 


4. Has there been much re- 


sistance among suppliers to ? Moderate 
the idea? 4 








Very little 


Have you ceased doing 
business with any vendor 
who was unable or unwilling ? 
to carry special stocks for * 
you? 





Do you think having sup- 
pliers carry parts of your 
inventory places an unusual 
burden on the vendor, par- , 
ticularly if he is a small sup- 
plier with limited resources? 





SSe0g ah sasesas 
SATS SPRRSSeHeS 


Do you believe the vendor's 
added financial burden to 
maintain such special inven- ? 
tories will tend to push prices ; Ret 
upward? souee 








carry any special earmarked 


Does your own company 9 
stocks for its customers? : 
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@ Rugged, round-the-clock service, where full 
engine torque is a “must’’, calls for a top- 
mounted PTO with the capacity to transmit 
that torque constantly and smoothly. Whether 
the vehicle is an oil field rig, a cement mixer 
truck, or a sand and gravel dump, the job can 
be done at highest operating efficiency with a 
Spicer forced-feed, top-mounted power take-off. 


The Spicer top-mounted PTO—with either 
a Spicer 8031 or 8341 auxiliary transmission— 
outlasts conventional PTO’s because positive 
lubrication is assured at all times, regardless 
of the operating angle of the vehicle. An oil 
pump provides forced-feed lubrication at slow 
speeds with full engine torque. 


CORPORATION 
Toledo 1, Ohio 


NEW SPICER PTO HAS GREATER 
CAPACITY FOR HEAVY DUTY WORK 


Spicer top-mounted power take-offs transmit 
the full torque of the engine with forward 
transmission in direct drive, or loads equiva- 
lent to engine torque with forward transmis- 
sion in gear, to operate air compressors, heavy 
duty winches, large pumps and other equip- 
ment. Two speeds forward, one speed reverse. 


Where definite torque rating of the Spicer 
PTO is desired, Dana engineers will gladly 
submit this information upon receipt of com- 
plete data on the installation and type of 
operation. 


For further information write Dana Cor- 
poration, Toledo 1, Ohio. 


SERVING TRANSPORTATION — Transmissions e Auxiliaries 
Universal Joints e Clutches e Propeller Shafts e Power Take-Offs 
Torque Converters e Axles e Powr-Lok Differentials e Gear 
Boxes « Forgings « Stampings e Frames e Railway Drives 


Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario 
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Special Industry Report: 


Adhesives 


New types of adhesives are coming forth from the 
laboratories and new uses are being discovered. 
Here’s an up-to-date report on the status of adhesives 


for industrial use, 


Unm THE present century, the story of ad- 
hesives was limited to a few types and a few 
applications. Modern technology, however, cre- 
ated an increasing number of problems involving 
the attachment of materials to each other. Solv- 
ing these problems has led to the development 
of new classes of materials which are designed 
to perform as bonding agents under various con- 
ditions. 

What is an adhesive? It is defined as a substance 
capable of holding materials together by surface 
attachment. Adhesive bonding has many advan- 
tages over mechanical fastenings—such as more 
uniform distribution of stresses, smoother sur- 
face contours, lighter weight, and fast economical 
fabrication. 

Modern adhesive systems are based on a wide 
variety of chemicals that range from the older 
natural protein and carbohydrate materials to all 
of the newer synthetic resins and rubbers. 
Catalysts, hardeners, solvents, extenders, fillers, 
and modifiers are other important chemicals used 
in adhesives—plus a series of chemical treat- 
ments for preparing metals and other adherends 
for adhesive bonding. 
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Find New Applications 


Adhesives are finding increasing applications 
in the production of end products, from attach- 
ing labels to cans and bottles to joining parts in 
primary structures of jet planes. While adhesive 
bonding was formerly limited mainly to non- 
structural applications (like paper on wood), re- 
cent developments in raw materials and formu- 
lations—together with new applications of funda- 
mental principles—are making possible the de- 
sign of many new composite articles on sound 
engineering principles. The adhesive bond has 
become an integral part of the structure and is 
intended to perform satisfactorily over long 
periods of time, often under severe conditions. 

Among the forms of adhesives available today 
are (A) liquids which are 100% solids, (B) liquids 
which set when they are deprived of contact with 
oxygen, and (C) materials in film form which, 
upon the application of heat and pressure, trans- 
form themselves into powerful bonding agents 
with thermoplastic or thermosetting properties. 

The major classes of adhesives in current use 
are: 
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"Want Results like this? 


| This sales engineer reports 
G@nother dramatic success in 
_ the heavy duty application of 
_ CIMPERIAL, new chemical cutting 
Fivid of the famous Cimcooi 
"Tine. Production up — on low 


clearance, low speed, heavy’ 


cut jobs previously limited 
_ to cutting oils. (Company 
- name on request) 


FOR 10C OF ALL METAL CUTTING JOBS 


Production-proved products of The Cincinnati Milling Machine Co. 


CIMCOOL $2 Concentrate —The pink fluid which covers 85% of all metal cutting jobs. 
CIMPERIAL — newest in the famous, industry-proven line of CimcooL® Cutting Fluids. 
CIMPLUS —The transparent grinding fluid which provides exceptional rust control. 
CIMCUT Concentrates (AA, NC, SS) — For every job requiring an oil-base cutting fluid. 
ALSO—CIMCOOL Tapping Compound—CIMCOOL Bactericide—CIMC@@L Machine Cleaner. 


For full information on the complete family of Cimcoot Cutting Fluids, call your 
Cimcoot Distributor. Or contact Cincinnati Milling Products Division, Cincinnati 9, Ohio. 


° Trade Mark Reg. U.S, Pat. Off. 
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(1) Anima! glues—Derived from hide, bone, 

blood, etc. 

(2) Vegetable adhesives—Derived from starch- 

es, dextrines, etc. 

(3) Rubber adhesives—Derived from natural, 

synthetic, or reclaimed rubber. 

(4) Synthetic adhesives—Epoxy and phenolic 

resins, vinyl resins, melamine, urea, etc. 

The synthetic adhesives are today’s pace- 
makers. The combined tonnages of phenolic, 
urea, melamine, and vinyl for adhesives have 
grown at an annual rate of 15% to 20% since 
1952, according to the U.S. Tariff Commission. 
Animal glues, which comprise about half the 
protein-base adhesives, have remained constant 
over the same period. 

The synthetics and the animal glues probably 
represent more than 40% of all adhesives. A 
major portion of the remaining 60% is represented 
by the vegetable- and rubber-based adhesives 
which have been making gains, but at a slower 
rate than the synthetics. 

In the past several years, four areas have 
steadily been using more synthetic adhesives: 

(1) Building materials 

(2) Do-It-Yourself materials 

(3) Aviation 

(4) Automotive 


See Greater Building Use 


It may be that consumption of synthetic ad- 
hesives has reached a temporary plateau in the 
“do-it-yourself” category. The aviation and auto- 
motive fields are still relatively small users. Thus 
building materials seem to hold the greatest 
promise for volume consumption. 

One building application, which appears to be 
growing at the fabricating level, is honeycomb 
sandwich panels. In these panels foamed alu- 
minum or plastics are bonded between steel or 
plastic sheets. The market for these panels as 
curtain walls in home and office buildings has 
not yet been fully explored. 

The Adhesives Manufacturers Association 
states that 53 million pounds of synthetic ad- 
hesives went into packaging and paper in 1950. 
By 1958, this had increased almost three-fold 
to 153 million pounds. On the other hand, vege- 
table glues during this period for the same uses 
climbed from 226 million to 250 million pounds. 
Animal glues slipped off from 28 million to 22 
million pounds. 

The spearhead of synthetic adhesives progress 
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is in technological development. New polymers, 
formulations, and applications at commercially 
feasible cost are coming from research. Mono- 
mers are being synthesized to create resins with 
predictable properties. Test procedures are being 
developed and standardized, with a growing num- 
ber of new technical committees working to- 
wards this end. 


Fruits of Research 


Research is also bearing fruit with older bond- 
ing agents. Methods have been developed, for 
example, for chemically modifying animal glues 
to make them competitive—both technically and 
commercially—with the newer synthetic ad- 
hesives. Major technical progress has also been 
reported for vegetable glues. 

Two other phases of adhesives are of interest: 
(1) the size of the adhesives market and (2) the 
psychology of adhesives and adhesion. 

Determining the total size of the adhesives 
market today is difficult. First, government fig- 
ures on the subject are singularly lacking, pri- 
marily because adhesives as an “industry” is rel- 
atively new. Second, adhesives manufacture and 
distribution is so broadly spread that head-count- 
ing is almost impossible. Many manufacturers of 
paperboard or shoes, for instance, maintain cap- 
tive adhesives plants and the volume of business 
transacted by these installations is not readily 
available. 

The best guess about the adhesives market: 
annual sales near $1 billion. There are valid rea- 
sons for believing that the total market may even 
be closer to $1.5 billion. 


What About Auto Bumpers? 


Regarding psychology, P.A.’s know that it is 
technically possible today to bond together many 
materials. But many of these materials are still 
being held together by mechanical means because 
of presumed consumer resistance. 

For example, automotive assembly could be 
made easier if adhesives and adhesive methods 
were used. Many people, however, still feel that 
an automobile with a bumper adhered in place 
will not do the job. These feelings will undoubt- 
edly be dispelled in the years ahead, as adhe- 
sives become more widely used in industry. Of 
all industries today, the adhesives industry per- 
haps holds promise not only of the most rapid 
technological growth, but also of the greatest 
commercial growth. 








A new chapter in the story of America’s 


nterstate System merges 


We are pleased to announce the acquisition of 
Lancaster Transportation Co., Lancaster, Pa., and 
the inclusion of the Prucka Division of Inter- 
tate System into the parent corporation. This 
consolidation offers to shippers using Interstate 
System the availability of extensive intra-state 
utes in Pennsylvania and the many advantages 
a comprehensive single-line carrier operating 
rom the Atlantic Seaboard to the Rocky Moun- 
1ins. By temporary authority we operate Con- 
necticut Motor Lines, serving Connecticut, Rhode 
Island and all of Massachusetts. 


his extension of services and facilities and the 
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addition of skilled, experienced transportation spe- 
cialists has important implications for our cus- 
tomers. We now serve over 9,000 points in 24 
states through 72 company-owned terminals, with 
special emphasis on small shipments to small towns. 
And in America’s industrial heartland we move 
more freight than any other motor carrier in the 
country. 

We have the equipment, the facilities and the 
experience to give you the swift, safe, economical 
service you want. Your local Interstate System 
terminal is listed in the Yellow Pages. Call us for 
your next shipment. 
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fastest-growing motor carrier! 


with Prucka and Lancaster! 


SERVICES WE PROVIDE— REGULARLY! 
®COAST-TO-COAST. Guaranteed thru rates to or from West 
Coast points as named in Rocky Mountain tariffs. Our West 
Coast carrier is Gorrett Freightlines. 

@DIRECT TO IMPORTANT MARKETS. Economical traffic move 
ment to nearly every crossroad on the map in America 
industrial heartland; direct, single-line. 

@LESS-THAN-TRUCKLOAD. Direct, single-line, time-tabled LTL 
service. It's fast and the most dependable in the country. 

@TRUCK DISTRIBUTION TARIFFS. A unique way to cover mul 
tiple markets at less cost than applicable LTL rates. Pioneered 
by Interstate System. 

@ TIME SCHEDULE MERCHANDISE RUNS. Over 260 daily timed 
departures ond arrivals. Shipments leave on time, arrive 
on time, with clock-like precision. 

@PUERTO RICO. Direct service to and from Puerto Rico via 
Pan-Atlantic Steamship Corp. Sea-land Service. 
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A ome ried ;: 


TERMINALS — 8 
AUTHORITY — 4 STATES 
VEHICLES — 148 

ROUTE WILES — 1,375 
EMPLOYEES — 108 








TERMINALS — 72 
AUTHORITY — 24 STATES 
VEHICLES — 3,350 
ROUTE MILES — 23,013 
EMPLOYEES — 4,200 





LEGEND 
Terminal Points 
Interstate System 





Garrett Freightlines 


Irregular and off-route service to and from al! points 
in white area 


Canadian routes available through treaty agreements 





between Canadian and United States governments. 


INTERSTATE 


SYSTEM 
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Amamonia from Armour is 
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r Anhydrous Ammonia has a guaranteed mini- 
purity of 99.98%. Ammonia so pure, you have 
oblems with moisture, oil or non-condensable 


ure always assured of excellent heat treating 
s, because Armour quality standards are based 
extra control test made when the ammonia is 
‘or shipment to you. Every cylinder and tank 


ck of Armour Ammonia is subjected to a rigid 


tive test after filling to make sure it is at 
19.98% pure when delivered to you. This extra 
ur test eliminates the danger of your receiving 
that has been contaminated during the 


process. 


Armour Ammonia is also backed by the finest 
technical service available. Armour’s Technical Serv- 
ice Department will furnish blue-prints and engineer- 
ing recommendations . . . supervise your cylinder and 
storage tank installations and give additional aid 
whenever you need it, at no extra cost. 


Ammonia Sales 


Armour Industrial Ghemical Company 


Division of Armour and Company 


110 North Wacker Drive ¢ Chicago 6, Illinois 
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Washington Report 





Three leaders on government fiscal and business policy meet at a Con- 
gressional hearing. From |. to r.: Representative Wilbur Mills (D-Ark.) 
of the Ways and Means Committee, Budget Director Maurice Stans, and 
Secretary of the Treasury Robert B. Anderson. 


Po 
Taree MEASURES of interest 
to businessmen in general—and 
purchasing agents in particular— 
will be pressed by the Adminis- 
tration during this session of 
Congress. 
They are: 


Civil investigative demand 

Extending the prohibition 
against interlocking directorates 

Pre-merger notification 


Each of these bills calls for in- 
creased government involvement 
in areas that are now the province 
of private business. And all of 
them have powerful supporters 
here to insure full attention in 
both houses of the legislature. 

Briefly, here’s what they’re all 
about: 

(1) Civil Investigative Demand: 
This would enable Attorney Gen- 
eral William P. Rogers to compel 
corporations, partnerships, and 
associations to produce documen- 
tary material during the pre-com- 
plaint stage of anti-trust investi- 
gations where only civil proceed- 
ings are contemplated. 

Now the Department of Justice 
can only demand such records 
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when there is enough evidence to 
warrant a presentation to a grand 
jury for criminal action. Thus the 
government seeks the right to 
obtain vital business data even 
if it thinks only civil action will 
be involved. 

This provision was one of the 
five key recommendations in the 
Economic Report of the Presi- 
dent presented to Congress al- 
most a year ago. It was offered 
as Resolution 8.716 and approved 
by the Senate in July without dis- 
sent. The House of Represent- 
atives is now considering this and 
a similar measure—H.R.4792—in- 
troduced by Congressman Eman- 
uel Celler (D-N.Y.), chairman of 
the Judiciary Committee. 

One of the safeguards in the 
version passed by the Senate is a 
stipulation that 20 days’ notice be 
given before the material must be 
produced for examination by an 
anti-trust agency or a Congres- 
sional committee. During this 
time, corporations could file a pe- 
tition with a court to insure the 
safety of secret processes, devel- 
opments, or research. All this was 
contained in an amendment in- 


Government 


Pressing 


For More 
Supervision 


Of Business 


troduced by Senator Everett M. 
Dirksen (R-IIL.). 

Of the three measures, Civil 
Investigative Demand has the best 
chance of passage, according to 
Administrations experts. 

(2) Extending the prohibition 
against interlocking directorates: 
The Clayton Act prohibits direc- 
tors of companies from serving on 
boards of directors of competing 
companies. What the government 
now proposes is to extend this to 
men who serve both as officers 
of one company and directors of 
another competitive company. 

The Administration looks on 
this as a means of closing a gaping 
loophole. At least one instance i 
known where a man resigned «4 
directorship when faced with the 
possibility of government action 
and immediately was appointed a 
top officer of the same company. 

Bills to prevent such situations 
were introduced in both houses 
last August. A Justice Department 
official told PurcHAsING Magazine 
that the chances of passage for 
this type of bill are slim in an 
election year. But the feeling in 
Washington is that a bill of this 
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more and more, 
Olin Aluminum gleams 
on America’s prestige cars 


Grilles and trim that proclaim the elegance and enhance 

the sweeping lines of America’s fine cars — these reflect 
Detroit’s growing reliance on Olin Aluminum. High-precision 
extrusions... alloys and finishes of impeccable quality and 
uniformity... shipping schedules synchronized with assembly- 
line requirements —these are Olin Aluminum’s contribution 
to 1960’s prestige cars. Expect no less when you order 

from Olin Aluminum. Whether you make cars 

or casseroles, trailers or tumblers, boats or blinds — 

your orders get V.I.P. attention. Always. 


See Edward R. Murrow on “Small World’ —every Sunday evening CBS-TV 


Wosee 


EXCITING NEW DODGE FABRICATED BY RYERSON-HAYNES, WORKING WITH OLIN ALUMINUM EXTRUSIONS. 





AA ’ MATHIESON * METALS DIVISION » 400 PARK AVENUE, NEW YORK 22, N. Y. 
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nature will eventually clear the 
Congressional hurdles and be 
signed into law. 

(3) Pre-Merger Notification: 
This heated measure will be one 
of the most controversial to come 
up before Congress during the 
current session. 

The Administration wants to 
amend the Clayton Act to require 
prior notification of certain types 
of corporate mergers or acquisi- 
tions. Presently, Section 7 of this 
act forbids mergers or acquisitions 
which may substantially lessen 
competition or tend to create 
a monopoly. But it has no pro- 
vision for informing the govern- 
ment before the merger actually 
takes place. 

The Federal Trade Commission 
—which is actively supporting the 
measure—feels that the govern- 
ment desperately needs this pro- 
vision. The reason: once the mer- 
ger has taken place, it is often too 
late to “unscramble the eggs” and 
divest the acquired stock or assets 
from the merged corporation. 

Therefore, the FTC wants a 60- 
day waiting period before certain 
mergers can become final. During 
that time, the status quo would be 
maintained while the FTC and the 
Justice Department study the 
merger proposal. Only if these 
agencies think that there has been 
a clear violation would they have 
the authority to apply for a re- 
straining order from a federal 
district court to forbid the mer- 
ger. 

However, the opposition to pre- 
merger notification has also been 
vocal in its efforts to defeat the 
proposal. A number of Congress- 
men are known to oppose it and 
many important industry and 
trade associations have come out 
strongly against it. In the pre- 
liminary versions of the bill, a 
large number of industries are al- 
ready exempted from the provi- 
sions. 

The history of the measure re- 
flects its controversial nature. It 
was introduced on January 17 
last year as S. 442 by Senators 
Joseph C. O’Mahoney (D-Wyo.) 
and Estes Kefauver (D-Tenn.) 
and referred to the Anti-Trust 
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and Monopoly Subcommittee. A 
month later, the subcommittee re- 
ported it up favorably to its parent 
committee, the Judiciary Com- 
mittee. 

Then on March 2, the committee 
re-referred it to the subcommittee 
for additional public hearings. 
Again the subcommittee reported 
it up, but by the close of the first 
session no action had been taken 
by the Judiciary Committee— 
where it is now resting. The 
House will also take it up this 
session. 

Analysts at the FTC and the 
Justice Department note that 
chances for passage this session 
are slim. But their agencies will 
keep trying, nevertheless, to con- 
vince Senators and Representa- 
tives of the merits of the bill. 


@ NLRB Intensifies Fight 


On Labor Rackets 

The National Labor Relations 
Board will use its new weapon to 
step up the drive against labor 
racketeering. 

This new tool, which went into 
effect on November 13, is the 
Landrum-Griffin Act — officially 
known as the Labor-Management 
Reporting and Disclosure Act of 
1959. It gives the NLRB authority 
in areas that it did not have under 
the Taft-Hartley Act. 

For instance, the government 
can be expected to intensify its 
drive to halt blackmail picketing. 
For the first time, the NLRB has 
authority to crack down on picket- 
ing for extortional purposes in 
civil cases (the Justice Depart- 
ment has the same authority in 
criminal cases). 

The new law bans recognition 
or organizational picketing when: 

(1) The employer is lawfully 
recognizing another labor organ- 
ization and a question concerning 
representation may not be ap- 
propriately raised. 

(2) The employees—in a valid 
election within the last 12 months 
—have indicated that they don’t 
desire a representative. 

(3) The picketing has been 
conducted for more than a rea- 
sonable period of time, not to ex- 
ceed 30 days, without filing a spe- 











OVER 10 TIMES 
THE RATE 


AT 50% SAVING 


IN RAW MATERIAL 
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Hubbell Cold Heading 
produces Better Parts at 
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HARVEY HUBBELL, Inc. Machine Screw Dept. 
Bridgeport 2, Connecticut 

Kindly estimate on the enclosed 
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Your compressor equipment may amount to only a small 
part of your total plant worth...but could you operate 
profitably without a dependable source of compressed air? 


Ingersoll-Rand packaged, air-cooled compressors in the 2 
through 20 horsepower range are designed and built for 
maximum performance with a minimum of maintenance. 
They are most suited for small plants or for off-peak require- 
ments in large plants. 


Let us tell you more about the best in air compressors. 


Air-cooled compressors to 125 horsepower — 


other compressors to 6000 horsepower 


Ingersoll-Rand 


TIT BROADWAY, NEW YORK 4,N.Y. 3-500 
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cial petition with the Board. 

Thus employers are protected 
from unfair picketing designed to 
force them into labor contracts 
against the wishes of their em- 
ployees. 

Among the other areas that 
NLRB field investigators will at- 
tack this year are: 

@ Filing of representation pe- 
titions by unqualified organiza- 
tions for the purpose of extortion 

@ Abuses by racketeering ele- 
ments to prevent legitimate unions 
from using the Board’s election 
procedures. 

@® Use of forged union mem- 
bership or authorization cards 

@ “Sweetheart” contracts ne- 
gotiated by paper locals on a col- 
lusive basis with unscrupulous 
employers 

® Conflict of interest situations 
where an intermediary represents 
both employer and the contract- 
ing union. 


Check Racketeers 


Stuart Rothman, General Coun- 
sel of the NLRB, says that he 
wants to make sure felons and 
racketeers are kept out of legiti- 
mate unions. Therefore, he plans 
to fully investigate any instances 
where racketeers try to make use 
of the Board’s facilities to further 
their own efforts. 

What can the NLRB do when 
an unfair labor practice charge is 
filed? If no violation is uncovered, 
after an investigation, the charge 
is dismissed. But if a violation is 
disclosed and if it cannot adjust 
the case informally, the Board can 
take official action. 

First step is the filing of a com- 
plaint for decision by the NLRB. 
Further appeals can bring the case 
into federal courts for an ultimate 
verdict. 

The essence of the new law is to 
give the NLRB and the Depart- 
ment of Labor more breadth in 
which to operate in the labor re- 
lations field. Both Mr. Rothman 
and Secretary of Labor James P. 
Mitchell have indicated that they 
intend to take advantage of their 
new authority to act in 1960 
against unfair labor practices. 

—Leonard Sloane 
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shows you 
“HOW’’... 


to choose between 


WOOD and STEEL 


f — floor trucks 


e. 
Poe ccseeee?” 


Only Nutting offers you such a wide choice of quality floor trucks 


termine whether to purchase Nutting trucks of hardwood frames 
and decks —of steel angle frames and hardwood decks — or of 
all steel? 

With the help of your Nutting representative first consider size, shape 


_and weight of loads, travel distances, floor conditions and other 


factors he can point out. Then consider the particular characteristics 
of wood and steel. Example: If noise is a factor, Nutting hardwood 
trucks are indicated, because wood acts as natural soundproofing. 
Before you make your decision, check the advantages below of both 
select hardwood and steel . . . and be sure to talk to your Nutting 
representative. From experience, he can tell you which trucks will 
do your job best. 


WwooD 


@ Lighter weight, superior strength. 


STEEL 


@ Resists abrasions — won't chip. 
© Low initial cost. @ Cleans quickly and easily. 
@ Economically and easily repaired. 


@ Resilient — takes repeated shock @ High tensile strength. 


loads without fatigue. @ Fireproof. 


@ Natural insulation against noise. + 
© Deck “grips” loed, never @ Won't absorb liquids, resists stains. 
wears slippery. 


@ Non-conductor of electricity. 


@ Less friction between deck and 
load for easier loading. 


To serve you better, Nutting makes all types of floor trucks... 

i i als. Your 
Nutting representative can help you choose the type and design 
best suited to your needs. 


For more information, send in coupon today. 
There’s no cost or obligation. 


5 


NUTTING TRUCK & CASTER COMPANY 
250 Division Street « Faribault, Minnesota 


~\ 


\ (J Please send copy of Junior Catalog 59G. 
aN 


NAME____ 


(CD Please have Nutting representative contact me. 





COMPANY NAME 





ADDRESS. 





Faribault, Minnesota 
CITY STATE 





EXPORT: J. D. Marshall, Int’l., 170 W. Washington St. 
Chicago 2, Ill. Cable Address “HALLS: CHICAGO” 
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.WY BRONZE GATE VALVES 
“LUNKENHEIMER 


FOR TIGHTER SEATING..AT LOWER COST 


Check these outstanding fea- 
tures and see why it pays to 
install Lunkenheimer Quick- 
Opening Gate Valves in your 
low-pressure system: 


@ Ball and socket joints between 
discs for tighter seating under pres- 
sure ... easier operation... 
greater flexibility 


@ Self-adjusting discs for longer 
wear... tighter seating . . . lower 
maintenance 


e@ Deep, well-packed stuffing box 
for a longer-lasting, tighter seal 


e New, compact design to fit into 
“close” installations 

e Easy-operating cap 
screws for faster assembly and 
disassembly 


For full details, contact your 
Lunkenheimer distributor, or 
write The Lunkenheimer 
Company, Cincinnati 14, Oh. 


v-1059-28 


THE ONE COA NAME IN VALVES 
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Automakers Produce 
5.6 Million Cars in °59 


Total automobile production 
last year was 5,590,000 units— 
compared with 4,244,400 in 1958. 
Every make increased production 
with the exception of Buick. 

The annual production race 
was won by Ford, but this vic- 
tory was due in part to the 116- 
day steel strike. Ford has its own 
mills which supply almost half 
the steel it uses. 


Ford No. 1 


Ford won top spot with 1,528,- 
592 cars produced — including 
Thunderbirds and the new com- 
pact Falcons. Second place was 
taken by its traditional rival 
Chevrolet, with an output of 
1,428,980 standard cars, Corvet- 
tes, and compact Corvairs. 

The most outstanding produc- 
tion gain in 1959 was notched by 
Rambler. Its °59 total—which 
brought it third place—was 401,- 
402 units, compared to 217,332 the 
previous year. 

However, Plymouth would 
have won third place if it had in- 
cluded its compact Valiant sales 
in its total. Its figures were: 
Plymouth, 393,713 cars; Valiant 
19,782 units. 

The remaining places in the 
sales race were filled in this or- 
der: Pontiac, Oldsmobile, Buick, 
Dodge, Mercury, Studebaker, 
Cadillac, Chrysler, DeSoto and 
Lincoln. Edsel sold 29,677 units 
before production of this model 
was discontinued in November. 

Truck assemblies reached their 
highest level since 1955. The to- 
tal was 1,123,191 trucks, up from 
870,762 units produced in the 
previous year. 


New Orders and Profits 
To Rise in First Half 

New orders, sales, and profits 
in the first half of the year will 


top the levels of the first half 
1959. 


That’s the finding based on a 
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survey of 220 executives con- 
ducted by the National Indus- 
trial Conference Board. Com- 
panies in the communications 
equipment, instrument and con- 
trol, and office equipment indus- 
tries were particularly optimistic 
about the next six months. 
Seventy-one percent of the 
companies surveyed expect new 
orders will be higher—although 
most feel the gains will be mod- 
est. Close to 20% forecast no 
change in new orders, while the 
remainder anticipate a decline. 
Almost 70% of the respondents 
foresee an increase in dollar vol- 
ume of sales during the period. 
Twelve percent predict no change 
while 11% expect billings to slip. 


Rising Costs 


Regarding profits, 67% believe 
before-tax profits will be higher. 
Another 20% expect to equal 
their first half-1959 profit per- 
formance and 13% believe their 
earnings will be down. 

Many executives, however, cau- 
tion against excessive optimism 
on profits. They note that rising 


costs—coupled with price com- 
petition resulting from ample 
capacity and the effect of defense 
cutbacks—will have a marked re- 
straining influence. Some say that 
even though total profits will in- 
crease in production rates, a 
narrower in the first half. 

Other predictions are for an in- 
crease in production rates, a 
buildup of inventories, a rise in 
capital expenditures, and a con- 
tinued scarcity of funds. 


Paperwork Seminar 
A Hit With P.A.’s 


The first of a series of two-day 
“Paperwork in Purchasing” con- 
ferences was held recently in 
Dayton, Ohio. 

Primary purpose of the semi- 
nars—sponsored by the Standard 
Register Company—is to give 
purchasing agents a better un- 
derstanding of two basic concepts 
related to purchasing: 

(1) Paperwork simplification 

(2) Integrated data processing 

Among the subjects covered at 
the seminar were systems analy- 


A large number of purchasing executives from all parts of the country 
attended a recent “Paperwork in Purchasing” conference in Dayton. IDP 
and paperwork simplification were some of the topics discussed. 
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¥ 
aron Stainless Steels have proved through use to be of consistent | 

high quality, uniform, bright and smooth/with a dense finish. For : 
both interior and exterior fittings you will find Sharon can supply 7 ; a 
your need exactly with the tolerance, drawing ability and finish your | 

product requires for greatest appeal and durability. 








- Sharonart*, Sharon Steel's exciting new tolled-in surface patterned : . 
a new breadth of design flexibility for the automotive designer. 
de of stainless steel will reflect an infinite variety of color and texture 
is. Many beautiful patterns available. 


ain’ ESS you need to make your product better—get in touch with your 
re tative—or write us direct. Sharon Steel, Corporation, Sharon, Pa. _ 
ae | 


. 
‘ 
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Purchasing 


Foliow -up 





sis and flow charting, principles 
of forms design, interrelationship 
of purchasing with other depart- 
ments, and use of IDP techniques 
in receiving, purchasing and in- 
spection. 


Accounts Payable Cycle 


The speakers considered all the 
paperwork involved in the com- 
plete accounts payable cycle. A 
large number of purchasing ex- 
ecutives—representing companies 
of all sizes and in all parts of 
the country—participated by pre- 
senting their ideas and throwing 
out their problems for discussion. 

One of the speakers at the final 
session was Paul V. Farrell, edi- 
tor of PurcHastnc Magazine. Mr. 
Farrell spoke of the growing im- 
portance of the purchasing agent 
as a member of top management. 
And he outlined what the P.A. 
must do in order to justify and 
maintain that position. 

Similar seminars will be sched- 
uled in the future, according to 
Robert Zinn, vice president-mar- 
keting for Standard Register. 
These seminars will cover many 
of the same subjects and will also 
tackle new areas of purchasing 
paperwork. 


Seek Nominations For 
Copper, Brass Award 

Nominations from purchasing 
agents and other executives are 
now being accepted for the Sec- 
ond Annual Copper and Brass 
Achievement Award. 

The award will honor the year’s 
outstanding contribution to the 
use, application, or metallurgy of 
copper and copper-base alloys. 
It is being sponsored by the Cop- 
per & Brass Research Association. 

Winner of the 1960 competition 
will receive $1000 and a bronze 
award to be presented May 17 at 
the association’s annual meeting 
in Hot Springs, Va. 


Several Classifications 


Entries may be submitted in 
any one of several classifications. 
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Primary consideration will be 
given to: 

(1) Originality of design of 
new or established applications of 
copper, brass, bronze, or other 
copper-base alloys. 

(2) Development of new prod- 
ucts or improvement of market- 
ing techniques. 

(3) Contributions to the met- 
allurgy of the copper metals. 

(4) Improvement of fabrica- 
tion methods in the manufacture 
of copper-based products. 

(5) Advances in science or re- 
search through the application of 
the copper metals. 

Included with the application 
should be a detailed description 
of the product; its purpose, de- 
sign, and application; and the im- 
provements it has made in pro- 
duction, fabrication, or manufac- 
turing techniques. 

Deadline for nominations is 
March 31. Entry forms and com- 
plete information are available 
from the association at 420 Lex- 


ington Ave., New York 17, N.Y. 


Military to Adopt 
Industrial Standards 

Industry standards, specifica- 
tions, and. practices will be 
adopted by the Department of 
Defense whenever and wherever 
possible. 

So says Perkins McGuire, 
Assistant Secretary of Defense 
for Supply and Logistics. One of 
the most significant achievements 
of the Defense Department’s cata- 
loging program, he says, is the 
complete identification and listing 
of about 3% million military 
items. These products are made 
by more than 34,000 companies. 


Large Savings Possible 


Over a half million new items 
enter the system each year, with 
a like number also eliminated. 
“If you consider that we save 
about $1 million a year in man- 
agement expenses for every 1000 
items eliminated from our supply 
system, you may get an idea of 
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UNIFORMS IN 
AMERICAN INDUSTRY 


1/-page encyclopedia 
of UNIFORMS IN 
AMERICAN INDUSTRY 


@ Packed with money-saving 
fabric information 


® Over 15 fabric swatches 


@11 valuable comparison 
charts 


® Actual case histories 


Here are two companies that saved 
money with the valuable information 
you'll read in this book: 


# a national vending company saved 
$20,000 annually merely by changing 
to uniform fabrics recommended in 
this book! 

# a Boston dairy cut its operating 
budget drastically by changing to uni- 
forms with 3 times longer wear recom- 


mended in this book! 

You, too, can save money—and time 
with this handy FREE book. For 

instance, do you know: 

Which fabric launders most easily? 

Which fabric wears longest? 


Write today for answers— fill out coupon below! 
i: © & 2 & 8 sO Ume.LhUmLhU 


i Mail this coupon to: 
E. I. du Pont de Nemours & Co. (Inc.) 
Uniforms, Centre Rd. Bidg., 31J1 
Wilmington 98, Delaware 


Name. 





Address 





City. Zone__State 
BI 


REG. U. 5. PAT. OFF 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 





SCHRADER INDUSTRY-INTERCHANGEABLE HI-FLO® 
AIRLINE COUPLER! 


S15: PUSH-PULL OPERATION 
ACCIDENTAL UNCOUPLING NO LONGER A PROBLEM! 


ader’s new quick-acting couplers are full of fea- More features: fastest air flow... non-corrosive... 
s that afford the best air service. Safety's built in case hardened steel all through ... meets and exceeds 
t won’t open accidentally even when dragged on military specs ... engineered for simple, easy replace- 
ground and snarled on a piece of machinery... ment of parts in the field. 
the heavily knurled new coupler connects and dis- Important: Schrader’s new coupler is interchange- 
inects in a single upstream push or pull with one able with others of similar type. A variety of end fit- 
nd, gloved or greasy! ting styles are available. See your supplier soon. 


NEW COUPLER CHECK UNITS AND ADAPTERS 


ee 


<i 


#5138-12—1/, NLP. MALE #5138-11-1/, NLP. 5139-11-17, NLP. #5140-11-SERRATED SHANK 
3 5140-123 N.P. MALE FEMALE FOR % 1.0. HOSE 


HRADER HOSE REELS 
work Vike windew shedes. 
Teck bese ewoy sutemeti- 
lly. Me. 3481 is Aig Tool 
suspension Type. 


SCHRADER SUTTON 
TYPE BLOW GUN is all- 


with dureble forged — 
bross bedy. 


SCHRADER STANDARD 
COUPLERS WITH FASTER 

* FLOW are now being 
shipped. . 





A. SCHRADER’S SON 
Division of Scovili Manufacturing Company, Incorporated 
473 Vanderbilt Avenue, Brooklyn 38, N. Y. 





@ division of SCOVILLE 











QUALITY AIR CONTROL PRODUCTS 
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the attendant savings in such a 
standardization effort,” he says. 

Early in 1959, a study of the 
defense standardization effort was 
made by the American Standards 
Association, along with the De- 
fense Department. This compre- 
hensive review led to a number of 
conclusions, including: 

(1) The military should con- 
centrate its standards work on 
high priority items and avoid giv- 
ing equal attention to inconse- 
quential projects involving only 
small purchases. 

(2) An engineering standard- 
ization program should be ac- 
tively pursued at the develop- 
ment and drawing board stage so 
that further standardization will 
not be necessary when the fin- 
ished products have entered the 
supply system. 

Complete data on military use 
of industrial standards and the 
full effect on general industry 
can be obtained from the Ameri- 
can Standards Association, 70 
East 45th Street, New York 17, 
N.Y. 


Patent Digest Service 
Available to P.A.’s 

A new service, featuring the re- 
duction of technical patents to 
easily understand digests of basic 
principles, has been set up. 

Short summaries of patents are 
prepared, free from legal termi- 
nology and redundant detail, 
which can be scanned and under- 
stood in a few minutes. In this 
way, maximum useful informa- 
tion can be obtained in minimum 
time. 

These concise patent analyses 
enable purchasing agents to as- 
similate 50 to 100 patents per 
week in less time than is required 
to review a single lengthy patent. 
The patents to be analyzed are 
provided by the client company— 
with concise extract-abstracts 
then distributed to designated 
personnel. 

Complete information is avail- 
able from Industrial Patent Re- 
search Co., 2266 E. Main St.. 
Columbus 9, Ohio. 
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DUCTILE IRON 
SAVED MONEY 


This seventy pound ductile iron crankshaft was made for air compressors 
manufactured by The Brunner Division of Dunham-Bush, Inc. The in- 
creased loads and impact resistance called for by new compressor design 
specifications required rigidity and strength beyond the limits of the cast 
iron alloy shafts formerly used. Ductile iron was chosen because the ri- 
gidity, yield strength and wear characteristics comfortably exceed operating 
requirements. 

A major cost advantage was realized in this case. Hamilton Foundry 
used existing pattern equipment made for the gray iron crankshafts in 
the switch to ductile iron. This saved the cost of new foundry patterns 
and the greater cost of dies needed for steel forgings. Dunham-Bush achieved 
a major improvement in product performance for the modest additional 
cost of the metal in the castings. 

When new and unusual design problems arise in the selection of metal 
and the casting of parts, you will find that the skill and integrity of your 
foundry is your best insurance that specifications—and delivery schedules 
—will be met. 


GRAY IRON * ALLOYED IRON * MEEHANITE” * DUCTILE (NODULAR) IRON © NI-RESIST * DUCTILE NI-RESIST + NI-HARD 


1551 LINCOLN AVENUE + HAMILTON, OHIO * TWinbrook 5-7491 
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IT PAYS TO STANDARDIZE ON STANSCREW 


Lag Bolts Expand Stanscrew Line 
To Over 5,500 Different Fasteners 


Hex machine bolts . . . carriage bolts . . . and 
now, a broad selection of lag bolts. . . all quickly 
available from Stanscrew. 

These new gimlet point lag bolts, all with full- 
sized shanks, conform to ASA Standards and 
are produced to Stanscrew’s rigid criteria of 
fastener quality. Almost 100 sizes are offered 
as stock items. 

With lag bolts, the Stanscrew line now covers 
more than 5,500 standard catalogued fasteners 

. carefully developed to answer the over- 
whelming majority of American industrial needs. 
Included are socket, set, and cap screws... nuts 

. dowel and taper pins . . . pipe plugs. . . 


studs . . . and, of course, Stanscrew’s complete 
bolt series. 

Each of these 5,500 fasteners is always in 
stock at three conveniently located plants. A 
rigidly enforced Stanscrew policy assures reg- 
ular orders are shipped within 24 hours. This 
means your Stanscrew distributor can provide 
especially fast service on all occasions ... and 
be particularly helpful in emergencies. 

Your Stanscrew distributor will also be happy 
to arrange a visit from the Stanscrew fastener 
specialist. His recommendations on your assembly 
procedures can often result in significant savings. 
Why not call your Stanscrew distributor today? 


STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD , CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 
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The man inside ses Pol n Tape 


he Electrical Tape 
that stays flexible in foul weather 


Polyken Polyethylene #822 won't 


get brittle in severe cold—withstands 
ageing, chemicals and abrasives 


Here’s one electrical tape that doesn’t care how cold it gets. 
Polyken #822 stays flexible even in sub-zero temperatures. You 
don’t have to keep it in your shirt pocket. 

And with this polyethylene tape, you’re sure of maximum Just one-step insulation. You don't have to fool 
insulation. A dielectric strength of over 10,000 volts. Plus a new with any rubber-splicing compound or friction tape 
high for tape in resistance to ageing, water, sunlight and abrasion. combinations. All you need is Polyken Tape #822. 


What’s more, chemicals, solvents, fungi, acids and alkalies have 


little effect on this miracle plastic. You get permanence, stability é 
and inertness. BV oa” 
Why not investigate this new tape? Polyken representatives $ O : Ke r) 
are among the industry’s best trained technicians in the use and . "T = 


— of electrical tapes. ELECTRICAL TAPES 


Look in the phone book under ““Tapes’’, or if you like, write 
to Polyken Sales Division, 3098 W. Jac kson Blvd., Chic ago 6, rhe KENDALL comrany 
Illinois. (In Canada, write Polyken, Curity Ave., Toronto. 

Polyken Sales Division 
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ONLY MSA GIVES YOU: 








Head protection, yes — but more than that — the right head protection for 
specific jobs and conditions has been a major concern of ours for over 30 years. 

In this time, we have scored a number of head protection ‘“‘firsts,’’ but this 
isn’t the important thing. 

The significant point centers on the fact that the continuing additions to our 
hat line give you that all-important advantage of hat selection. 

All-important because no one hat is best for every hazard. Important, too, be- 
cause this extensive hat selection lets your MSA representative concentrate on 
your protection needs without the restriction of product limitations. 

Call him in. He’ll be glad to talk about your problems and recommend sol- 
utions that fit your operation. Mine Safety Appliances Company, 201 North 
Braddock Avenue, Pittsburgh 8, Pennsylvania. 


MSA ...where safety problems become safety products through research 





THIS HAT SELECTION 


A. M-S-A Aluminum Type "T” Cap B. M-S-A Type "B” Skullgard 
C. M-S-A Shockgard D. M-S-A Fireman's Helmet E. M-S-A Type 
"K" Skullgard F. M-S-A Glass Fiber Hat G. M-S-A Aluminum 
Type "T” Hat 


SAFETY EQUIPMENT HEADQUARTERS 


OVER 3600 SAFETY ITEMS 


..@ single source of supply for gas and dust 
instrumentation, head-eye-face protection, dust 
and fume respirators, oxygen breathing appo- 
ratus, gos masks, artificial resuscitation units, first 
aid supplies and kits, noise detection and ear 
protection devices, instruments for continuous 
process stream control, ventilation equipment, and 
many other items. 


MINE SAFETY APPLIANCES COMPANY 


Pittsburgh 8, Pennsylvania 








Shop your out-of-town markets 
.--_By Long Distance 


It’s the personal, profitable way to buy. _ help you reach purchasing decisions faster 
By Long Distance telephone, you can shop ... make better buys . . . contribute more 
your suppliers, keep prices competitive, to your firm’s profit performance. 

stay on top of changing market situations. Depend on Long Distance. It’s one of 
Personal, two-way contacts by telephone your most productive purchasing tools. 


BELL TELEPHONE SYSTEM 


Long Distance pays off! Use it now ...for all it’s worth! 
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DY FOR IMMEDIATE 
DELIVERY... 


A Precision Tapping Performance 





Bay State Announces New 
Sales and Service Facilities 


8 New Stockrooms — strategically located and fully 
stocked — provide your distributor with immediate 
delivery of precision performance Bay State taps. 


“Rapid Wire” electronic system assures up-to-the- 
minute communication between all stockrooms 
and factory. 


Expanded staff of Bay State application engineers — 
tapping specialists provide undivided attention to your 
tapping problems. 


Specifying Bay State taps results in /mmediate 
Delivery Of Precision Performance Tapping from the 
nearby shelves of your Bay State Distributor. 


BAY STATE TAP AND DIE COMPANY 
1242 East 49th Street * Cleveland 14, Ohio 


BAY STATE TAP AND DIE COMPANY 
9 NorthJefferson Street * Chicago 6, Illinois 


BAY STATE TAP AND DIE COMPANY 

20 Thomas Street * New York 7, New York 

BAY STATE TAP AND DIE COMPANY 

1853 Cheshire Bridge Road, N.E. * Atlanta 9, Georgia 
BAY STATE TAP AND DIE COMPANY 

2929 East Grand Boulevard + Detroit 2, Michigas 
BAY STATE TAP AND DIE COMPANY 

1902 North Field Street * Dallas 2, Texas 


BAY STATE TAP AND DIE COMPANY 
650 Howard Street * San Francisco 5, California 


BAY STATE TAP AND DIE COMPANY 
2301 East 38th Street * Los Angeles 58, California 


BAY STATE TAPS 
Bay State Tap & Die Company °* Mansfield, Massachusetts 


For More Information Write No. 178 on Inquiry Card—Page 32 
JANUARY 18, 1960 





Count-Pak — « line of electronic counters for fast, 
accurate counting of all types and shapes of objects 
at medium to high speeds. 


...practical, low-cost method 
to cut costs, 
improve efficiency 








Visicounter — a rugged, heavy-duty all-purpose mechanical 
counter with high figure visibility. 
There are five important areas in plant operation where 
Veeder-Root counters can effectively (and inexpensively) 
1elp to control costs and allow maximum utilization of 
inventory and equipment. 


e A counting and tallying program keeps constant track 
of inventory movement, provides regular checks, “signals” 
langer spots. 


e Counting devices provide a continuous record of pro- 
luction, can be located at individual machines and remoted 
to centralized control points. 


e Counters make it easy to compute and pay by piece or 
other production unit. Remote Indication Electro- 


. , Magnetic Counters — used to display production 
e Cost estimate and cost control can be carefully watched information at centralized or remote locations. 


with counters. Machine utilization can be increased. 


e Predetermining Counters can actually control machine 
output and processes, prevent overruns or shortages. 


Veeder-Root Counters are easy to apply, can count 
unything that moves. Ask for complete details from your 
[Industrial Distributor, or application assistance is avail- 
ible from a Veeder-Root Counting Engineer. Call or 
write, today. 


Predetermining 
Counters — 
provicie low-cost, simplified 
“automation” by precontrolling production runs to exact 
figure. Will actuate lights, bells, relays, stop motions, 


Veeder-Root 


HARTFORD 2, CONNECTICUT 


‘The Name that Counts” 


Vary-Tally — low-cost, mechanical tally for more accurate New York © Chicago © Los Angeles © Son Francisco 
counting of units, parts, inspection results and the like. Seattle © St. Lovis © Greenville, S.C. 


Single units, strips, tiers, or any combination. « Altoona, Po. *« Montreal 


Offices ond Agents in other principal cities 
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LOOK at the hazards in floor maintenance 


SLIPPERINESS 


Taking slipperiness out of your floors is worthwhile 
insurance against slips and falls. 

It’s easily done with a specially blended West resin 
emulsion. This safe, high-traction finish contains no 
wax — yet produces a glossy, hard, durable film on 
all types of floors. 

Slipperiness is only one of many floor problems. 
Others are just as common. Staining. Dirt retention. 
Excessive dust. High labor costs. To name a few. All 


can be prevented — often at reduced cost-— with a 
complete WEST FLOOR CARE PROGRAM. 

The WEST FLOOR CARE PROGRAM consists of three basic 
steps. Cleaning. Sealing. Maintaining. Each adapted 
to the individual needs of floors by West Representa- 
tives who specialize in methods as well as materials. 

We'd be glad to show you how a WEST FLOOR CARE 
PROGRAM protects floors, modernizes methods, elimi- 
nates hazards. Write, or telephone your local West office. 


PP, 


Branches in principal cities * In Canede: 5621-23 Casgrain Ave., Montreal 


| (3 Please send your 32-page booklet, “The Proper Care of Floors.” 
a AL () Please have a West Representative telephone for an appointment. 
Wain sa PRODUCTS INC. 


| Name—— Sane 











| CC 





7 





WEST DISINFECTING DIVISION Mail this Coupon with Your Letterhead to Dept. 15 
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Duty 





aster 


a brand new a-c. motor 





Product of Reliance Electric and Engineering 
Company and its Master Electric Division, Duty 
Master’s new design gives users better protection 
from the inside out, simplified lubrication, better 
response and improved all around performance. 
The Duty Master line, from protected-open, to 
totally-enclosed, explosion-proof, 1 to 250 hp., is 
ready for delivery NOW. 


Duty Master’s insulation, by means of a series of 
multiple dips and bakes in thermosetting varnish 
plus final protection in finishing enamel, makes it 
resistant to water, acid, dirt and other contam- 
inating elements . . . adds years to motor life. 


‘‘Metermatic” lubrication regulates flow of 
grease to the bearing—provides automatic grease 
relief. No danger of over-or under-lubrication . . . 
no maintenance headaches. 


Duty Master’s low inertia rotor has faster re- 
sponse in starting, stopping and reversing. This 
plus better ventilation and increased accelerating 
torques, permits frequent starts and stops without 
over-heating. 


Duty Master’s new design proves conclusively 
that all a-c. motors are not alike . . . that this new 
motor gives users the best value in industry today. 


Call your Reliance Sales Engineer or distributor—write for Bulletin No. B-2106. B-1686-A 


Product of the combined ° 
resources of s 
Reltance Electric and Pr 
Engineering Company and its , 
Master and Reeves Divisions ¢ 
s 


RELIANC 


DEPT. 251A, CLEVELAND 17, OHIO 
Canadian Division: Toronto, Ontario 
Sales Offices and Distributors in Principal Cities 


ELECTRIC AND 2 
ENGINEERING CO. 








Duty Master A-c. Motors, Master Gearmotors, Reeves Drives, V*xS Drives, Super ‘T’ D-c. Motors, Generators, Controls and Engineered Drive Systems. 
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TOWMOTOR 


THE ONE-MAN-GANG 





Stacks either side in 
6-foot aisies... 








TRUCK 


— RCS 





, 


Increases storage capacity up to 35% 


Aisle. 
stack” 









... gives you an “extra warehouse” free 


Newest idea in fork lift trucks! 


--@lso performs like 
standard /ift trucks 


The “Naro-Aisle-Stack” series is a Towmotor 
“first” that offers an entirely new mass han- 
dling technique in fork lift truck operation. 

Equipped with hydraulically cperated out- 
riggers, Towmotor “Naro-Aisle-stack” trucks 
perform right and left angle stacking in aisles 
6 feet wide, or from four to six feet narrower 
than lift trucks usually require 

In addition, they also perform all of the func- 
tions of a regular fork lift truck. They pick up 
and lift heavy loads at speeds of 70 feet per 
minute. Their built-in maneuverability and 
pivot-action make it possible to operate in con- 


THE ONE MAN-GANG 


Bed Eth es) @ -(SEA/INGE 


gested storage areas and turn sharp corners 
with the agility, safety and comfort only a sit- 
down type truck offers. 

The new Towmotor “Naro-Aisle-Stack” truck 
is made possible only by the use of the exclu- 
sive Towmotor Towmostatic Drive —the drive 
that eliminates the clutch, the transmission, 
the drive line, the differential and all shifting 
mechanism. It’s a brand new idea in fast, ef- 
ficient materials handling. 

For complete information, write Towmotor 
Corporation, Cleveland 10, Ohio, and ask for 
folder No. F-37. 





LEADERS FOR 40 YEARS IN BUILDING 
FORK LIFT TRUCKS, CARRIERS AND TRACTORS 


orlinger Corrier Co. is o subsidiary of Towmotor Corporation 
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The day the Manager looked 
at towels and saw 


Careful investigation of costs led this manager to 
an area that offered a good savings opportunity 
paper products in the washrooms. 


He found that his operation with restrooms 
serving hundreds of people daily, could save 
over 20% a year on paper costs by switching to 
Fort Howard Paper Towels and Tissue. 

This saving was made possible because 
Fort Howard Towels and Tissue are available in 


a wide range of quality and in all well-accepted 
rolls and folds. 

This means that you can cut costs by selecting 
the proper grade, fold or roll, pack, and price 
range to meet your needs exactly. 

There is a Fort Howard representative nearby 
anxious to demonstrate to you how washroom 
expense can be cut, and high standards of service 
maintained. 


Fort Howard Paper Company 


Green Bay, Wisconsin 
Sales Offices in New York, Chicago, Los Angeles 
America's Most Complete Line of Paper Towels, Tissues and Napkins 


© Fort Howard Paper Company 
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You don’t have to know how to pre-test 
bearing performance #f you specify Timken* 
bearings. We do it for you—with the finest 
laboratory testing equipment. Above is 
shown the largest, most modern dyna- 
mometer used in the bearing industry. 
This is only one of many pieces of test 
equipment we use to insure long life and 
minimum maintenance in all the Timken 


What a P. A. doesn’t have to know about bearings 


bearings you order. It’s another reason 
why Timken bearings are your No. 1 
value. Specify “Timken”, instead of a part 
number, the next time you buy bearings 
and be sure of getting the most for your 
money. The Timken Roller Bearing Com- 
pany, Canton 6, Ohio. Cable:“TIMROSCO”,. 
Makers of Tapered Roller Bearings, Fine 
Alloy Steels and Removable Rock Bits. 


BETTER-NESS rolls on 


® 


tapered roller bearings 
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information For Your Catalog Files 





AIR PROCESSING 


Bulletin No. S-5 includes data on air processing 
equipment for the pulp and paper, paint finishing, 
ubber and foam rubber, foundry, plastics, and 
chemical processing industries. Also contains six 
case histories. 


Midland-Ross Corporation 
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CASTERS 


Bulletin ‘604 illustrates two popular series of 
casters. The four-page brochure features the light 
luty “750” series and the heavy duty “80” series. 


Payson-Harris & Reed, Inc. 


More Information Write No. 2 on Inquiry Card—Page 32 


CIRCUIT BREAKERS 


Bulletin No. 5001-1A describes a line of molded 
ease circuit breakers. The illustrated, 40-page, 
twe-color catalog gives ratings, specifications, and 
operating characteristics. Has a two-page refer- 
ence chart with information on over-current de- 
vices, accessories, and modifications. 


I-T-E Circuit Breaker Company 
For More Information Write No. 3 on Inquiry Card—Page 32 


CONTROLS 


Catalog GEC-1260D has information on a line of 
control devices. The 72-page publication has 
horsepower selection charts for motors from %4 
through 200 horsepower. Includes descriptions of 
starters, contactors, relays, solonoids, limit 
witches, and push buttons. Also has pricing 
tables, features, wiring diagrams, dimensions, and 
,pplication information. 


General Electric Company 
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COOLANT CLEANING 


Bulletin No. 100 discusses coolant cleaning equip- 
ment, including fabric filters and combination 
nagnetic and fabric filters. Production savings 

» outlined, operation of the equipment is ex- 
plained, and applications are shown in this eight- 
page brochure. 


Barnes Drill Co. 
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DRILL PRESSES 


\ six-page photo-illustrated bulletin describing 
15-inch drill presses. The two-color bulletin cov- 
ers the 40 bench, production, and floor models— 
iong with the components available for making 
ip special purpose equipment. Also includes 
specifications, catalog listings, motors and motor 
-ontrols, and dimensional data. 


Rockwell Manufacturing Company 
For More Information Write No. 6 on Inquiry Card—Page 32 


GRINDING MACHINES 


Catalog No. TFG-11-59 covers precision thread 
and form grinding machines. Two models, de- 
signed for both production and toolroom grinding, 
are described. 


Bendix Aviation Corporation 
For More Information Write No. 7 on Inquiry Card—Page 32 


HIGH ALLOY CASTINGS 


Bulletin No. G-159 covers static, centrifugal, and 
shell’ molded castings. The 20-page catalog in- 
cludes physical property tables and stress tem- 
perature curves. 


Duraloy Company 
For More Information Write No. 8 on Inquiry Card—Page 32 


HYDRAULIC SHEARS 


An eight-page bulletin on hydraulic shears. Shows 
typical models and presents specifications. In- 
cludes illustrations of design and construction 
features. 


Verson Allsteel Press Co. 
For More Information Write No. 9 on Inquiry Card—Page 32 


INDUSTRIAL HAMMERS 


A full-color catalog on soft-face hammers for 
industrial use. Illustrates and describes a full 
range of plastic hammers, with or without re- 
placeable screw-on plastic tips. 


Metocraft Alloy & Plastic Co. 
For More Information Write No. 10 on Inquiry Card—Page 32 


ROLLING STEEL DOORS 


Catalog G-60 describes 14 types of rolling steel 
doors. The 16-page publication gives features and 
specifications of standard hand, mechanically oper- 
ated, and power operated doors. Also covers 
special weathering, windlocks, transparent win- 
dows, and automatic fire doors. 


R. C. Mahon Co. 
For More Information Write No. 11 on Inquiry Card—Page 32 


SILICON CHARGERS 


A bulletin on constant-voltage silicon-rectifier 
chargers for stationary-type batteries. Contains 
diagrams and instructions for installing associated 
alarms and ground detection systems. Tables and 
curves show efficiency ratings and voltage regu- 
lation performance. Also includes schematic dia- 
grams, detailed instruction sheets, and photo- 
graphs. 


Electric Storage Battery Company 
For More Information Write No. 12 on Inquiry Card—Page 32 
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is for SPEED 
and SERVICE 


Savings and service are the prime products of speed. 
As units-per-hour go up, cost-per-piece comes down. 


Here, high-speed, automatic equipment saves money 
for you, as it eats up aluminum sheet and 
machine-guns a flow of finished components into 

eeeeeeeeee your production line. Schedules are met and shipments 
made, on time, because of our awareness of the 
importance—to you—of speed. 


Phone, wire, or write for more information about how 
we can help you do your job faster, for less. 


——. 


f Cc —_ 
. x ) a eel 
| —— ‘ ' ? <i r 
j 
é . . 


THE FINEST ALUMINUM 


_ ~~4 CUT THE COST OF/ QUALITY 


MIRRO ALUMINUM COMPANY ° MANITOWOC, WISCONSIN © Fifth Avenue Bidg., New York 10 © Merchandise Mart, Chicago 54 
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Catalog Files 








ONE 
SWITCHES 


An illustrated four-page bro- 
chure on electrical switches 
and relays. Includes descrip- 


tions of miniature, sub-minia- 


~*~ S FE R VI C FE ture, appliance, open blade, 


general purpose, metal clad, 
and machine tool switches. 


Robertshaw-Fulton Controls Company 
Write No. 13 on Inquiry Card—Page 32 


TORQUE CONVERTERS 


Torque converters for indus- 
trial power transmission appli- 
cations are described in a 
four-page color folder. Bulle- 
tin FFS-5 contains complete 
power curves for each of three 
basic models. 


Clark Equipment Company 
Write No. 14 on Inquiry Card—Page 32 


VALVES 


A 36-page catalog on iron 
body, rubber-seated butterfly 
valves. Bulletin No. 5904 in- 
cludes data on construction, 


¢' 
‘ ats ” 
# Co nve n le nt design, dimensions, ordering, 


materials, and operation. 


é ! . W q reh 0 u S e S Darling Valve & Manufacturing Co. 





% 


; ateEe, Write No. 15 on Inquiry Card—Page 32 
PITTSBURGH (19).................000. 2850 Second Ave. VARIABLE-SPEED SHEAVES 

Pais ccsceadsssnsccd 5318 St. Clair Ave. Bulletin No. 6102 pictures and 

describes stationary control 

nati svosnccs nen dod 1045 Meta Drive variable-speed sheaves for 

tandard V-belts. The eight- 

Oe 3900 N. Elston Ave. ciies ‘hebividiley “tule iiion 

SN dintitiiintectciialekes Globe Democrat Bldg. eA — gree = 

PHILADELPHIA (30)................. 1632 Fairmount Ave. Tables and an exploded view 


are included. 
T. B. Wood’s Sons Co. 
Write No. 16 on Inquiry Card—Page 32 


NEW YORK, LONG ISLAND CITY (6). 34-39 Thirty-first St. 





opper and Brass 
sheet - strip - bars 
oS - wire - nails 

fing products 


WASHERS 


A multi-colored brochure on 
flat steel, brass, and finishing 





us bar - fee cutting eootans alien’ ant 
rounds and shapes c. G. HUSSEY & COMPANY sizes. 

(Division of Copper Range Co.) Accurate Threaded Fasteners, Inc. 

ROLLING MILLS AND GENERAL OFFICES Write No. 17 on Inquiry Card—Page 32 

, PITTSBURGH 19, PENNSYLVANIA For More Information about ad on facing 
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Yale air hoists have proved themselves ideal in every 





type of tough operation. They are especially safe for overhead 
handling in hazardous atmospheres. The air motor is explosion 
proof and cannot overheat. These light, compact hoists have 
constant speed control for smooth lift in either hook or trolley 
models. Capacities, 4 and 1 ton. Choice of roller or link 
chain, pendant or pull-cable control. 


Contact your Yale distributor listed under “Hoists” in the Yellow Pages of your phone directory. © 
Or write for brochure #5145A to The Yale & Towne Manufacturing Co., Yale Materials Handling 
Div., Dept. AH-5, Philadelphia 15, Pa. 


Yale Materials Handling Division, a division of The Yale & Towne Manufacturin 
wd pric gedlaeie ka: © | INDUSTRIAL LIFT TRUCKS 

Company. Manufacturing Plants: Philadelphia, Pa., San Leandro, Calif., Forrest TRACTOR SHOV 

City, Ark. Products: Gasoline, Electric, Diesel and LP-Gas Industrial Lift Trucks ELS - HOISTS 

Worksavers - Warehousers - Hand Trucks - Industrial Tractor Shovels - Hand, 


Air and Electric Hoists. | YALE & TOWNE 








Each time a trio of these new cars rolls off the assembly 
lines at Ford, Chrysler Corporation and Chevrolet, another 
set of 67 Malleable parts goes into action to give American 
drivers more dependability, convenience and economy. 


Valiant, Corvair and Falcon Use 
Greater Proportions of Malleable iron 
Than the Three Conventional Cars! 


Brand new from tread up, the Corvair, Falcon and 
Valiant are the result of intensive investigation, 
engineering and testing .. . all done to produce lighter, 


more economical cars without sacrificing the safety and 
convenience demanded by the American public. 
To accomplish this, the automobile industry’s 


CONNECTICUT Peoria Malleable Castings Co.,Peoria 1 
Connecticut Mall. Castings Co., New Haven 6 Wagner Castings Company, Decatur 
Eastern Malleable tron Co., Naugatuck INDIANA 
These companies M A L e = ABL = oo hn a Iron Co., New Haven 4 Link-Belt Company, Indianapolis 6 
are members of the Eastern Malleable Iron Co., Wilmington 99 National Mell. & Stee! feienecins'22 
ILLINOIS tOWA 
> 1 Central Fury. Div., Gen. Motors, Danville lowa Malleable tron Co., Fairfield 


As : 
Tings COUN. Glamitinniecmne ts Cie — wassncnUseTTs 
0., St. Charles 
National Mall. and Steel Castings Co.,Cicero50 ‘Belcher Malleable tron Co., Easton 
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Operating EEonomuse : 


> 


aarll 


oni 


three newest creations use more Malleable in proportion 
to total materials than all other models of the same 
manufacturers. Why? Malleable provides more strength 
per dollar than any other metal, ferrous or non-ferrous. 
Malleable castings have more strength per pound than 
“light”’ metals. Being the most machinable of all ferrous 
metals of similar properties, Malleable speeds produc- 
tion . . . produces better parts. Malleable castings have 
proved uniqueiy dependable for critical applications in 
millions of cars now on the highways. 

How many places are there in your operations where 
Malleable castings can improve your products and re- 


MICHIGAN 


Frazer & Jones Company Division 
Albion Malleable tron Co., Albion 


Eastern Malleabie tron Co., Solvay 


National Mall. and Steel Castings Co., 


duce your costs? Check now ...send drawings or an 
outline of your requirements to any of the progressive 
Malleable castings producers who display this symbol— 


MEMBER 


AN Oe ee ee = 2 


c \v 


Union Commerce Building, Cleveland 14, Ohio 


WEST VIRGINIA 
Cleveland 6 


Auto Specialties Mfg. Co., Saint Joseph 
Cadillac Malleable tron Co., Cadillac 
Central Fdry. Div., Gen. Motors, Saginaw 
MINNESOTA 

Northern Malieable Iron Co., St. Paul 6 
NEW HAMPSHIRE 

Laconia Malleable tron Co., Laconia 
NEW YORK 

Acme Steel & Mall. Iron Works, Buffalo 7 
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Oriskany Malleable tron Co., Inc., Oriskany 
Westmoreland Mail. tron Co., Westmoreland 
OHIO 
American Malleable Castings Co., Marion 
Central Fdry. Div., Gen. Motors, Defiance 
Dayton Mail. Iron Co., Ironton Div., Ironton 
Dayton Mall. iron Co., Ohio Mall. Div., 
Columbus 16 
Maumee Malleable Castings Co., Toledo 5 
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PENNSYLVANIA 

Buck tron Company, Inc., Philadelphia 22 
Erie Malleable tron Co., Erie 

Lancaster Malleable Castings Co., Lancaster 
Lehigh Foundries Company, Easton 
Meadville Malleable Iron Co., Meadville 
Pennsylvania Malleable Iron Corp., Lancaster 
TEXAS 

Texas Foundries, Inc., Lufkin 


West Virginia Mall. tron Co., Point Pleasant 
WISCONSIN 

Chain Belt Company, Milwaukee | 

Federal Malleable Company, Inc., West Allis 14 
Kirsh Foundry inc , Beaver Dam 

Lakeside Malleable Castings Co., Racine 


Milwaukee Malleable & Grey Iron Works, 
Milwaukee 46 
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Fence value depends on 


—quality materials 
—quality installation 


You get both from PAGE 


New Aluminized Fabric! 
(other quality fabrics available: 
galvanized steel, 
aluminum, 
stainless steel) 


8 basic fence designs 
6 gate styles 


Expert installation 
by specialists 


Registered Certificate 
of Quality furnished 
to property owner 


Good fences—since 1883 


Write for 
helpful booklet 


PAGE FENCE ASSOCIATION 


National Headquarters * Monessen, Pa, 


A product of Page Steel & Wire Division 
American Chain & Cable Company, Inc. 


For More Information Write No. 189 
on Inquiry Card—Page 32 
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Letters To 


The Editor 





GIFTS AND PRINCIPLES 


Dear Sir: 

I agree wholeheartedly with 
your editorial (“Give—Until It 
Hurts”) in the November 23 is- 
sue of PurcHASING Magazine. 

It seems to me the subject of 
“Christmas Giving” has been 
played upon too long just as has 
been the subject of “recognition” 
of purchasing by top management. 
Too frequently, many appear to 
be looking for a Simon Pure bless- 
ing as a recipient or to be placed 
on a pedestal for achievement. 

As for gifts, if there is a prob- 
lem it must be corrected. If it is 
of no consequence, there should 
be no concern. The situation is a 
matter of principle and conscience 
both of which reflect our actions 
at all times. 

Prohibition might be the solu- 
tion but man inherently likes to 
give and man was born under 
“Original Sin.” So, as you sug- 
gested, from a conscientious ex- 
amination by those involved the 
appropriate answer should evolve. 

Hoyt B. Pritchett 
Louisville, Ky. 


SHARING GIFTS 


Dear Sir: 

I enjoyed reading your F.O.B. 
column in the December 7 issue. 
The conversation with Santa 
Claus regarding Christmas gifts 
from salesmen to P.A.’s was out- 
lined in a very nice way. 

We have taken the attitude in 
our department that it is a nec- 
essary evil and must live with it. 
However, it has been my privilege 
for the past six years to share 
these gifts with the personnel of 
the department. 

Generally, several days before 
Christmas, we line the gifts up on 
the counter and select by seniority. 
In alternate years we draw by 
number. My philosophy is that no 
one can be a success without 
those who work with him. 

Attached is a letter stating that 
the money usually spent. for 


Christmas gifts will be given to 
the Multiple Sclerosis Fund. I 
immediately telephoned and ex- 
pressed our thanks for this fine 
action. 

In things of this nature, there 
is always someone going a little 
bit further than the other fellow, 
which eventually mushrooms into 
numerous “mink coat” deals. 

Best wishes and good luck in 
your effort to eliminate or, at 
least, control gift-giving. 

W. H. Oliver 

Purchasing Agent 

The Pusey and Jones Corp. 
Wilmington, Delaware 


e A large number of suppliers 
have taken this method to thank 
customers for past “favors.” We 
are printing the letter below for 
the benefit of those who may wish 
to emulate this type of gift giving: 


To All Of Our Customers: 

In years past we have always 
given some small gift to our cus- 
tomers at Christmas time. 

This year we have studied this 
custom and have come to the con- 
clusion that the gift we have 
given does not mean a great deal 
individually. However, it does 
represent quite a sum of money 
collectively. 

We have, therefore, decided 
that the money spent for these 
gifts will do much more good in 
a worthy charity, such as the fight 
against Multiple Sclerosis. We feel 
sure that you will agree this 
dreaded disease is worthy since 
it could happen to any of us or 
our children at any time, and the 
fight against it should be sup- 
ported. 

It is our sincere hope that you 
will support us in this undertak- 
ing. 

We sincerely thank you for 
your business in the past and 
trust that our relationship will 
continue over the years. 

Radio Electric Service Co. 

of Delaware, Inc. 

Sol Furman, General Manager 

Wilmington, Delaware 
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30 MILLION OF THESE JET-FORMED SPHERES IN 
EVERY INCH OF BEARING SURFACE! 


JET PROCESS BLASTS MOLTEN ALLOY 
INTO UNIFORM PARTICLES .. . so small 


that thirty million will form a thin layer 
only one inch square! This sintered layer 
is the bearing surface of Federal-Mogul 
sleeve bearings. 


Molten copper-lead, alloyed to exact 
specifications, is poured into a special 
inert-atmosphere reaction crucible. Here 
it’s blasted by a high-speed fluid jet to 
form the dense powder shown at left. 


Because of the uniform particle size of 
this powder, the bearing surface of each 
F-M copper-lead sleeve bearing has pre- 
cisely the same alloy composition and 
high adhesion to the steel backing as 
every other F-M bearing of the same 


alloy type! 


YOU CAN SEE ‘HE CONSISTENT SIZE 


in the photomicrograph. What you can’t see 
is the consistent alloy composition which 
produces uniform bearing properties and 
performance in any alloy type. 


Federal-Mogul makes engine bearings for 
every condition of speed and load. You can 
select from among five different sintered 
copper-lead alloys, all permanently bonded 
to precision-formed steel backing. Our 
Engineering Department is available to you 
for consultation or recommendations on 
bearing design and application. For more 
information, write Federal- 
Mogul Division, 11031 Shoe- 


Steel backed bearings with a selection of many different alloys for vir- 
maker, Detroit 12, Michigan. FEDERA}' 


tually any bearing application—Plain and bimetal bushings in bronze, steel or aluminum. Precision 
thrust washers in solid bronze, or sintered alloys on steel (one or both faces). Rolled split spacer 
tubes in steel, aluminum or stainless. 


eove beaut DIVISION OF 
True ciems §=FEDERAL-MOGUL-BOWER 
thrust washers BEARINGS, INC. 
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How purchasing can contribute to company profits 
.»» WITH TEXACO ORGANIZED LUBRICATION 


is purchasing agents invirtually number of multi-purpose and specialty 
industry have found a new way _ lubricants. 
irchasing costs, free capital and Managers throughout the U.S. who have 
sompany profits. They’ve helped installed and evaluated Organized Lubrica- 
a Texaco Organized Lubrication tion programs can testify to the profit gained. 
Texaco Lubrication Engineers can offer 
xaco Plan can cut your lubricant help and helpful material to start an Organ- 
rders by as much as 80 percent. ized Lubrication program in your plant. Why 
will shrink almost as much, releas- don’t you look into it? Call our expert—or 
le storage space and—more impor-_ write for a copy of our book: “Organized 
eing capital for more useful Lubrication ... Major Cost Control Factor.” 
The Texaco Plan does this by Texaco Inc., 135 East 42nd Street, New York 
among other things, a minimum 17, New York, Dept. P-132. 


1 
e of 


RICATION IS A MAJOR FACTOR IN COST CONTROL 
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Keep everybody (well, almost everybody) happy with “SCOTCH” Brand Tapes 


You consistently get top quality, roll after roll, on the production line with “SCOTCH” Brand. 
with “SCOTCH” Brand Pressure-Sensitive So why risk a tape failure when “SCOTCH” 
Tapes. Why? Because 3M's manufacturing Brand costs so little? For complete informa- 
standards have no equal in the pressure-sen- tion, contact your nearest distributor, or write: 
sitive tape industry. That means you always 3M Co., 900 Bush Avenue, St. Paul 6, Minn., 
get consistent performance, consistent results Dept. I|AM-10. 


When tape costs so little, why take less than... 


SCOTCH BRAND pPressure-Sensitive Tapes 


“*SCOTCH’’ IS A REGISTERED TRADEMARK OF 3m © ST. PAUL 6, MINN., EXPORT, 99 PARK AVE., NEW YORK 17, N.Y. CANADA: LONDON, ONTARIO 


Mitenesora (ffinine ann Manvracturine company 


-- WHERE RESEARCH IS THE KEY TO TOMORROW 
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“HOW DO YOU MAKE SURE THE STEEL YOU 
GET IS THE QUALITY YOU ORDERED?...| 
PROVE IT...IN THIS GRANITE CITY LAB” 


-. 


a 
ae 
2 E 


” 
e 


e take nothing for granted. From the time your steel 
elted in the open hearth, our Department of Metallurgy 
inspection keeps constant track of your order... checks 

al analysis, temperature, surface quality, gage, sheet 
ensions, weight. In this instance, I’m checking grain 
ture on a drawing quality order. Our quality control 


tem may not be unique, but it does a dependable job on GRANITE CITY STEEL 


y order, and our customers know it.”’ STEELMAKERS TO MIDDLE AMERICA 


HOME OFFICE. Granite City, Illinois * SALES OFFICES Dallas e Memphis 
Kansas City « St. Louis ¢ Minneapolis « Houston « Moline « Tulsa 
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Purchasing People In The News 





Lamar Lee, Jr., assistant pro- 
fessor of business management in 
the Stanford University Graduate 
School of Business, Stanford, 


Calif., has been appointed direc- 


Lamar Lee, Jr. 


tor of purchasing and stores for 
the university. He will combine 
his teaching duties with the new 
position. Professor Lee replaces 
Philip G. Duffy, university pur- 
chasing agent since 1946, who is 
leaving to enter private business. 
Professor Lee was a career Naval 
officer who became chief of the 
Navy’s Inventory Control Office. 
He retired in 1957 to join the Uni- 
versity faculty. He was commis- 
sioned at Annapolis with the Class 
of 1933, and retired with rank of 
rear admiral. Professor Lee is 
a regular contributor to PUR- 
CHASING Magazine. 


Sylvania-Corning Nuclear Cor- 
poration, Hicksville, L.I., New 
York, has announced the appoint- 
ments of Henry Holt Apgar as 
assistant manager of purchases, 
and John J. McCarthy as buyer. 
Mr. Apgar has previously been as- 
sociated with Merck & Co., Inc., 
as purchasing agent, and with 
Michigan Chemical Company as 
material control supervisor. He 
was also with Foote Mineral Com- 
pany as purchasing agent. He is 
a graduate of Princeton Univer- 
sity. Mr. McCarthy, has previous- 
ly worked with Fairchild Record- 
ing Equipment Corporation and 
Airborne Instruments as purchas- 


JANUARY 18, 1960 


ing agent and with Link Radio 
Corporation as director of pro- 
curement. He is a graduate of St. 
John’s University, Brooklyn, N.Y. 


Henry H. Finch, now purchas- 
ing agent for the Sperry (West 
Coast) Operations for General 
Mills, San Francisco, Calif., has 
been named assistant to the di- 
rector of purchases at Minneap- 
olis, effective January 1, 1960. 

Waldo L. Nelson, of General 
Mills, Minneapolis, will replace 
Finch in the San Francisco posi- 
tion. 


Schramm, Inc., West Chester, 
Pa., has elected Henry B. Cole- 
man, director of material, to the 
Board of Directors of the com- 


pany. 


The Southern California Edison 
Co. has announced the appoint- 
ment of Ray M. Taylor as man- 
ager of purchases. He succeeds 
the late C. P. Altland. 

Mr. Taylor has worked for the 
company 37 years in both sales 
and purchasing positions. He was 
named chief buyer in 1947 and 
assistant manager of purchases 
in 1949. 


Murray Wilner has been named 
director of purchases for Crosby 
Electronics, Inc., Syosset, N.Y. He 
was formerly associated with the 
Harman-Kardon Corp. 


Appointment of Raymond C. 
Chenoweth as purchasing agent 
of Ohio Division, Associated 
Spring Corporation, Bristol, Conn. 
has been announced. For three 
years prior to his appointment. 
Mr. Chenoweth was product esti- 
mator with ASC. Earlier he was 
sales representative with Dayton 
Power and Light Co., and with 
Krieger Motor Co. 


Duluth, Missabe and Iron Range 
Railway Company, Duluth, Minn.., 
has announced the appointments 
of John M. Whalen as purchasing 
agent and Norman H. Downs as 
assistant purchasing agent. Mr. 
Whalen succeeds C. H. Wiles who 
has retired. 


Ames-Harris-Neville Co. of San 
Francisco, Calif., has appointed 
James B. Gray, manager of the 
purchasing department of the 
Textile Division. Mr. Gray has 
been assistant to the executive 
vice-president of the company. He 
has been with the company since 
1953. 


Skydyne, Inc., Port Jervis, 
N. Y., has announced the ap- 
pointment of B. E. Marchant as 
purchasing agent. Mr. Marchant 
has served in similar capacities 
for other firms over the past ten 
years. He joined Skydyne three 
years ago as assistant purchasing 
agent. 


Clinton Engines Corporation, 
Clinton, Mich., has announced the 
appointment of Jack L. Champion 
as director of purchasing and pro- 


Jack L. Champion 


duction control. Mr. Champion 
joins the company after serving 
20 years as production manager 
with Ford Motor Company, San- 
dusky, Ohio. He has also been 
president of the Champion-Lee 
Co. 


55 





Standard Quality 
91.17 


Super-Precision 


710.75 





Which Bearing should you buy? 


dimensionally interchangeable, but dimension is you get super-precision bearings in the manufacturers’ 
of many factors to consider. At left, is a super- original boxes — factory-fresh and incorporating the latest 
hearing, made to the most critical specifications improvements. They are usually carried in stock and 
| for thousands of trouble-free hours of service in delivery is immediate. 


, application. This bearing is a waste of money and 


ource of trouble in less demanding applications. If a standard bearing is best, you will get it fast from 


Bearings, Inc. And above all, when your Receiving 


a standard bearing suitable for applications Department checks the bearings received against your 
oad, run-out and tolerances are not too demanding. purchase order, you'll find you have received what you 


have ordered —exactly with no “just as good” substitutions! 
hould you buy? Let our bearing engineers help Bears 


n you buy super-precision from Bearings, Inc., Call the Bearings, Inc. branch nearest you NOW! 


ling bearing service BEARINGS, INC. 


a in the North} OHIO: Akron Canton Cincinnati * Cleveland* Columbus * Dayton + Elyria * Hamilton * Lima * Lockland * Mansfield » Painesville + Toledo + Youngstown 
: Zanesville * INDIANA: Ft. Wayne Indianapolis Muncie * Terre Haute» PENNSYLVANIA: Erie * Johnstown * Philadelphia « Pittsburgh » York 
d WEST VIRGINIA: Charleston * Huntington * Parkersburg * Wheelings NEW JERSEY: Comden 
an NEW YORK: Bolanrol Corp.. Buffalo* Niagara Falls* MARYLAND: Baltimore DELAWARE: Wilmington 


: in the South> Dini E BEARI NGS. INC. 


FLORIDA: Jacksonville GEORGIA: Atlontas KENTUCKY: Lovisville» LOUISIANA: Baton Rouge * New Orleans 
N. CAROLINA: Charlotte * Greensboro * $. CAROLINA: Greenville» TENNESSEE: Chattanooga « Kingsport * Knoxville * Nashville 
VIRGINIA: Norfolk * Richmond 
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DRIVING LUGS 
6) Si eee gala 
CUTTING EDGE 












AMPLE STRENGTH 
BEHIND THE 
MelOh mai (cm 1e1c) =~ 


TOUGHEST DRIVE OF 
ANY “HAND-DETACHABLE” 
ore) Pi atn1=10) 1 PLENTY OF 
DOUBLE ABUTMENTS CHIP SPACE IN 
AND .DOUBLE LUGS THE FLUTES 


Quality material and care in manufacture are two good reasons 
why Continental Counterbores last longer. Another reason is 
design. 

Because of the way double driving lugs on the cutter shank 
engage abutments in the holder socket, driving forces simply 
create compression, not shearing or wedging action. The result is 
a balanced, positive drive—the toughest drive of any “hand- 
detachable” counterbore. 

Notice how close the drive lugs are to the seating shoulder of 
the cutter. They're designed that way to give the extra torsional 
rigidity needed to resist machining forces. Flute design provides 
arnple area for smooth chip flow, easy cutting. 

And, of course, no matter how heavy the cut, a Continental 
Counterbore will always disengage with just a twist of the wrist. 


Write direct, or ask your Ex-Cell-O Representative for a free 
copy of a new booklet that lists standard Counterbore sizes and 
tells everything you'll want to know about these versatile tools. 


CTW) 


e 
A quvarter-turn by hand engages or 
releases a Continental Counterbore. This TOOL WORKS 
Standard Drive is also used for Continental 


spotfacers, countersinks, inverted cutters 
and special end-cutting tools. DIVISION OF EX-CELL-O CORPORATION, DETROIT 32, MICHIGAN 





$3-Million Datamatic Computer Undamaged in 
3,049 mile move by protected Mayflower caravan 


Sensitive, High Value 
Equipment Moved 
Without One Cent in Claims 








@ Such trouble-free moving is possible for any high 


value equipment... but it requires planning. 
WORLD - WIDE ; 
OVERS 4 . 
“ In this case: 


A route was selected to avoid traffic and use the 
smoothest, straightest stretches of highway avail- 
able. It required pre-selected, overnight parking 
points for protection of a valuable electronic in- 
strument ... and continual contact by wire as 
the move progressed from Minneapolis-Honey- 
well’s Massachusetts plant to Los Angeles. 


The complex, 104,000 lb. computer was separated 
ca’s Most Recommended Mover into sections, with each padded and protected in May- 
flower’s specially equipped moving vans. This type 
of handling eliminates time and expense of heavy 
crating, so unnecessary when Mayflower moves your 
high value products. 
Call Mayflower every time to deliver your “high 
value” shipment promptly .. . and safely! 


AERO MAYFLOWER TRANSIT COMPANY, INC, 
INDIANAPOLIS, INDIANA 
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ALL-NEW ALE 


‘77’ LUBRICANT PUMP 


FOR HIGHEST PERFORMANCE! 


68% More Powerful . . . outperforms any 
other air-operated lubricant pump of its 
class on the market today! The all-new 5.2 
horsepower Alemite “77” Pump assures 
smoothest, fastest delivery of all lubricants, 
through longest lines! 


Three Master Pressure Ratios for unequalled 
delivery of all lubricants — fluid, semi-solid 
and heavy fibrous types. Lightweight, rust- 
proof aluminum construction. 


Precision Engineered from finest quality 
materials—designed for outstanding ease of 
operation and maximum performance. 
Models for 120-Ib. or 400-lb. drums — for all 
industrial applications. 


All-New Alemite “77” Features! 


@ Volume Air Distributing Valve—self-seating, 
self-cleaning, volume porting e Modern-Design, 
Highly Efficient Toggle Trip Mechanism provides 
balanced pressure on shuttle . . . won’t bind 
@ Straight-Line Exhaust has extra-large port for 
highest pump efficiency Hardened Steel Piston 
and Cylinder, lapped to a precision fit of 125 
millionths of an inch e All-Steel Primer Valve, 
ground to a perfect seal . .. hardened for abra- 
sion resistance ¢ Dynamic Primer assures prim- 
ing and pumping of heaviest lubricants. 


Symbol of 


ALEMITE 


Dept. Z-10, 1850 Diversey Parkway, Chicago 14, Illinois 





THREE POWERFUL 
“77"" MODELS 


@ High-pressure (40 to 1 ratio) for light- 
bodied and fibrous greases. Delivery on 
both up and down stroke. 


@ Medium-pressure (25 to 1 ratio) for 
heavyweight oils and light-bodied 
greases. Delivery on both up and down 

strokes. 


© Volume delivery (6 to 1 ratio) for 
light-bodied fluid lubricants. Single- 
acting pump mechanism. 


Write for New Alemife 
“77" Pump Catalog! 
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Wir 


Pin it 
with 
Hindley 
Cotter Pins 


Precision. cote 

bly costs. For 2 full ranger 
sizes in Monely Evander, 
Brass, Copper ancothiersa 
Hindley. Write for fold 





ndley Manufacturing Co., Cumberland, R. 1. 


e Hardware » Cotter Pins » Plumbing Specialties 
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FO §3 -“‘filosofy of buying” 





P vsuc RELATIONS tip for 
P.A.’s: Let your P.R. department 
know what you know about im- 
portant problems of the day. Who, 
for example, is better equipped 
to discuss the outlook for steel 
supplies than the man who is in 
charge of buying it? Rockwell 
Manufacturing Company recently 
issued a news release on the steel 
situation, featuring a prediction 
by Purchasing Director C. War- 
ner McVicar that shortages among 
metalworking companies will con- 
tinue into next April. It gave Mr. 
McVicar’s experiences and views 
on deliveries of steel and their 
effect on Rockwell’s production 
planning and shipment of power 
tools. It’s a good example of how 
to use a newsworthy item to get 
in an intelligent plug for purchas- 
ing and for a company’s products. 


Au THOSE were the good old 
days of straight thinking, and 
clear and uncluttered reporting. 
This is the complete, no-non- 
sense report on the featured 
speaker at the 8th annual Na- 
tional Association of Purchasing 


Agents’ convention, appearing in 
N.A.P.A.’s Purchasor for June, 
1923: 

“H. N. Tolles by means of a 
blackboard made clear his idea of 
the correct method of man power 
building, whereby we may be- 
come bigger and better factors, 
not only in our own corporations, 
but in the 
general. 

“He believes that success in 
life is governed by law and not 
by luck and proceeded to prove 
it.” 


Lixe MANY other scholars and 
savants before him, your Old 
Filosofer has often been laughed 
at by brash, dewy-eared, socially- 
adjusted, rootless youngsters with 
no sense of tradition. Just a few 
weeks ago he clashed with his 
own staff over the use of the 
term “whitewing” to designate a 
street-cleaner (see FOB, De- 
cember 21, 1959). Only an old 
fuddy-duddy would know that, 
he was told. Since even the dic- 
tionary isn’t respected as an au- 
thority around here any more (it 





$1 BILLION IN SECONDS 


THE POWER OF PURCHASING—A display in Western Electric’s pur- 
chasing lobby offers visitors not only the right time but some impressive 
information. With every beep of the clock, it reveals, W. E. pays out $140 
for goods and services. Over a year’s working time, that amounts to over 
$1 billion—about half of every dollar of W. E. sales. The money goes to 


about 35,000 different suppliers. 


PURCHASING 








business world in ; 


says a whitewing is a street 
cleaner) it will probably do little 
good to bring other experts into 
the argument, but here goes any- 
way. James Thurber, may his 
tribe increase (but there’s little 
likelihood, the way things are go- 
ing), has this to say in the De- 
cember 26 New Yorker: 

“ ‘Whitewings’ once romantical- 
ly meant the sails of ships, but it 
now brings street-cleaners to 
mind.” 

So there is someone older, and 
even more old-fashioned, than 
the Old Filosofer! 

- & 


GREETINGS AND CON- 
GRATULATIONS to President 
Carl Donaldson, Executive Sec- 
retary Bert Ahrens, and all the 
members of the National Associa- 
tion of Educational Buyers. 
N.A.E.B. membership has just hit 
1,000—the 1,000th being the first 
Canadian institution to join, St. 
Michael’s College, of Toronto. 
© 8 


Many OF our friends in pub- 
lic relations and advertising wrote 
this year to tell us they had sent 
cash donations in our behalf to 
various charities instead of using 
the money to buy Christmas gifts 
and gimmicks for the people they 
do business with. We thank them 
one and all and are happy to re- 
port that the idea is spreading 
among industrial suppliers. Two 
letters from suppliers shown to us 
just before Christmas informed 
their customers that contributions 
had been made to The New York 
Times 100 Neediest Cases, and 
the Multiple Sclerosis Fund. 
* * 


How MANY of you found this 
very impressive, very scientific 
little item in your Christmas 
stockings this year?: “ ‘Orbiting’ 
Table Lighter. A real conversa- 
tion piece that’s ‘out of this world.’ 
Flick switch . . . sphere rotates 
on its axis over map of Western 
Hemisphere. Plays ‘Around the 
World in 80 Days.’ Highly pol- 
ished chrome. 4% inches high.” 

Boy, won’t the Russians be 
scared of that when they discover 
it on page 133 of the current 
Sears, Roebuck catalog! 
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The case of the Look-Alike Sockets, 


OF 6 6 


Does an 800% SAVING interest you? 


Maybe hand tool purchasing is one of your minor responsibili- 
ties, but saving money’s right down your alley. And these 
look-alike socket wrenches offer a case in point. 

A large automobile manufacturer recently tested newly de- 
veloped SNAP-ON® impact sockets along with a prominent com- 
petitive brand. The test was made under identical conditions. 
The competitive sockets wore out after tightening down an 
average of 10,500 bolts per socket. The new SNAP-ON sockets 
averaged 112,000 bolts per socket — stood up over ten times 
as long! 

Ten competitive sockets cost a total of $13.50; a single SNAP-ON 
socket cost $1.65 — a saving of over 800 percent. Should you 
be concerned with sockets and other small tools? 

There are many aspects of hand and production tool applica- 
tion you can talk over profitably with a SNAP-ON sales engineer. 
Fine tools are his business — his only business. He can give 
competent advice on proper tool selection, decentralized tool 
cribs, mobile tool chests; offer suggestions on field service kits, 
tool sets for original equipment. 


SNAP-ON TOOLS 


FOR ALL INDUSTRY 


8019-A 28th Avenue . Kenosha, Wisconsin 


Branch offices located in 58 industrial areas 
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We tailor our sheets to fit the application 


1er you need a steel sheet for deep-draw- 
one with a special surface requirement, 
n count on Bethlehem to furnish just 
ht steel sheet for your needs. 
modern mills at Sparrows Point, Md. 
ckawanna, N.Y. are as finely equipped 


and expertly manned as any in the nation. And 
our metallurgists will work with you all the 
way. We’d like the chance to serve you. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Distributor: Bethlehem Steel Export Corporation 
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SODIUM TRIPOLYPHOSPHATE 
ANHYDROUS, POWDER & GRANULAR 


TRISODIUM PHOSPHATE 
FLAKE, CRYSTAL & ANHYDROUS 


TETRASODIUM PYROPHOSPHATE 
ANHYDROUS & CRYSTAL, REAGENT 


SODIUM PHOSPHATE 
MONOBASIC, U.S.P. 


DISODIUM PHOSPHATE 
ANHYDROUS 


b POTASSIUM PHOSPHATE 
When it comes to MONO & DIBASIC, PURIFIED 


Also—PHOSPHORIC ACID 
WET PROCESS, 65% & 75% 
Com’! & Fertilizer Grades 


FOOD GRADE, 75% 
N.F., 85% 








Come fo 


GENERAL CHEMICAL 


Whatever your phosphate requirements—for soaps, synthetic detergents, alkaline cleaners . . . in oil well 
drilling . . . in textile processing . . . as deflocculating and dispersing agents . . . as water softeners... 
you can depend on General to supply phosphates as you want them, when you want them! Those listed 
here are available in a variety of forms, suited to every need. All offer the high quality and uniformity for 
which General Chemical—a primary, pioneer producer—has long been known. Stocks are carried at key 
distribution points, coast to coast. For your needs—write or phone today for specific information. 


Hite 


Basic to America’s Progress hemical GENERAL CHEMICAL DIVISION 
40 Rector Street, New York 6, N. Y. 
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)U’LL GET WATCH MAKER’S PRECISION 
WHEN YOUR “SPECS” READ HYATT 


Holding roller diameter variation to 50 millionths of an inch is neither 
impossible nor impractical for Hyatt. With the help of automated pre- 
cision equipment, we do it every day. For it takes precise and exacting 
care to build unsurpassed reliability into a Hyatt Hy-Roll bearing. Hyatt 
Bearings Division, General Motors Corporation, Harrison, New Jersey. 


Replacement bearings available 
through United Motors System and 


WAT © ay. nou seanmcs 


LLER BEARINGS HYATT 1S THE WORD FOR jl RELIABILITY 





In Purchasing... 


E VERY OTHER week you see a copy of Purchasing 
Magazine—a finished product filled with information 
intended to help you do a better buying job. That valu- 
able finished product doesn’t just happen. Like the 
products your company makes, it’s the result of a lot of 
research, effort, and teamwork of many people. 


What is in each issue, how it got there, and some of 
the people responsible for it will be discussed informal- 
ly in this new column. In other words, I’d like to give 
you an occasional behind-the-scenes look at what goes 
into the raking of a magazine—your magazine. I hope 
this regular report will open the way to better com- 
munication between you and us and help us to improve 
our service to you. 


This issue offers a good example of the kind of team- 
work I mentioned above. Working with four experi- 
enced purchasing executives, our editors have come up 
with a group of articles on one of the hottest subjects 
in purchasing—how to determine the amount of work 
a purchasing department should do, and how to meas- 
ure how efficiently it’s done. 


Starting on page 70, you'll find an explanation of a 
formula used in a well-known electronics company for 
estimating manpower needs in purchasing. This is fol- 
lowed by an analysis of “a fair day’s work in purchas- 
ing.” 

The article series is rounded out with two different 
systems for measuring the performance of a purchas- 
ing department. One uses previous years’ experience 
as a standard, the other uses a group of questions on 
basic purchasing activities. 


A picture story on purchasing office layout (page 
79) ties in nicely with the general theme. Associate 
Managing Editor Hal Barnett got wind of a renovation 
program at Pitney-Bowes and bustled up to Stanford 
to see how it affected purchasing and to get the facts. 


Editorial Marketing Consultant Lou De Rose con- 
cludes his discussion of what the P.A. should know 
about marketing in this issue (page 84). Lou, one of 
the nation’s foremost purchasing authorities, will offer 
several other articles on important subjects in coming 
months—on negotiation, foreign competition, value 
analysis, etc. 


Be sure to see Purchasing Pointers on page 69. Here’s 
a page of valuable hints and short-cuts that will help 
you save time and effort and improve your over-all 
buying operation. This new feature will lead off the 
main editorial section in every issue. 


Ray Richards 
Publisher 
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Look in the 
YELLOW PAGES 


DARNELL 


D> CASTERS AND WHEELS ~< 


There is a type of Darnell Caster or 
Wheel for every kind of use and 
floor. Made for light, medium and 
heavy-duty service, you are sure to 
find in the Darnell line the exact 


‘caster or wheel to meet your indi- 


vidual requirements , . 


eny.._| 
WEES. 


DOW NE 


For More Information Write No. 203 
on Inquiry Card—Page 32 


65 








SEATTLE 





£2 
DETROIT gan Zar meen SYRACUSE sil 


Mi WAUKEE . 
Lun sop ff age NEW YORK CTY 
oS 


Prt ADELPHIA 


 penver 


a LOUISVILLE 
Sap EVANSVILLE 
ep OWENSBORO 


NASHVILLE 


> Daviow waneatia 
PUEBLO = WDIANAPOK Coma y. 


ST. LOUIS 


” em 


TUCSON 


ij 
/ 





* Shorter alternate route 
between Los Angeles and Chicago 
cuts miles off D-C’s 
coast-to-coast system! 


When SERVICE is important, you'll be miles ahead when you 

ship via D-C’s MILE SAVER ROUTE. Shortens the distance between 
Los Angeles and Chicago— brings the East and West Coast 

miles closer — makes D-C’s DIRECT SERVICE even more direct! 


Try D-C’s MILE SAVER ROUTE on your next shipment — you'll discover 
why D-C is the coast-to-coast choice for coast-to-coast service! 


DENVER CHICAGO TRUCKING CO., Inc. 
THE ONLY DIRECT COAST-TO-COAST CARRIER! 
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The Measure 
of a Man 


and His Work 


PURCHASING MAGAZINE 
JANUARY 18, 1960 


EDITORIAL 





Victor POOLER, author of the article on page 74 of this 
issue, makes an important distinction that should be kept in 
mind during purchasing’s continuing (and sometimes frantic) 
search for a method of measuring performance. Admitting that 
no foolproof yardstick exists, he insists that there are, however, 
certain “indicators” of purchasing efficiency. These are available 
to any purchasing department that maintains records of its 
activity. They provide the head of the department and his man- 
agement with a good base for forming their own judgment of 
how well purchasing is doing. 


One big appeal of this approach is its breadth. In far too many 
companies purchasing has let itself be trapped into trying to 
justify itself on the basis of narrow accounting concepts. No true 
evaluation of purchasing can be made simply by figuring cost- 
per-order, or purchasing expense as a percentage of sales, or total 
volume of cost reductions. Certainly each of these figures is 
important — but not when isolated from a host of other factors 
involved in the buying job. 


Our modern fascination with statistics is probably partly re- 
sponsible for the feeling that there should be some neat little 
formula for measuring everything. It is true that a good deal 
of purchasing activity lends itself to statistical evaluation. But 
unless we recognize that there are large areas where the im- 
ponderables far outweigh the figures we are on our way — not 
back to clerkdom — but ahead to computerdom. If the quality 
of the purchasing job can be calculated in numbers, all our talk 
of management skills and negotiating ability is simply dream- 
stuff. Management would be foolish in that case not to try to get 
the whole purchasing function onto magnetic tape. 


The purchasing executive faces the same problem within his 
department. Suppose someone did come up with a handy little 
slide rule for measuring “performance”? It might work beauti- 
fully on someone who had no other ambition than to slide along 
shuffling papers for the next 20 years. But what about the people 
you should be grooming to move ahead into more responsible 
positions? Just try, sometime, to apply a formula in weighing 
the executive talents of certain people in your department! 
(Don’t be discouraged. A recent Fortune poll showed that among 
75 top industry managers there were 147 different concepts of one 
executive characteristic—dependability.) 


Purchasing can’t escape its responsibility to prove its import- 
ance to itself and to management. The search for methods of 
establishing this proof must go on. But it would be fatal at this 
point to be locked into a purely statistical concept of measure- 
ment, for the P. A. would then become just another statistic. 


dul Vane 








METALOGICS 


..the Ryerson science of 
giving optimum value for 
every purchasing dollar 


s 


RYERSON PLUS VALUE? 


... how it works for you 


adens Scope of Selection Provides Best Technical Help 


v a single source where you can get aircraft-quality “Expert” is another worn-out word we hesitate to use. 
uch as 9310, Nitralloy, and 4340 to A.R.T.C.-14 But we do put at your disposal the industry’s most 
vell as all standard commercial alloys and free- experienced men. They’re ready to give you the benefit 
ing types? This is typical of the size and diver- of their nationwide, daily experience with all kinds of 

f Ryerson stocks. Here, right at the tip of your §problems—material selection, fabrication and the ever- 
e finger, are thousands of tons of steel and alu- present specter “‘cost of possession.” And remember, 
im—in virtually every standard type, size and nowhere else will you find as wide a range of published 
Also, hard-to-get intermediate sizes and special technical information to help you in your metalworking 
ses are readily available. This is true of Ryerson operations. It’s yours for the asking. 
year in and year out—in all but periods of ex- 
‘pee ee Builds Solid Business Relationship 
is Newest Developments Here’s a company you should get to know better for 
mber when lead was first added to carbon steels primary business is that of satisfying customers. 
faster machining...when, a little later, leaded alloys And we've kept a lot of people satisfied over the last 
long? Ryerson stocked them for you first. And 100 years. We'd like to satisfy you, too. 
mber just recently when the world’s fastest ma- 
g steel tubing and bars (Ledloy® 170 tubing and Meets Your Most Exacting Schedules 
* 375 bars) were introduced? Again, Ryerson 


t them to you first. What do you need right now... tomorrow...or in 


the future? Whatever you need, Ryerson is there—‘“‘the 
es New Measure of Qu ality fastest with the mostest’”’—exactly when you need it— 


N as you need it. 
lity —now there’s a word that’s worn thinner than 


fice-seeker’s shoe sole. But Ryerson Metalogics : = , 
ven it new meaning, with a brand-new set of Why not discuss the exciting story of Metalogics 
| quality-control standards that are completely de- | With your Ryerson representative soon. You'll find he 
ind published for your scrutiny. They govern 4” help you in more Ways than you might think—to 
aspect of specifications, verification, packaging, | ™eet all your requirements for steel, aluminum, plastics 
ng and certification of all Ryerson products. If and metalworking machinery. 
vant a tangible example of the scope of this new 
ty program, take a good look at Ryerson cutting " ae 
rances. Then see if you can find any that are held Be "METALOGICAL call Ryerson 
losely. 


STEEL* ALUMINUM « PLASTICS » METALWORKING MACHINERY 


© RYERSON STEEL 


Joseph T. Ryerson & Son, Inc., Member of the QQ, Stee! Family 


PLANT SERVICE CENTERS: BOSTON + BUFFALO * CHARLOTTE « CHICAGO + CINCINNATI * CLEVELAND « DALLAS « DETROIT * HOUSTON « INDIANAPOLIS 
f ANGELES © MILWAUKEE « NEW YORK ¢ PHILADELPHIA © PITTSBURGH « ST. LOUIS * SAN FRANCISCO + SEATTLE + SPOKANE * WALLINGFORD 
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Purchasing Pointers 
aaa i i i iii iii i 


EDUCATE REQUISITIONERS—Many of the requisitions handled by the pur- 
chasing department of Massachusetts Institute of Technology 
are made out by people who need unusual items only a few times 
a year. As a result, the requisitions are often unclear and 
incomplete. To cut down confusion, explanations and double 
handling of paperwork, P.A. Ed Nealand uses this simple de- 
vice: he pastes an M.I.T. requisition and printed instruc- 
tions for filling out each section of it on a large piece of 
white paper. The instructions are in the margin and are con- 
nected to the pertinent sections by arrows. The sheet is then 
reproduced by offset and a copy sent to every department 
head. All an occasional requisitioner has to do is pull the 
copy from his desk drawer and refer to it when he's making up 
a requisition. Errors and misundertandings have been re=- 
duced considerably. 





KEEP SECRETS SECRET—Most P.A.'s have a lot of competitive informa- 
tion in their files—product costs, materials prices, sched- 
ules, and proposed new products. Much of this material should 
be seen by a minimum number of people to keep it from getting 
into the hands of competitors. A few big companies get maximum 
security by using locked files that are open only during 
business hours. Others make use of intra-company registered 
mail. Some have shredding machines to destroy confidential 
data once it is no longer needed. 





TO INSURE DELIVERY—A company that buys a good deal of heavy equip- 
ment has used, with good effect, an escalation clause that 
limits escalation to the quoted delivery time. Now it's 
considering adding a penalty clause to orders for certain 
major items. It feels that a supplier facing a penalty clause 
will push a little harder to deliver equipment on schedule. 





ON RUSH REQUISITIONS—When writing a purchase order based on a tele- 
phoned request, consider using an extra copy of the order as 
a confirming requisition. It can be signed by the requi- 
Sitioner and saves him the time it takes to prepare one. 





DATA AT FINGERTIPS—Have you ever been out with the president and had 
him ask questions for which you had approximate but not exact 
answers? Why not carry the data in your pocket? Western Elec- 
tric purchasing executives do—on 3 x 5 cards carried in a 
small glassine case. The material is reduced in reproduction, 
but is still clear enough to read. It includes such informa- 
tion as number of p.o.'s placed for certain periods, number 
of suppliers interviewed, payments to suppliers, and other 
basic figures. 
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How Much Purchasing Manpower? 


Without some method of measurement, it’s difficult to tell just how 


many people are needed in a department. It’s even harder to convince 
management you need more. Here is a formula that takes the guesswork 


out of estimating personnel needs. 


By D. P. Ragan 


| T IS not easy to figure manpower needs in a 
lasing department. But management must 
lly insist on some measurement; the usual 
rd is some measure of work backlog or 

ecrual. 
r big problem was graphically depicting the 
log of work to present the facts to manage- 
A study of our purchasing operation 
| that a heavier-than-normal workload was 
handled with no increase in personnel and 
pparent accrual of work backlog. But, un- 
ately, this work was not being done with- 
t; we were paying in terms of employee 
and department efficiency. 
sed workloads, we found, were absorbed 
following manner: 
)vertime—Buyers working before starting 
me, after quitting time, and/or Saturdays. 
Homework—Buyers can accomplish a good 
deal of detail work at home. 
Job curtailment—By curtailing time normal- 
allotted to functions that produce good 
procurement. , 
Supervisory personnel—By diverting super- 
visors from their normal functions to proc- 
ssing work as an aid to overworked buyers. 
ibove steps are sometimes necessary and 
ised to take care of temporary peak loads 
» ill effects. However, if they are used to 
are of sustained increase in workload, the 
can be a rapid deterioration of morale 
2 most serious breakdown in the effectiveness 
| efficiency of the department. 


Analyze the Job 


Our first step toward developing a backlog 
raph or manpower formula was to break down 


tagan is purchasing agent for Hughes Aircraft Co., Tuc- 


| 


the Hughes Tucson buying job into functions and 
apply percentages represented in time for the 
accomplishment of each of these functions. Our 
functions, as well as the applicable percentages, 
were developed by several time studies. We dis- 
covered that there were nine basic output func- 
tions. The number of department hours and the 
percentage of a standard forty hour week de- 
voted to each are listed in Table I. 


Set Standard Workload 


Our second step was to take a look in retro- 
spect to determine the average number of per- 
sonnel required to accomplish an average, normal, 
or standard workload. These figures were de- 
veloped from past records and established as 58 
people (20 buyers, 30 support personnel, and 8 
supervisors) to process an input or workload of 
1,283 units' for the department or 64 units per 
buyer. By combining output with input and per- 
sonnel, we depicted the standard work week 
shown in Table I. 

If the standard work week we have developed 
is true, we then have a good yardstick to measure 
workload in terms of personnel by comparing 
our standard workweek with a lighter or heavier 
than standard workweek. 

First, let’s look at a comparison to a heavier 
than standard input as shown in Table I. In the 
comparison illustration we reasoned that since 
a buyer has available only 100% of his time to 
accomplish a completely satisfactory job, his time, 
on the average, must break down into the same 
percentages for each function regardless of work- 
load. Therefore, to do a completely satisfactory 
job with an increased workload such as our com- 
parison shows, would require, not more effort 


1 Editor’s Note: A unit of work can be any measurable operation such 


as the issuance of a purchase order, etc. All forms processed might 
be the best barometer. 
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Table | 


PURCHASING DEPARTMENT WORKLOADS 


Standard Workload 


Personnel—58 
Total Units—1283 
Units of Work 


% Hrs. 


Per 


Dept. Buyer 


Heavier Than Standard 
Workload 
Personnel—60.75 
Total Units—1461 
Units of Work 
Hrs. 


Lighter Than Standard 

Workload 

Personnel—53.6 

Total Units—1000 

Units of Work 
Hrs. 


Per 
Dept. Buyer 


Per 


% Dept. Buyer % 





25% 
12% 
5% 
20% 
10% 
3% 
4% 
5% 
16% 


10.0 
48 
2.0 
8.0 
40 
1.2 
1.6 
2.0 
6.4 


321 
154 
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on the part of the buyer, but more time or, to 
be exact, 5.5 hours of additional buying time as 
the chart shows. 

An interesting equation becomes apparent. To 
determine the number of hours required per 
buyer to accomplish the input for any given week, 
you can use the simple equation; 

Standard Workweek Hours/Standard Buyer 
Workload — Hours Required/Any Buyer Work- 
load 
Applied to the heavier than standard workweek, 
would be— 

40/64 = Hours Required/73 

64 (H.R.) = 2920 

Hours required — 45.6 
In other words, for a buyer to accomplish 73 units 
of work would require 45.6 hours compared to 
a normal of 40 hours to accomplish 64 units. 
Generally, this backlogging of buying time would 
result in accrued workload. To some extent it 
does, however, due to the urgent nature of pur- 
chasing work and usually a time limit to process 
requisitions, the workload accrual is often hid- 
den by homework, overtime, etc. 


Needed: More Personnel 


Let us now go back to the illustration where 
we are backlogging 5.6 hours per buyer. Applied 
to our standard personnel breakdown, this rep- 
resents 5.6 x 20 or 112 total hours of buying time 
being backlogged in the department. Another 
buyer would represent 40 hours. Therefore, 112 
divided by 40 equals 2.8 additional buyers re- 
quired for our larger workload of 1461 units. 
With the additional number of buyers established, 
it now becomes an easy matter to ascertain over- 
all department personnel requirements. Discount- 
ing supervisory personnel, there is a relationship, 
or balance, between the buying group and the 
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support group which must be maintained for peak 
efficiency of both groups. 

Going back to our standard that we established, 
we have 30 support personnel for 20 buyers or 
a ratio of 1% to 1. So with 2.8 extra buyers, we 
need 2.8 x 1% or 4.2 support personnel. This 
makes for a total increase in personnel in the 
department of 7 (2.8 + 4.2). 

Table I also shows an example of a lighter than 
standard work week to illustrate that the plan 
will work in either direction. 


Needed Yardstick 


In summary, if our standard work figures are 
correct, we have a good yardstick for measure- 
ment of other than standard workloads. Also, 
one that is explainable to people not directly con- 
cerned or close to purchasing as is often the case 
with managers who approve purchasing person- 
nel needs. The standard need be altered only 
when basic ground rules change. From time to 
time there are contract cancellations, etc., which 
distort the standard, but generally these are only 
of a temporary nature. 

Obviously it is not necessary to add and de- 
lete personnel as the workload fluctuates from 
week to week. However, if upper and lower lim- 
its were set and the trend continued outside of 
these limits in either direction for a sustained 
period, purchasing supervisory personnel would 
have a clear cut signal. This signal, in turn 
would be relatively easy to explain and, therefore, 
it would be easier to sell to management on 
additional personnel or the retention of existing 
personnel. By the same token, if the trend was 
adverse, the guesswork as to the number and 
proportion between buyers and support person- 
nel that could be safely eliminated would be pre- 
determined. 
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A Fair Day’s Work in Purchasing 


Adding to the staff may not always be the best answer to excessive 
workload. Simpler and more powerful procedures can eliminate 


much detail. 


By A. L. McMillan 


\\ HAT IS a fair day’s work in 
1e purchasing department? The 
letter to the editor reprinted on 
age provides a useful case 
in the broad problem of 
hasing workloads. 
writer asks advice on how 
y buyers should be employed 
handle the work in his purchas- 
ng department. From the broad 
vile he gives of his activities, 
obvious that six buyers are 
ng to cope with a tremendous 
lume of purchases in a not-so- 
nanufacturing concern. He 
ates that he is convinced 
need additional help. 
en the letter was first pub- 
ed, the editor commented, “It 
impossible to do a good 
ng job with that much de- 
work.” We certainly cannot 
sagree with that conclusion. The 
sr, however, seems to suspect 
t the simple addition of more 
ng staff might not cure his 
ilties. Doesn’t this question 
ur to all of us when we are 
rloaded with work? 

The letter doesn’t give many 
ils; but with some knowledge 
| experience in the purchasing 

we can read considerable 
formation between the lines. We 
iid like to know, of course, 
1e annual dollar volume handled 
but we are told that the com- 
has 5000 employees in a 
,anufacturing industry of elec- 
| nature. We wonder if there 

a stores-inventory control, a 
tandardization program, value- 
lysis, inspection and purchase 
lity control, etc. Do his buyers 
rite specifications, control quan- 
s on hand, serve on standards 
McMillan is purchase consultant for 


Management Services Associates, Inc., New 
York and author of “The Art of Purchas- 


ing” (Exposition). 
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committees, make adjustments on 
deficient deliveries, approve in- 
voices? 


Basic Weaknesses 


The most productive buyer in 
the writer’s department is his 
“non-productive” buyer— at least, 
he is turning out 30,000 purchase 
orders per year. That is about 120 
orders per day—one every four 
minutes. Purchase orders are the 
regular product of a purchasing 
department but this concern real- 
ly seems to go in for quantity 
production. What’s wrong? We 
suspect several basic weaknesses. 

1. Many orders are confirma- 
tory. Materials have already been 
delivered and possibly used. No 
purchase judgment needs to be 
used here but a procedure has 
been set up in order to “clear the 
records” and get the bills paid. 

2. Many small orders are being 
written on a mis-conceived “hand- 
to-mouth” policy of operation. 
We would guess that 50% to 75% 
of these orders are less than $100 
each. They take a lot of time to 
handle but don’t amount to very 
much in the overall total of pur- 
chase dollars. 

3. The buyer is not using term 
supply contracts. Every transac- 
tion is a separate one although 
the same item is bought time after 
time. An annual contract for the 
common, or shelf, items would 
eliminate the frequency of trans- 
actions. Furthermore, he would 
get better prices on the larger 
quantities and, with price and 
vendor once determined by the 
buyer, the timing of deliveries 
could be turned over to the 
operating departments. A large 
block of purchase orders would 
no longer come near the purchas- 


ing department. 


This “non-productive” buyer is 
obviously overworked but if the 
present procedure continues, any 
additional help here would prob- 
ably simply add more work to be 
done. A re-orientation of methods 
is needed. (Note, by the way, that 
there is not even a suggestion 
that a poor job of buying is being 
done in any of the assignments. 
More help will mean more of the 
same thing.) 

One buyer handles bolts, nuts, 
screws, washers and springs. An 
electrical manufacturer certainly 
would use these in large quanti- 
ties but they could be bought 
through one annual contract out 
of one catalog. Then, with vendor 
and price determined, scheduling 
could be turned over to the pro- 
duction department or the stores 
division to call for shipments of 
quantities as they may be needed; 
invoices could go directly to the . 
accounting department and the 
buyer would be relieved of all 
this detail. 


Should Make Yearly Contracts 


A few term supply contracts— 
one for bolts and nuts, one for 
screws, one for springs and may- 
be some other important groups— 
should take care of this buyer’s 
purchases for a year at a time. 
Of course, there will be some 
specially designed items through 
the year but if any design engi- 
neer is developing many new 
styles of nuts he is “nuts” in more 
ways than one. The field is well 
standardized. We don’t see why 
one buyer, his assistant and his 
secretary should be overworked 
in this field of buying. 

The same observations, in gen- 
eral, apply to the other specialized 
buyers; apparently they must be 
buying each item as a separate 
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individual transaction. Here is 
evidence of another purchasing 
weakness—a lack of standardiza- 
tion. It may even indicate that 
the buyers are doing the work of 
the engineers and production su- 
perintendents—selecting items to 
be bought, determining quality 
specifications, or deciding the 
quantities to be ordered. These 
duties belong in the operating 
departments. If the purchasing 
department takes over such re- 
sponsibilities, it violates a basic 
principle of good management; 
whoever is responsible for pro- 
ductive results must have the au- 
thority to requisition the mate- 
rials he needs to obtain these 
results. We suspect that these 
buyers spend too much time on 
other than their essential duties 
of buying. 
Volume of Purchases 

A company with 5,000 em- 
ployees is not small although cer- 
tainly not large. The P.A. does 
not tell us how much his pur- 
chases amount to in a year but 
5000 employees must require a 
payroll of about $20,000,000 an- 
nually. Then, following the rule 
that materials and incidentals are 
about equal to labor costs of pro- 
duction, we have an idea of the 
size of the material supply pro- 
gram. If we deduct 20-25% for 
the intangible incidentals, we 
have an estimate of $15-16,000,- 
000 for the annual purchases of 
this company. This figure may be 
quite wide of the actual amount 
but at least, gives us an idea of 
the size of the purchasing pro- 
gram. 

There are six buyers, each with 
an assistant and a secretary, to 
handle this $15,000,000 purchase 
program. It has been our observa- 
tion from experience that in big 
organizations an average buyer 
handles about $1,000,000 worth of 
orders per year. That is an aver- 
age; some buyers will be handling 
only $100,000 while others write 
$5-10,000,000 worth of orders. 
Furthermore, it includes all those 
who perform buying duties—in- 
terviewing salesmen, obtaining 
quotations, analyzing bids, decid- 
ing awards, directing order-writ- 
ing—even though they are subject 
to approval by higher authority. 
This firm has twelve of these buy- 
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“We employ in the vicinity 
of 5000 employees. Our princi- 
pal products are electrical in 
nature and require many com- 
ponent parts. 

Do you have available from 
companies of somewhat similar 
size to ours and producing simi- 
lar products, the number of 
personnel required to staff a 
purchasing department: some 
organizational charts showing 
personnel assignments and the 
approximate number of various 
types of items that are assigned 
to each buyer? 

At the present time we have 
one man buying nuts, bolts, 
screws, washers and springs. 
This man is responsible for 
4200 active items. 

Another buyer concentrates 
on raw materials such as alumi- 
num, sheet, bar, tubing, extru- 
sions, and all other ferrous and 
non-ferrous items. 

Our machine parts buyer has 





“Buyers Are Vastly Overloaded” 


The letter which prompted Mr. McMillan’s article was printed 
in PURCHASING Magazine several months ago. The writer, 
purchasing agent for a Southwestern manufacturing firm 
asked that his name be withheld. This is the text of the letter: 


around 500 machine parts to 
purchase plus 100 other items. 

A fourth man is responsible 
for about 1500 component parts; 
while a fifth specializes in rub- 
ber items and handles in the 
neighborhood of 1200 active 
parts. 

The non-productive buyer 
(who buys all non-productive 
items for the support of the 
manufacturing plant) has placed 
approximately 20,000 purchase 
orders in the past eight months. 

Each buyer has a follow-up 
man and a secretary who works 
for both the follow-up man and 
the buyer. 

It is my studied judgment 
that each cf the above men are 
vastly over-loaded. However,'I 
would like to have some infor- 
mation from other companies 
as to how many of “a like-item” 
they assign to a person to do 
a first class purchasing job.” 

Name withheld 








ers; that means an average of $1,- 
250,000 per buyer. It is on the 
high side of our rule but it does 
not seem excessive. We would 
have to know more about the ac- 
tual volume of business here to 
give a valid opinion; but our ten- 
tative feeling is that the buyers 
would not be badly overloaded 
with work if certain corrective 
actions were taken. 


Produces Records 


Let us make one more guess— 
based on the meager evidence 
before us: this purchasing depart- 
ment is controlled by the account- 
ing department. The multitudi- 
nous purchase orders and the de- 
tailed concern for “items” shown 
in the letter are evidence of “ac- 


countancy run wild”. How else 
would you explain it? Records 
are the notable product of the ac- 
counting department and this pur- 
chasing department exists for the 
production of records; the pur- 
chasing seems to be secondary. 

Yes, it is impossible to do a 
good buying job with so much 
detail work. But why not reduce 
the detail? Therein lies the solu- 
tion to many purchasing difficul- 
ties. 

We suggest that the following 
corrections be applied: 

1. Management should establish 
the purchasing operation as a 
separate autonomous department, 
reporting directly to the president 
or general manager. 

(Please turn to page 206) 





Can We Measure 


Purchasing Efficiency? 


y be impossible to develop an infallible yardstick for meas- 


performance. But there are “indicators” that will give you 


etty good idea of the quality of your work. Theyre general 


h to apply to most companies. 


By Victor H. Pooler, Jr. 


r 


DIFFICULT to try to 
all purchasing depart- 
n the same basis. There 
many variants. One may 
handle freight 
pping, etc.; another in an 
industry may not. One 
analytical buying and 


nvoices, 


expediting to another func- 


ere are, however, year to 


iriations within a specific 


Vachinery & 


ng department that pro- 


s purchasing agent, Machinery 
Systems Division, 

Syracuse, N.Y. The 
. the charts and graphs are 

pothetical and unrelated to Car- 
ising 


rporation, 





vide interesting and useful data. 
They can be used as indicators of 
purchasing efficiency. For sim- 
plicity these “Indicators of Pur- 
chasing Efficiency” will be called 
IPE’s. 

The alert purchasing executive 
with intelligent knowledge of his 
operations can use these indica- 
tors in several ways. Assume for 
example, that the management 
claimed he had too many people 
in his department and they were 
operating inefficiently. He would 
probably be hard pressed to an- 
swer unless he had been keeping 
some useful statistics. Within min- 
utes he could put graphs on dis- 


play to make his case. Such infor- 
mation not only would help allay 
suspicions of an alert manage- 
ment, but would indicate that 
certain areas of the department 
were under control. The P.A. 
could make the move to correct 
inefficiency—not wait for a man- 
agerial mandate. 

If you haven’t had to answer 
such inquiry it’s possible you are 
either doing a superb job or your 
company will not operate profit- 
ably very long. 

At any rate, now is a good time 
to start collecting the data you 
need to assure yourself and your 
management that your depart- 
ment is doing its job properly. 
Your first step is to collect readily 
available pertinent facts. A regis- 
ter book tells you exactly how 
many salesmen visit you. You 
know how many purchase orders 
you issue—just count them. You 
know how many dollars you 
spend, how many people are in 
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the department, and so on. Next 
you should get some of the more 
obscure facts. These may include 
sales volume for the plant, cost of 
the purchasing function, telephone 
expense, etc. 

Data the purchasing officer 
should consider are shown in 
Figure 1. I would suggest com- 
paring them over at least a five- 
year period—longer if possible. 
Some of the items listed may 
have no application to certain de- 
partments, and there may be some 
omissions. The list should be used 
as a starting point so that you 
can remove or add certain fac- 
tors according to your own re- 
quirements. 

Comparing year to year trends 
of one or any combination o% fac- 
tors gives us indicators. For ex- 
ample, in the chart the company’s 
purchases are estimated at 18 
million during 1959 compared 
with 16.8 million in 1958. When 
we compare these with 20.4 mil- 
lion in 1957, 16.6 in 1956 and 12.4 
in 1955, we get an indication that 
the long range trend of the vol- 
ume of purchases is rising. Of 
course you don’t need a chart 
or graphs to see that, but all in- 
dicators are not so clearly dis- 
cernible. Let’s check the rising 
volume of purchases, at the same 
time noting that the ratio of pur- 
chasing people to total employees 
is decreasing. Would this be an 
indicator of purchasing efficiency? 
Going further, if a decision to 
increase inventories caused the 
average dollar value per order 
to increase sharply, this would 
mean there was less paperwork 
which could be done by fewer 
purchasing people, even though 
dollar volume of purchases in- 
creased. 

An excellent indicator is the 
percent of savings. This should 
be interpreted in the light of mar- 
ket conditions. It is certainly not 
a definite measure, since declining 
business and price decreases could 
improve the percentage savings 
and vice versa. 


Graphs Highlight Trends 


By using the information on the 
chart, simple graphs can be pre- 
pared to highlight trends pic- 
torially. The graphs will indicate 
quickly whether you are main- 
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DATA CHART FOR DETERMINING 


INDICATORS OF PURCP’ 5ING EFFICIENCY 


FACTOR 
PURCHASES PER YEAR 


SALES YEAR 
MILLIONS 


SALES 


PURCHASE ORDERS 
ISSUED PER YEAR 


AVERAGE NUMBER OF 
cs 


PURCHASING 
TIO OF TOTAL EMPLOYEES 


P.O. PER PURCHASING 
PURCHASES PER PURCHASING 
PER YEAR 


AVERAGE $ VALUE PER 
PURCHASE ORDER 


PURCHASING EMPLOYEE PER 
COST OF PURCHASING PER YR. 


COST PER PURCHASE ORDER 
COST OF PURCHASING 


COST OF PURCHASING 
OF SALES 


SAVED PER YEAR 
SAVED / 


INTERVIEWS PER WEEK 
TELEPHONE EXPENSES 
PURCHASED MATERIAL 
PRICE INDEX 

DIRECT LABOR $ 


TIO OF 


YEAR 


1956 1957 


Dollar figures used in this chart, while hypothetical, are sufficiently 
accurate to demonstrate the IPE system. Numbers in “How Derived” 
column refer to the factors listed in the second column. 


taining a level of performance or 
getting less efficient. If it were 
clear that your department’s dol- 
lar volume of purchasing was 
lower than the previous year, yet 
you used more people, you’d be- 
gin to wonder about the work 
load in the department. It’s im- 
portant here to differentiate be- 
tween work load and efficiency. 
Work load is the quantity rather 
than the quality of work. It is 
possible to have extremely effi- 
cient buying with very light work 
loads, and yet have far too many 
employees. That is why the term 
“indicator” is preferred to “meas- 
urement”. These indicators high- 
light what should be examined 
closely—not what is correct or 
definitely wrong. An analysis may 
prove that the question raised by 
the IPE is fully justifiable. 
Workloads for individual buy- 
ers might be checked by applying 


some of the factors on an indi-- 
vidual basis. The dollar value for 
which a buyer is responsible, how 
many purchase orders he issues, 
amount of savings, interview and 
phone work load could be com- 
pared to those of other buying 
units or individuals. It might be 
surprising that Buyer A has three 
people and buys $500,000 yearly 
volume, while Buyer B has two 
people and buys $6,000,000 vol- 
ume. It takes as much paperwork, 
of course, to purchase 1 bolt as 
100 tons of steel. Yet lighter work- 
loads on the heavy volume buy- 
ing unit may be necessary to in- 
sure careful purchases because 
of the relative value involved. 
The graphs on page 76 can aid 
the purchasing manager. Graph 
No. 1, for example, shows that 
when the volume of sales and pur- 
chases dipped in 1958, purchas- 
ing personnel were reduced and 
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INDICATORS of PURCHASING EFFICIENCY (IPE) 
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Simple graphs like these p'‘ctorially highlight trends which can be 
analyzed for your own purposes or reported to management. 


re dollars were saved than 
isly with the larger force. 
No. 2 shows increased 
hasing costs despite fewer 
loyees. This might be used 
an argument for pay in- 
, for more productive buy- 
Graph No. 3 shows a com- 
1y purchasing price index ad- 
ce despite an increase in pur- 
hased savings. Why? (This is a 
‘ly question when purchasing 
are reported to manage- 
t.) Increased savings indicate 
buying. Presumably, the 
index would be even higher 
chasing savings had not 
effected. 
ratio of purchases and di- 
ct labor dollars is of consider- 
ble interest. The former reflects 
naterial price changes, the latter 
raises. The spread or ratio 
ld prove significant. Why has 
telephone expense increased, and 
These are the kinds of 
ions some purchasing people 


often say you cannot answer “be- 
cause—”. 


No Easy Predictions 


Certainly these graphs won’t 
solve all your problems. There is 
no way of predicting how your 
company’s statistics would chart 
and what IPE’s would be evident. 
But one thing is certain. No one 
could know more about your op- 
erations, for what else remains 
that can be reduced to figures? 
The rest is the art of buying in 
which factors like personality, in- 
tegrity, and intelligence are ex- 
tremely important. These can 
never be charted. But this should 
not preclude your use of other 
available information. 

No further attempt will be 
made to interpret the graphs, nor 
will final conclusions be drawn. 
The data is of a hypothetical com- 
pany, although sufficiently based 
on related facts to be valid. Final 
conclusions are left to the student 


of purchasing. If you can use just 
a few of the IPEs we have re- 
viewed, we know your purchas- 
ing department will be operating 
with a little more direction than 
previously. 

Some may say that it is still 
impossible to measure purchasing 
performance, or harmful if used 
solely to irritate the purchasing 
manager. It is obvious, however, 
that there are certain factors 
which, if used carefully and with 
judgment, may be very helpful 
in charting purchasing operations. 

Any function responsible for 
spending 50% of the sales dollar 
is going to come under the scru- 
tiny of the accounting or mana- 
gerial eye. If so, we must be pre- 
pared with some kind of a yard- 
stick that will help us pinpoint 
our weak and strong points—just 
as production and other depart- 
ments are. We feel that the in- 
dicators mentioned here will help 
develop that yardstick. 
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How to Rate 


Your Department 


A simple checklist for rating purchasing’s basic 
organization, procedures, and relationships is a 
good starting point for more complex methods 
of measuring performance. 


By Walter J. Brooking 


Good purchasing performance begins 
with well-trained personnel working in 
pleasant physical surroundings with 
modern equipment. 


Tue Harbridge House survey 
for N.A.PA. revealed that pur- 
chasing agents and administra- 
tors are concerned about finding 
some criterion for evaluating their 


evaluations is to examine critic- 
ally the details of functions and 
facilities; rating each element sat- 
isfactory, fair, or poor. This tech- 


enough to help you get a broad 
picture of your purchasing de- 
partment and the quality of its 
performance. 


nique can be applied to a one- 
man purchasing department or 
one of 50 or 100 people. The ad- 
ministrative problems are essen- 
tially the same for small or large 
departments. 

The list of questions that fol- 
lows obviously is not all inclusive. 
But it is probably comprehensive 


departments and their perform- 
ance. 
One method of making such 


Mr. Brooking is assistant director of pur- 
chasing for Foote Mineral Co., Philadel- 
phia, Pa. 


HOW WELL DEFINED IS YOUR ORGANIZATION? 

Is there one corporate officer to whom purchasing reports? 
Does each person in the department know to whom he reports? 
Does each know his responsibilities, authority, and duties? 


To what degree are lines of authority and responsibility followed 
by people in the department? 


To what degree are they recognized and observed by people in 
other departments? 
HOW WELL DEFINED ARE DEPARTMENT FUNCTIONS? 


Are purchasing’s services and responsibilities to requisitioners 
clearly defined? 


Does purchasing buy all items and services? 

Does purchasing buy capital equipment? 

Does purchasing buy land and negotiate property leases? 

Does purchasing negotiate construction contracts and services? 


Are the purchasing department’s services and responsibilities to 
every department it has contact with clearly defined and ac- 
cepted by written procedures? 
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A well-organized and well-run 
department should rate “satis- 
factory” on most of these ques- 
tions, “fair” on only a few, and 
“poor” on none, obviously. But 
if you’re honest with yourself, 
some may turn up “poor” and 
that should be your sign for im- 
mediate corrective action. 


Satisfactory 





S THE DEPARTMENT PROPERLY STAFFED? 


Does everyone in the department like his work? } 

Do your personnel have, in general, the experience and education 
| think their jobs require? ; 
your personnel able to keep the work up-to-date without 
cessive overtime? 

» key personnel constantly studying their special work? 
they active in purchasing agents associations or technical 
. 


cieties : 


ARE PHYSICAL FACILITIES ADEQUATE? 


e department accessible to salesmen and others? 
there adequate receptionist service and suitable waiting room 
r salesmen? 
space assigned to buyers and clerks adequate? 
there enough desks, chairs, tables, filing, and storage facilities ? 
your office machines adequate? 


iS DEPARTMENTAL WORK WELL ORGANIZED? 


u have a well planned, efficient form for each of the following: 
Requisitions 
Invitation to Bid 
Purchase Order 
Quotation Analysis 
Receiving Slip 
Stores Requisition (Traveling?) 
Commodity Purchasing Record 
Followup 
Contract Form for Services by 
outside workmen 
Return Materials Shipping Form 
urchasing do its own following up? 
the purchasing department’s paperwork flow smoothly to 
letion of orders? 


ou give information on prices, delivery, and order status 
romptly ? 


IS COMPETITION FULLY ENCOURAGED? 
ll salesmen interviewed ? 
competitive bids obtained for all items or services over a 
fixed dollar limit? 

formal quotation analyses written and retained? 

competitive bids obtained periodically on representative orders 
issorted mill supplies, hardware, stationery supplies? 

ippliers make suggestions regarding products which some- 

; bring about reductions in costs? 
i formally report and record “make or buy” studies? 


THERE A CONSTANT EFFORT TO IMPROVE PERFORMANCE? 
‘s purchasing try to educate requisitioners to write more specific 
more complete requisitions? 
rders to the same vendor combined to reduce paperwork? 
rush” orders analyzed to try to reduce their frequency? 
late delivery” orders detected quickly and analyzed to avoid 


quantity discounts, bulk purchases, different packages, etc. 
tudied to reduce total cost? 

‘chasing personnel and those of other departments coopera- 
ely study ways to make possible savings in purchasing? 
suggestions arising from value analyses accepted and the 

sulting savings made for the company? 
significant savings recorded for performance analysis? 
e regular written reports of departmental performance made to 
unagement ? 
regular performance and salary reviews made? 


Satisfactory 


Fair 















































New Office Layout 


Increases 
Efficiency 


Purchasing offices were rearranged and simpli- 
fied during a company-wide renovation program. 
The changes resulted in greater freedom of 
movement, centralization of detail work. Im- 


proved working conditions boosted efficiency of 


Pitney-Bowes’ new tower, with its 
mammoth sign, has increased the 
number of cold sales calls. The sign 
is easily visible from the New Eng- 
land Thruway and from the New 
Haven Railroad tracks. Salesmen 
passing by often take a chance and 
just drop in. 


buyers and clerical personnel. 


W HEN Joseph A. Czescik, 
manager of purchasing at Pitney- 
Bowes, Inc., Stamford, Conn. 
drew up a new office layout for 
his department he had two big 
advantages: He had the encour- 
agement of top management, and 
he started from scratch instead of 
trying to improvise. 

At the start of a recent Pitney- 
Bowes company-wide expansion- 
renovation program management 
alloted purchasing additional 
space and told Czescik: “You 
can do anything within reason, 
within these four walls.” The lo- 
cation of the purchasing depart- 








ment—adjacent to the reception 
area—was not changed. During 
the construction period, the de- 
partment moved lock, stock and 
purchase record cards to another 
part of the plant. 

The new layout was developed 
by Czescik and Fred A. Groes- 
beck, manager of properties. It 
features greater centralization of 
files, more privacy (combined 
with accessibility) for buyers, 
and more strategic placement of 
clerks and secretaries. 

The illustrations on these pages 
show some highlights of the new 
arrangement. (Turn Page) » 
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New layout features private conference rooms and buyers’ offices, clear 
space for clerical personnel and centralization of files. 





se record card files are lo- 

a single row of tables. 

work space is provided and 

rds are readily available to 

| people in the Pitney-Bowes’ 
ing department. 


<5 
eng 
psi 


Reception room has private entrance (behind pillar) for two small 


conference rooms and office of the manager of purchasing. Visitors 
may enter without passing through department itself, thereby cutting 
down unnecessary traffic. 


Peviee 


Attractive, neat office area is decorated with a variety of colors. Door at 


t is entrance to manager of purchasing’s office which gives him direct ac- 
s to department. 


Mr. Czescik admits that “it was 
somewhat difficult working during 
the actual renovation period. But, 
we did everything possible to keep 
business at usual pace; loud, un- 
nerving construction work was done 
on overtime. The additional cost 
was easily offset by the increased 
efficiency of our own work force.” 
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General Foreman A. J. Waeghe 


(left) and Purchasing Trainee J. G. 


Welch discuss features of a sub- 
assembly for a piece of military 
electronic equipment. 


A BOUT two years ago the Elec- 
tronics Division of Stromberg- 
Carlson introduced a rotational 
training program in which peo- 
ple from various departments 
spend scheduled periods in other 
departments. These include engi- 
neering, marketing, production 
engineering, manufacturing, pro- 
duction control, purchasing, plant 
engineering and quality control. 
Some trainees also enter the pro- 
gram directly from engineering 
schools. 

On completion of the program 
the trainees either return to their 
original departments with a new 
and much broader concept of the 
organization’s varied functions, or 
are transferred to other depart- 
ments when the change is a mat- 
ter of mutual desire. 

Each department participating 
in the program serves as a train- 
ing ground for trainees from the 
other departments. At the same 
time some employees from each 
training department receive sim- 
ilar training in other functions 
in the company. 

When a trainee is rotated into 


Mr. Hodge is training coordinator, Elec- 
tronics Division, Stromberg-Carlson Com- 
pany. Mr. Olmsted, a former trainee, par- 
ticipated in the program described here. 
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Purchasing’s Part 


In ‘Training 


Purchasing plays an important role in a pro- 
gram to make potential managers of specialists. 
It supplies its own trainees, who get first hand 
knowledge of how related departments op- 
erate. At the same time it educates others in 
the whys and wherefores of procurement. 


By H. R. Hodge and D. J. Olmsted 


purchasing, he learns about all 
phases of procurement. He dis- 
covers that the department’s 
prime function is to buy mate- 
rials, components, sub-assemblies 
and services not available within 
the division and that this must be 
done according to the specifica- 
tions, and schedules established 
with optimum quality, quantity, 
time and price. 


Learns Vendor Policies 

During his training period with 
purchasing, the trainee learns the 
value of intra-department coordi- 
nation and sees inter-department 
relationships from a_ different 
view. He is also oriented in the 
company’s policies concerning re- 
lationships with vendors. 

The trainee spends approxi- 
mately three weeks in each of the 
three sections of the department: 
Pricing, Buying, and Order Con- 
trol. In the pricing section the 
trainee learns the procedures 
used in the procurement of mate- 
rials required for engineering and 
production projects. In conjunc- 
tion with the production engineer- 
ing department this group helps 
establish “target prices”; the 
methods involved are discussed 
in detail with the trainee. Stand- 
ardization and value analysis pro- 


cedures are also thoroughly cov- 
ered in this section. 

In the buying section, the 
trainee learns how to get com- 
petitive prices consistent with 
current market conditions. Meth- 
ods of securing quotes on equip- 
ment and components are out- 
lined. The buying group advises 
production control and compo- 
nents engineering of the “lead 
time” necessary for ordering ma- 
terials for production. The trainee 
observes how this “lead time” is 
determined, and sees its relation- 
ship to the price of material. The 
responsibilities and operations of 
subcontract groups are also cov- 
ered, and their buying methods 
thoroughly analyzed. 

The trainee, in his assignment 
in the order control group, learns 
the filing and records handling 
system, and what records must be 
kept. Expediting is also covered. 
The trainee learns how to submit 
delivery information to the per- 
tinent departments in order that 
the planning and scheduling may 
be adjusted. Also, he attends 
project meetings relative to the 
group in which he is participating 
and attends all departmental 
meetings. 

A trainee participating in a 
production department is assigned 
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onard V. Solarek (left), coordinator of the rotational training program 
n purchasing, outlines the training schedule for W. B. Bastian and H. E. 
Ransom, trainees. 


ject foreman and acts as 
stant foreman. He learns 
the department’s relation- 
vith other departments, 
relationships, methods of 
with production workers, 
e basic techniques of manu- 
electronic assemblies 
ib-assemblies. 
eased costs and parts short- 
vhich may result from fail- 
1eet schedule are brought 
ittention of the trainee. He 
lily relate this to purchas- 
inction in the production 
ind see the importance of 
.e, purchasing to specifi- 
1 and inventory controls. The 
coordination in the man- 
ng departments is ob- 
first-hand at the project 
ss which the trainee at- 
vith the foreman. At these 
representative from all 
ents are present to dis- 
tatue of the project. The 
learns about man- 
allocations, production 
methods of inventory 
rap control. 


also 


Engineering 
» engineering department 
inee learns the types of 
facturing assistance offered, 
yn of development projects, 
engineering’s service re- 


quirements. His first assignment 
in this department is to observe 
the various service groups, con- 
sisting of components engineer- 
ing, publications, bid proposal 
preparation, project cost controls, 
drafting, model shop, reproduc- 
tion and physical test laboratory. 
After five weeks in these service 
areas, the trainee is assigned to 
a project engineer. 

After spending one week with 
the project engineer, the pur- 
chasing trainee usually is assigned 
to the components engineering 
group. This group has the respon- 
sibility of instructing the purchas- 
ing department in the procure- 
ment of material. 

In the components section the 
trainee learns how the project 
engineers get necessary informa- 
tion on quality, availability, cost 
and reliability of electronic com- 
ponents and sub-assemblies. He is 
instructed in the use of our com- 
plete library of MIL, Federal, 
and Stromberg-Carlson Specifica- 
tions and the complete catalog 
file of manufacturers and ven- 
dors of electronic components. 
The trainee learns the impor- 
tance of coordination between 
purchasing and engineering. 

In the inspection and quality 
control department the trainee 
learns the importance of product 


reliability, the areas of product 
reliability that must be tested and 
approved, techniques of visual 
and mechanical inspection, and 
electrical test. 

The department is separated 
into three sections: the quality 
control office, project inspection, 
and purchased material inspec- 
tion. The trainee spends two 
weeks in each and then spends 
the remaining time in the area 
which will prove most advantage- 
ous to him. 

In the project inspection section 
the trainee is instructed in visual 
and mechanical inspection on the 
production line. He sees the prob- 
lems of actual maintenance of 
production line specifications, and 
reasons for rejections. Shrinkage 
and scrappage costs are covered 
in detail.. 

In the quality control section 
the trainee learns the procedures 
for environmental tests and end- 
item equipment, quality audit of 
in-process material and end-item 
equipment, maintenance of tool 
and gauge control, and the analy- 
sis and compilation of reports on 
inspection test results. 

Especially important to the 
trainee from the purchasing de- 
partment is the purchased mate- 
rial inspection section. This group 
is responsible for mechanical and 
electrical inspection on all mate- 
rial purchased for use in the man- 
ufacturing process. It makes cer- 
tain that purchased materials con- 
form with drawings and specifica- 
tions. While in this department 
the trainee learns how to inspect 
purchased materials and dispose 
of rejected material. 

The purchasing trainee learns 
how to prepare the monthly ven- 
dor-rating report. This report is 
prepared jointly with the purchas- 
ing department for the purpose 
of informing vendors of their cur- 
rent performance rating. 


Production Engineering 


After orientation in all phases 
of production engineering, the 
trainee works with a project en- 
gineer. He learns of the engineer- 
ing problems which arise in pro- 
duction, production processes, de- 
partmental routing, and the de- 
tailed operational analysis of pro- 
duction problems. The purchasing 
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trainee will be instructed in the 
methods of fab coding and the 
procedures involved in “make or 
buy” decision. 

Also of particular interest to 
the purchasing trainee are the 
procedures for target pricing and 
cost estimating. These functions 
of the production engineering de- 
partment have the greatest in- 
fluence upon operations of the 
purchasing department. 


Marketing 


In the marketing department 
the trainee is oriented in all the 
departmental activities, and par- 
ticipates in some of them. This 
includes instruction in methods 
and procedures in handling mili- 
tary and industrial bid proposals. 

The trainee from purchasing 
particularly observes the impor- 
tance of buying material at the 
lowest possible cost in order to 
support obligations made in com- 
petitive bidding. He learns the 
basic techniques of bid pricing 
and the importance of material 
costs in the product price. A 
major share of his time is spent 
in the contracts administrative 
group. This group coordinates 
over-all activities of all depart- 
ments to fulfill contractual ob- 
ligations. While working with 
a “contracts administrator” the 
trainee quickly realizes the need 
for inter-departmental coordina- 
tion among all departments on the 
“production team.” 


Production Control 


In the production control de- 
partment the trainee learns the 
methods and procedures involved 
in planning, scheduling, routing, 
expediting and the inventory con- 
trols for component parts. 

He works with the planning 
group preparing purchase requisi- 
tions and machine and sub-as- 
sembly schedules. He learns how 
to determine order quantities, 
balances of stock, and the de- 
livery schedules which later, as 
a member of the purchasing de- 
partment, he will have to satisfy. 

An important part of produc- 
tion control is expediting material 
to meet established schedules. The 
trainee expedites parts and thus 
becomes aware of the problems 
that are involved in getting an 
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Typical Program Schedule 


DEPARTMENT ASSIGNMENT 


General Orientation (Projects, De- 
sign, Value, Systems Engineering 
Project Control, Components and 
Materials, Services, Mechanical 
Design) 


Work Assignment (In one or more 
of above areas) 


Purchased Materials 
Inspection 

Project inspection 
Quality Controt 


Work Assignment (One of the above 
areas) 


General Orventation (Organization, 
Labor Relations, etc) 


Work Assignment (Capacity of As 
sistant Foreman) 


General Onentation 

Value Analysis and Standardization 
Buying (Production) 

Buying (Engyneering) 

Order Contro! 


Work Assignment (One of the above 
oreas) 


























acceptable component to the pro- 
duction line. Also he becomes in- 
volved with methods of handling 
rejections and readily sees the ex- 
pense and time lost when they 
occur. 

For a part of his time in pro- 
duction control the trainee is as- 
signed to a chief expediter. He 
observes the incorporation of en- 
gineering and process changes, 
and the necessity of buying to 
cover scrap and loss. The trainee 
attends weekly project meetings 
with the chief expediter to ob- 
serve project coordination from 
the production control viewpoint. 


Program Planned Carefully 

Each trainee is carefully guided 
throughout the course of the pro- 
gram. He is kept under consider- 
able pressure, not only to absorb 
departmental know-how, but to 
develop and broaden in other 
ways. 

Each participating department 
assigns a member of management 
to serve as its rotation program 
coordinator. He makes certain the 
trainee becomes familiar with the 
department’s activities, and with 


department management. 

The overall program coordina- 
tor is a member of the vice presi- 
dent’s staff. He guides overall 
progress and development of the 
trainees. At the completion of 
each department training cycle 
the trainee submits a written 
summary of his activities and 
views to the program coordinator. 
The department coordinators sub- 
mit written evaluations on the 
trainees to the overall program 
coordinator. This permits periodic 
progress interviews with trainees. 

Periodically the trainees are 
given problems, or case studies, 
not unlike term papers, that re- 
quire imagination, initiative or re- 
search into outside information. 

Because the group of trainees 
is relatively small—between 10 
and 14 men at any one time—they 
develop a degree of togetherness, 
and group morale runs high. 

Although it is realized that this 
program is only a step toward 
solving some of our problems, we 
are confident that it will make 
significant contributions to the 
overall efficiency of our opera- 
tions. 
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Marketing Facts 


For the 


Purchasing Agent 


Purchasing and marketing are two sides of the 
same coin. P.A.’s can apply their skills to help 


their companies’ marketing programs. 


Editor’s Note: This is the sec- 
ond in a series of two articles 
on what the purchasing agent 
should know about marketing. 
The first appeared in our Janu- 
ary 4 issue, page 61. Mr. De- 
Rose, a well known consultant 
on purchasing and marketing, 
is editorial marketing consult- 
ant for this magazine. 


l HE ULTIMATE test of mar- 
s’s success is its ability to 
e products from the factory 
» the customer. This is accom- 
hed through the selection of 
priate methods of distribu- 
and effective sales effort with 
mmediate purchaser. 
both consumer and indus- 
arkets, products which are 
s-produced are often distri- 
through middlemen, com- 
ly identified as “distributors”. 
Distributors are firms handling a 
le line of products, materials, 
upplies, either on a general or 
pecialty basis. Distributors are 
established geographically or by 
arket, and tend to concentrate 
sely in heavy industrial or 
rban areas. Generally speaking, 
listributor does not sell compet- 


By L. J. DeRose 


ing lines of product, although 
there are several examples of 
where he does. Essentially, the 
distributor carries inventories of 
the manufacturer, and sells from 
stock to customer within his area 
or market. Since the bulk of pur- 
chases will tend to be small and 
sporadic, the distributor performs 
a selling function that is difficult, 
if not impossible, for the manufac- 
turer. 


Employ Jobbers: 


There are, however, products 
which are sold to a limited num- 
ber of purchasers in a large and 
continuing volume —e.g., indus- 
trial chemicals, electrical appara- 
tus and equipment, commercial 
and industrial machinery. These 
are distributed directly by the 
manufacturer through branch or 
district sales offices. 

Where manufacturers produce 
a single item, or a limited line of 
product, within a restricted mar- 
ket area, distribution is difficult. 
To begin with, they cannot hope 
to interest a distributor in hand- 
ling their product, since the vol- 
ume potential will not warrant 
the distributor’s time and invest- 
ment. For the same reasons, they 


often cannot support a direct 
sales effort themselves. To beat 
the problem, manufacturers often 
employ jobbers or agents. Jobbers 
are other manufacturers or dis- 
tributors who take additional 
products to round out their own 
limited line. Manufacturer’s 
agents are specialists who have 
technical knowledge or customer 
contacts, and seek to supplement 
one line of product with related 
ones. Often, because his line is 
limited and his experience good, 
the manufacturer’s agent can do 
an effective job of breaking into 
markets otherwise closed to the 
manufacturer and his product. 
However, since jobbers and 
agents are paid by commissions 
on what they sell, neither has 
strong loyalties. They devote most 
of their attention to high-return 
items and customers. 


Service: 


The nature of the product, and 
size and scope of the market, 
largely determine the best chan- 
nels of distribution. However, an 
additional factor—that of cus- 
tomer service—is an important 
consideration. 

Customer service varies in con- 
sumer and industrial markets. 
For example, in the consumer 
market, service refers to product 
delivery, maintenance and repair, 
and credit or terms of payment. 
In the industrial market, the term 
includes these and other impor- 
tant considerations. 

Service to the industrial cus- 
tomer should include: ° 
assistance in the design and de- 

velopment of products or job 

proposals; 
development and preparation of 
specifications, bills of material, 
and spares requirements; 
product improvement, as well as 
continuing research and de- 
velopment; 
installation and check out of ma- 
chinery and equipment; 
training of customer personnel in 
the use, operation, repair, and 
maintenance of the product; 
preparation of manuals and in- 
structions; 
product repair, 
maintenance; 
carrying of inventories to meet 
requirements on an if, or, and 


overhaul, and 
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when needed basis; 
submission of recommendations 

for cost improvement; 
analysis of technical develop- 

ments, economic conditions, and 
industry trends. 

Where the market or product 
demands service and support of 
this type, the manufacturer must 
decide whether he can render it. 
Since it is necessary to sell and 
maintain customers, he must de- 
termine how it can be provided 
best. In some instances. this will 
be through a central sales organ- 
ization. In others, it will be 
through a branch or district 
structure. In still others, it will 
be through distributors, estab- 
lished on a technical or geograph- 
ical basis. For the small single- 
line, or limited line manufacturer, 
it may be through a jobber or 
manufacturer’s agent. In any 
event, customer service is a basic 
element of the sales and distri- 
bution function. 


Advertising and Public Relations: 


Advertising is any paid form of 
product presentation and promo- 
tion. As such, advertising employs 
all media for communicating in- 
formation, ideas, and customer 
appeals, which will increase sales 
or gain acceptance of advertiser 
claims. 

Obviously, advertising is not 
a substitute for sales and distri- 
bution. It supplements them. 
Through advertising, a manufac- 
turer may become identified in 
the mind of the customer as a re- 
putable supplier, and leader in 
his field. To the extent that the 
message is believed, the job of 
selling is simplified. Again, ad- 
vertising may demonstrate new 
uses or applications of a product. 
If this is done successfully, addi- 
tional markets are tapped, and 
distribution is expanded accord- 
ingly. 

Frequently, advertising is cap- 
able of reaching directly large 
numbers of potential customers. 
In so doing, it establishes con- 
tacts that salesmen are unable to 
make because of limited time or 
distance. Advertising can fre- 
quently turn a “cold” con- 
tact into a “hot” prospect, if not 
bring home the sale itself. 
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The effectiveness of advertis- 
ing depends primarily on the mo- 
tives appealed to by the adver- 
tiser, and the skill with which he 
presents them. Generally speak- 
ing, buying motives are either 
rational or emotional. Rational 
motives are those resulting from 
reason and judgment, which 
weigh advantages and disadvan- 
tages of a given action. When 
such motives are appealed to, 
advertising copy stresses lower 
cost, economy of use, ease of in- 
stallation, superior performance, 
greater reliability, etc. 

Emotional motives are those 
intrinsic to human nature. They 
are instinctive, intuitive, or sub- 
conscious, but reflect basic wants, 
fears, and aspirations of the hu- 
man _ personality. 


Public Relations: 


Public Relations is a planned 
program of company policy and 
action, designed to promote pub- 
lic confidence and understanding. 
The “public” to be reached is 
really a number of publics—cus- 
tomers, suppliers, employees, 
competitors, stock-holders, the 
government, the community, and 
others. The tools employed to 


reach these “publics” are the 
same as those employed in ad- 
vertising, that is, all written, 
visual, or spoken media. 

Because of their similarity in 
technique, and because of their 
overlap in objectives, public re- 
lations and advertising are fre- 
quently combined. This is par- 
ticularly true in industrial mar- 
keting where the aims of public 
relations are more limited (e.g., 
to specific customer, the govern- 
ment, or the community). In con- 
sumer markets, the problem of 
public relations are more signifi- 
cant and recognizable. Often, 
where the product has overtones 
of public safety, health, or moral 
significance (e.g., pharmaceuti- 
cals, tobacco, food products, alco- 
holic beverages) public relations 
will be acknowledged as a major 
function, and will be separate and 
distinct from marketing or sales. 

Generally speaking, however, 
both advertising and public rela- 
tions are subsidiary elements of 
the overall marketing function. 
They present the product and 
company to the customer, and 
promote their acceptance to the 
various publics they wish to in- 
fluence. 


PURCHASING 

















fysng 


“Well then lay off the vendors who give premiums. . 





Republic Tells Suppliers: 


Get Your Suppliers 
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REPUBLIC AVIATION CORPORATION 
FARMINGDALE, LONG ISLAND, NEW YORK 


Telephone CHapel 9-110 
December 7, 1959 


Mr. Thomas Flaherty 
President 

The A BC Company 
666 Sunset Drive 
Phoenix, Arizona 


Dear Mr. Flaherty: 


Several days ago I wrote to you to extend my invitation 
to you and your chief of purchasing to join us at Republic on F-105 
D Day, December 17th, The accompanying invitation booklet, "F-105 
D Day, An Invitation To Opportunity” outlines the agenda for that 


jay. I think you will find the booklet outlines an interesting pro- 


gram that will be very rewarding to all of us. 

Enclosed is a "Planned Attendance Card" wiich I am asking 
you to return as soon as possible so that we may complete all final 
arrangements. 

I am looking forward to your being with us on F-105 D Day, 
December 17th. 


Sincerely, 


E. I. Little 
Director of Material 


ElLmmf 
Attachments (2) 


to Cut Costs 


Thomas Thomas of Kearfott—rep- 
resenting the suppliers to Republic’s 
suppliers—told the audience how 
his company was able to bring costs 
down on components for the aircraft 
equipment. 


Two letters were sent to officers of major 
suppliers and their own suppliers by 
E. I. Little, director of material at Re- 
public Aviation Corporation, inviting them 
to the cost-cutting symposium. for the 
F-105D. All were asked to bring their 
purchasing agents. 


EPUBLIC AVIATION Corpo- 
; going after cost reduc- 
depth. It has gone far 

1 asking suppliers for cost- 
deas. Companies who sell 

tepublic are now being asked 
k value analysis ideas from 
uppliers. 
k-off in Republic’s program 

symposium held recently 
he company’s Farmingdale, 
Island, plant. Some 250 pur- 
agents and other execu- 
from 93 companies — who 


either sell to Republic or to ven- 
dors of Republic—heard civilian 
and military leaders urge them to 
use value analysis ideas in both 
manufacturing and selling. 

Last March Republic, the prime 
contractor, began a company-wide 
campaign to cut costs on the 
F-105D Thunderchief _fighter- 
bomber. A few months later, the 
campaign got into high gear when 
E. I. Little, director of material. 
set a cost reduction target of 30% 
for material purchased from 


suppliers. 

Working closely with its ven- 
dors, Republic was able to shave 
19.9% off the total costs for the 
supersonic all-weather airplane. 
But Little and Fred W. Moore, 
purchasing manager, felt that they 
had to go further to reach their 
target. 

The symposium—called F-105 
“D) Day”—was the logical result 
of their plans to get the next level 
of suppliers in on the cost-cutting 
act. 
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Distinguished speakers from military and civilian 
life addressed the group. Speaking here is Major 
General Beverly H. Warren, commander of the 
Air Force Aeronautical Systems Center, 


About 250 executives from 93 firms attended the 
meeting at Republic’s Farmingdale, L.L, plant. 
These suppliers account for 60% of the cost of the 
F-105D fighter-bomber. 


Republic’s purchasing manager, Fred W. Moore (1.), is 
shown some of the features of equipment made by 
Swedlow Inc. by its executive vice president, John P. 
Endicott. 





» 


More than 40 vendors exhibited equipment they make 
for the F-105D at the hangar where the symposium 


was held. 


Officers and purchasing agents 
of companies that sell to Republic 
were shown how to encourage 
value thinking among their sup- 
pliers. 

Among those speaking were: 
Mundy I. Peale, president of Re- 
public, who welcomed the group; 
Major General Beverly H. War- 
ren, of the USAF’s Air Material 
Command, who presented the De- 
fense Department’s view on air- 
craft economy; L. D. “Larry” 
Miles, of General Electric Com- 
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pany, who showed how value 
analysis techniques could be ef- 
fectively used in cutting costs; 
and Thomas Thomas, of Kearfott, 
who told how his company—a 
second-tier supplier—participated 
in the program. 

Up to now, Republic has al- 
ready saved the government— 
and, of course, the taxpayers— 
more than $25 million in produc- 
ing the Thunderchief. The com- 
pany expects that the additional 
10% will be saved by Mar. 1. 











Larry Miles, General Electric’s “Mr. 
Value Analysis,” explained how V.A. 
fits into total cost production picture. 


87 





Recent Decisions 


In Purchasing Law 


!. Pricing Laws Violated 


b ETWEEN two and three years 
uit was brought by the Fed- 
| Government against the New 
nd Concrete Pipe Corpora- 
and others. In that action it 
harged that these companies 
violated the Sherman Anti- 
t Act. On September 30, 1959 
lecree was entered by the 
ted States district Court in 
achusetts under which the 
England Concrete Pipe Cor- 
yn was prohibited from: 
Urging, influencing or suggest- 
attempting to urge, influ- 
r suggest to any other con- 
pipe manufacturer any 
bid, quotation or other term 
yndition to be used by such 
manufacturer or manufac- 
in the sale of concrete pipe; 
Entering into, adhering to, 
ntaining or claiming any right 
r any contract, combination, 
eement, understanding, plans 
gram with any other con- 
pipe manufacturer or man- 
turers or any association or 
ral agency of or for such man- 
turers, to fix, determine, 
blish or maintain prices, bids, 
tations, pricing methods, dis- 





ditor’s Note: This is the 
st in a series of articles 
will cover recent de- 
ons involving basic 
yestions in business law 
that directly or indirectly 
fect purchasing. The 
ticles will appear ir- 
as the decisions 
published — generally 
everal months following 
the actual hearings. 


egularly, 








By Albert Woodruff Gray 


counts or other terms or condi- 
tions of sale of concrete pipe to 
be used by New England or by 
such other manufacturer or man- 
ufacturers; 

“Circulating to or exchanging 
with any concrete pipe manufac- 
turer any price list or price quota- 
tions applicable to concrete pipe 
in advance of publication, circula- 
tion or communication of such 


conditions of any concrete pipe 
bid by New England or by such 
other manufacturer or manufac- 
turers in advance of the filing of 
such ‘bids; and, 

“Being a member of, contrib- 
uting anything of value to or par- 
ticipating in the activities of any 
association or central agency for 
concrete pipe manufacturers with 
knowledge that the activities are 


GO WAY- DON'T BOTHER ME. 


THINK | WANNA SPOIL THAT 
NICE DISPLAY JUST TO 


¢ MAKE MONEY ? 


I'LL GIVE YOU A BUCK 
FOR JUST ONE OF THOSE 
NICE LUSCIOUS PEARS 











It is a settled law that each producer acting individually is legally entitled 
to sell or not sell to any customer, or to sell him as much as he sees fit. 


price list or price quotations to its 
customers generally; 
“Circulating, exchanging or us- 
ing in any manner, any price list 
or making any bid containing or 
purporting to contain any price or 
terms or conditions for the sale 
of concrete pipe which had been 
agreed upon or established by 
agreement between two or more 
concrete pipe manufacturers; 
“Disclosing to or exchanging 
with any other concrete pipe 
manufacturer or manufacturers 
the amount or other terms or 


in violation of any of the provi- 
sions of this final judgment.” 
United States v. New England 
Concrete Pipe Corp., (C.C.H.) 
1959 Trade Cases 75,877, Massa- 
chusetts, September 30, 1959 


II. Conspiracy Charge 
Dismissed 


9 eee were made by the In- 
dependent Iron Works, at Oak- 
land, California, that the U. S. 
Steel Corp., Bethlehem Steel Co. 
and Kaiser Steel Corp. had con- 
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spired to restrain and monopolize 
the sale to it of structural steel. 

In support of these charges it 
asserted that the nationwide short- 
age of steel in 1955 was artificially 
created by these companies and 
that during that period they had 
refused to sell this company all 
the steel it wanted to purchase. 

Dismissing these charges and 
rendering judgment in favor of 
the steel producers in its decision 
on September 30, 1959 the Federal 
court said, “It is settled law how- 
ever, that each steel producer act- 
ing individually, was legally en- 
titled to sell or not to sell to any 
customer, or to sell him as much 
as he saw fit. 

“Tf a manufacturer may sell to 
whom he pleases it is entirely 
logical that he may restrict his 
sales as to quantity and sell to 


tor of a railroad, the buyer tur- 
ther contended that the Clayton 
Act, the U.S. antitrust law, should 
be applied. The court ruled: 

“Section 10 of the Clayton Act 
requires a common carrier en- 
gaged in interstate commerce to 
hold competitive bidding when 
purchasing goods or supplies from 
any concern which has on its 
board of directors a person who 
is also a director of the common 
carrier. 

“In essence the Independent 
Iron Works’ legal contention is 
that Section 10 should be so con- 
strued as to require a supplier 
which has a common director 
with a carrier to sell steel or other 
material to any and all persons 
who wish to compete against such 
supplier in bidding. There is 
nothing in the statute, its legisla- 


YOU WONDER WHY | CAN QO 
GIVE YOU SUCH A GOOD 
PRICE ? | FIRED ALL MY 


SALESMEN AND DRIVERS ! 











COAL sh 


DEtiveres 


CALL P 


YONES COAL co. 


“If a seller is forbidden to meet competition by reducing distribution 
costs, then his costs are frozen without regard for the public welfare.” 


his customers such quantities as 
he may see fit. The broad similar- 
ity of business conduct in the 
sense that each steel producer 
considered as one factor in its 
distribution policy its respective 
customers’ past purchases, is not 
the kind of ‘parallel conduct’ 
which will support an inference 
of conspiracy. Past purchases 
afford a logical and reasonable 
guide for distribution during a 
shortage period.” 

Because an officer of one of the 
steel companies was also a direc- 
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tive history or the regulations of 
the Interstate Commerce Com- 
mission to support such an in- 
terpretation of the statute.” 

Independent Iron Work, Inc. v. 
U. S. Steel Corp., (C.C.H.) 1959 
Trade Cases 75,838, California, 
September 30, 1959 


III, Employment Contract 
Against Competition 


A company engaged in the sell- 
ing of gasoline and oil through 
service station and tank car de- 


liveries made a contract with a 
sales employee. It started that his 
employment could be terminated 
on ten days notice by either party. 
It added, “In the event your em- 
ployment is terminated with this 
company you agree not to reenter 
the gasoline petroleum business in 
Milwaukee County for a space of 
two years, either directly or in- 
directly.” 

After fifteen months the sales- 
man opened the same type of 
business in that locality. 

When suit was brought by this 
former employer to enforce this 
provision of the contract the em- 
ployee contended that such a 
contract was in restraint of trade 
and therefore void. In its refusal 
to recognize this defense the Wis- 
consin court in granting the in- 
junction sought by the employer, 
said: 

“An employer is not entitled 
to be protected against legitimate 
and ordinary competition of the 
type that a stranger could give. 
There must be some additional, 
special facts and circumstances 
which render the restrictive cov- 
enant reasonably necessary for 
the protection of the employer’s 
business. 

“Many cases have found such 
special facts in the nature of the 
relationship between the em- 
ployee and the customers of the 
employer. If under this theory 
the most important single asset 
of most businesses is their stock 
of customers the protection of 
this asset is the legitimate inter- 
est of the employer. 

“This employer’s business is 
highly competitive. There is very 
little or no variation in price or 
difference in the products sold. 
Sales made by this employee 
were due, not to price or the 
fact that they involved the em- 
ployer’s product, but to the cus- 
tomer’s confidence in the em- 
ployee or his personal relation- 
ship with the customers. 

“To his customers he was 
identified with his employer’s 
business. This was due in part, 
because he was the main con- 
tact with the customers. The sales 
took place primarily at the cus- 
tomers’ home or place of busi- 
ness. He was no mere order taker 


(Please turn to page 208) 
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alloys used to pour high- 
astings have special composi- 
nges and mechanical proper- 
Casting grades should be 
d at all times (see table on 





» 


K-Ray inspection is required 
hould show what class of in- 

will be used as the basis 
what 
vill be required for each area 
e casting, and whether it’s per- 

to work with negotiated 


eptance or 


lards for specific areas. 


, 
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industry today. 






Institute, 






te, Garden City, 








rejection, 


by E. A. Schoefer 


castings 
hallenge to the purchas- 

because of the critical 
1.ehts to which they will 
ed. The special heat and 

resistant properties of 
castings often cannot 
other materials 
conditions com- 


New 


buying from alloy foundries, 


pre- 


recent study, the Alloy 
association of 


utive Vice President of the 


York 


How to Buy High Alloy Castings 


high alloy foundries, uncovered 
a significant number of poor spe- 
cification practices, some of which 
have led to misunderstandings 
between producers and castings 
buyers. Many of these could have 
been prevented by: (1) Better 
understanding of high alloy cast- 
ing materials and their proper- 
ties; (2) giving the casting pro- 
ducer as much detailed informa- 
tion as possible, not only on the 
mechanical design, but also on 
the conditions of use; and (3) 
















Casting stainless and heat resisting steels presents unique prob- 
lems. Here are five rules to help you get the most value when 


consulting with the foundry be- 
fore the design is “frozen.” 

From an analysis of ordering 
practices revealed by the sur- 
vey, five important rules have 
been formulated to help the buy- 
er get better values when order- 
ing high alloy castings. 

Rule No. 1—Specify Alloys 

by Casting Type 

“High alloy castings” is the 
term given to ferrous castings 
containing alloying elements 
(mainly nickel and chromium) in 
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IF DRAWING SHOWS THIS... 








ee ee. Poe 


PARTING 
LINE — 


FOUNDRY WILL CAST THIS. 
ws OO ety 


DRAG 


USUAL METHOD OF PARTING 


THIS SURFACE MUST BE SMOOTH 














6" DIA 


PARTING ......:. |. 


LINE mae 


COPE 











DRAG 


Because drag surfaces are less likely to have imperfections, the usual 
molding procedure may be reversed in order to meet specifications. Full 
information about subsequent operations helps the foundry put more 


value into castings. 


excess of 8%. As defined by the 
Alloy Casting Institute, these al- 
loys include “corrosion resistant” 
grades generally used to resist 
corrosive attack below 1200 deg. 
F, and “heat resistant” grades 
for applications above 1200 deg. 
F 


The ACI designations shown in 
the table—the corrosion resistant 
types with the initial letter “C”, 
and the heat resistant types with 
the initial letter “H”—are of- 
ficially recognized by ASTM and 
other standards groups. Although 
there are “comparable” wrought 
alloy types (302, 304, etc.) listed 
in the table next to some of the 
cast alloy types, the chemical 
composition ranges are not the 
same. Furthermore, there may be 
differences in mechanical proper- 
ties. This is particularly true for 
the cast heat resistant alloys, 
which are specifically designed 
for heat resistant service, where- 
as the wrought alloys are com- 
pounded to permit relatively easy 
hot working—at the expense of 
high temperature strength. 
Around 1700 deg. F, for instance, 
type HT cast alloy has about 
double the strength of the cor- 
responding wrought alloy type 
330. 

By ordering with ACI desig- 
nations rather than wrought al- 
loy type numbers the purchasing 
agent can avoid possible extra 
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costs, delayed deliveries and po- 
tential confusion at the foundry. 
Cast alloy compositions are 
formulated for maximum casta- 
bility whereas wrought alloy 
compositions present casting prob- 
lems. If an inquiry specifies a 
wrought alloy type most high al- 
loy foundries will point out that 
they are quoting on the basis of 
the “comparable” ACI cast grade. 

When a casting requisition spe- 
cifies a wrought alloy designa- 
tion, the purchasing agent should 
ask engineering for clarification. 
Should additional information be 
needed “Data Sheets for Heat and 
Corrosion Resistant Cast High 
Alloys,” available from the Alloy 
Casting Institute, Garden City, 
New York, provide design data 
for the complete range of cast- 
ing alloys. 


Rule No, 2—Service Conditions 
and Specifications 
Whether the casting is des- 
tined for corrosion resistant or 
heat resistant service the follow- 
ing basic information should be 
provided: 
1. Temperature(s) of opera- 
tion. 

(a) indicate whether stea- 
dy or cycling. 

(b) if cycling, give na- 
ture of cycles—maxi- 
mum and minimum 
temperatures, length 
of cycles, etc. 


. Corrosive environments. 

(a) liquid media — give 
chemical composition 
and concentration of 
each component. 

(b) gas atmospheres — in- 
dicate whether oxi- 
dizing, reducing, car- 
burizing, neutral or 
other; if sulfur or im- 
purities from heating 
fuel may be _intro- 
duced, this must be 
mentioned. 

. Loading conditions. 

(a) state whether steady 
or variable. 

(b) describe any non-uni- 
form loading. 

(c) give details of any 
shock or impact loads. 

. Pressures of fluid environ- 
ment — state magnitude 
and whether steady or 
cycling. 

. Method of heating and fir- 
ing — describe whether 
electric, gas, radiant tube, 
etc. 

. Special conditions not usu- 
ally encountered—explain 
any deviations from nor- 
mal applications, such as 
thermal shock, use in a 
corrosive medium that is 
new for this type of com- 
ponent, etc. 

Point No. 6 is especially im- 
portant as it may not be realized 
that a specific cast component 
which gives excellent service in 
one type of corrosive medium 
may give poor service in an- 
other. By consulting with a qual- 
ified high alloy foundry and giv- 
ing complete details of the ex- 
pected corrosive environment, a 
change in alloy or mechanical 
design may be suggested—and 
such a suggestion often saves 
thousands of dollars and many 
man-hours. 

In addition to actual service 
conditions the foundry must be 
informed of specification or code 
requirements (e.g. MIL, ASME, 
ASA) which may affect pattern 
construction or the choice of 
molding or pouring techniques. 
Inspection and testing require- 
ments such as X-Ray, Magnafiux, 
pressure tests, etc., must also be 
fully described. 

Further fabrication, which may 
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ALLOY CASTING INSTITUTE 
STANDARD DESIGNATIONS 
AND CHEMICAL COMPOSITION RANGES 


FOR HEAT AND CORROSION RESISTANT CASTINGS 





CAST 
ALLOY 


Composition — per cent (balance Fe) 





DESIGNATION 


on 


Si s 
max. max. 


Other Elements 





CA=15 
ALO 
B=30 

CC-50 


__ CD-UMCu 


0.04 
0.0h 
0.0h 
0.0L 
0.0 


Mo 0.5 max, t 
Mo 0.5 max. t 


Mo 1e75—2025s Cu 2475-3025 





CE=30 
CF-3 
CF=20 


0.0h 
0.0 
0.04 
0.0k 








SF=3M 

CFS 
P= 12M 
F-8C 


0. 
0.04 
0.0h 
0.04 


Mo 2,0=3,0 
Mo 2,0-3.0 
Mo 2,0-3,0 
Cb 6xC min.» 1.0 maxes or 
Cb-Ta 10xC min.» 1.35 max. 





" CF~16F 
CF~l6Fa 
CG—8M 


0.04 
0.20-0,L0 
0.04 18-21 
0.04 22-26 
0.04 23-27 
0.04 18-22 


Mo 1.5 MAX.» Se 0.20-C.35 
Mo 0,L0-C,80 
Mo 3.0-4.0 








0.0 8-20 
0.0 26=30 
0.04 26-30 
0.04 26-30 


& ante 
be? 
8-11 





0.04 19-23 
00k 2-28 
0.04 26-30 
0.04 24-28 


9-12 
11-14 
14-18 
18-22 





0.04 a -32 
0.04 19-23 
0.04 13-17 
0.0u 17-21 


2.00 2.50 


1822 
23-27 
33-37 
37-41 





0.35-0.75 














0.04 10-24 


2.00 2.50 0.0h 15-19 














58-62 
64-68 














¢ Molybdenum not intentionally added. 
» There are several proprietary alloy compositions falling within the stated chromium and nickel ranges, and containing varying 


amounts of silicon, molybdenum and copper. 


Such alloys are available from licensed producers only. 


Designations with the initial letter "C" indicate alloys generally used to resist corrosive attack at temperatures less 


taan 1200 F. 
temperature is in excess of 1200 F, 

increasing in amount from "A® to "I", 
12% Cr-60% Mi alloy types. 


Designations with the initial letter “H® indicate alloys generally used under conditions where the metal 
The second letter represents the nominal chromiumnickel type; the nickel content 

For example, "F* stands for the 19% Cr-9% Ni, "K" for the 25%Cr—20% Ni, ani "W" for the 
Numerals following the letters indicate the maximum carbon content of the corrosion resistant 


alloys; carbon content may also be designated in the heat resistant grades by following the letters with a numeral to indicate 


the midpoint of a 
tion of a letter to the symbol. 


29% Ni type with a maximum carbon content of 0.08%. 


the design and production 
he casting must be indicated. 
‘or example, the foundryman 
; which surfaces of a cast- 
are to be machined, he can 
the method of manufacture 
ensure that these surfaces will 
f the highest quality. 


Rule No. 3—Give Complete Di- 
mensions and Detailed Drawings 


Because of the special nature 
the product, the successful 
duction of a satisfactory high 
lloy casting depends largely up- 
the completeness of dimen- 
sional information given and the 
amount of detail shown in the 


Q9? 


drawings, which should be pre- 
pared with high alloy castings in 
mind. 

Often a drawing for a casting 
is based on former wrought or 
forged design. In such case, the 
purchasing agent should ask the 
high alloy foundry to redesign 
the item or have his own engi- 
neering department do so after 
consulting with the foundry. The 
user should always inform the 
foundry of experience with previ- 
ous designs of the same type. 

Drawings should be completely 
dimensioned. Failure to supply 
adequate information is likely to 
result in delay or unacceptable 


0.10% carbon range. If special elements are included in the composition they are indicated by the addé- 
Thus, "CF-8M" is an alloy for corrosion resistant service, of the molybdenumcontaining 19% 


Answers to the following ques- 
tions will expedite production: 

1. Are wall section dimensions 
shown, minimum dimensions? 

2. If wall section dimensions 
are nominal, what are the toler- 
ances? 

3. Will wall section check be 
required on each casting, and if 
so will gauges be furnished? 

4. Will the diameters be checked 
from the I.D. or O.D? 

5. Will straightening be re- 
quired? 

6. Are location points for ma- 
chining shown on the drawing? 

It is essential to indicate on 
drawings all areas where absolute 

(Please turn to page 203) 
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1. Wolverine Capilator Catalog 2. Wolverine Aluminum Catalog 3. Opportunities Untimited 4. Wolverine Trufin Catalog 5. Copper Refrigeration Tube Book 


GATE 
When it comes to tube... || f2>— 


6 PReewe rue 
Yeuer.wA. 





spect come to Wolverine — 


From Wolverine Tube, manufacturers can obtain a great 
variety of tubular products. These range from such prod- 
ucts as tiny, plug-drawn Wolverine Capilator® used for 
restriction purposes, to commercial copper tube up to 6 
inch O.D. and aluminum tube to 3 inch O.D. 
=e 





Illustrated on this page—and reading like tubing's “best , 
seller” list—is the latest Wolverine Tube literature deal- ee 
ing with all the company’s products and specialized 
services. Look these catalogs over. A request, on your 
letterhead, will bring you the catalog ... or catalogs... 
of your choice without delay or obligation. Just write 


Dept. S—TODAY! 


12. Wolverine Serves 
The Refrigeration Industry 


pea Pion < ton WOLVERINE TUBE . ly) 
e00e mene vse ge Ld CALUMET & ECLA. Inc. Al | V e [| Hie 
> Site a wh) 17250 Seuthfield Road 


Allen Park, Michigan 
ality Aluminum § 


Contretied Tubing and Extruded 





hapes 


PLANTS IN DETROIT, MICHIGAN, AND DECATUR, ALABAMA, 
SALES OFFICES IN PRINCIPAL CITIES. 





13. Copper Water Tube Catalog 


PLANTS LOCATED: 


es GN 





MADE IN USA 
TO THE STANDARDS 


* * + +a 


DECATUR, ALABAMA 


14. Wolverine Corrosion Chart 
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Products and ideas 





P.A’s Help Design Socket Screw Catalog 


‘ HE Standard Pressed Steel Co. 
made the purchasing agent a 
t partner in designing its new 
alog of Unbrako socket screw 
lucts. Through the years, SPS 
collected the questions most 
juently asked by purchasing 
about socket screws. In 
incing the new combination 
and technical reference, 
company states it has an- 
ered 75% of these questions. It 
ves it will save the P.A. con- 
rable time now spent in seek- 
1is information. 
addition, the collection in 
place of all product and fast- 
evaluation and application 
provides the value analyst 
a convenient reference 
k. Prices are not included, but 
rate price lists tied in with 
atalog are available. 
Section I of the book, the 
of socket screws available 
| their specifications are listed 
etail. All specification informa- 
on the size and material of 
1 type of screw is grouped 


togethcr. There is no need to skip 
from one end of the catalog to the 
other to find available data on 
socket head cap screws. For any 
size, data on alloy and stainless 
grades, coarse and fine threads, 
and regular and self-locking types 
are found on the same page. 

A 33-page engineering section, 
with information on _ tensile 
strengths, installation torques, 
and other mechanical factors, pro- 
vides basic help in evaluating the 
job a fastener can do under given 
working conditions. It shows how 
to determine whether the use of 
fewer, but stronger, screws may 
be more economical or produce 
better end results than the use of 
lower strength screws in greater 
quantity. 

Section III of the catalog con- 
tains a simplified technology of 
fasteners, describes the self-lock- 
ing features available, and lists 
certain special fasteners and their 
applications. The full range of 
platings and surface treatments 
available are listed and their ad- 


vantages and applications are ex- 
plained. Diagrams show how much 
actual plating thickness is added 
to the screw by each process. The 
section ends with a chart listing 
common symptoms of thread-fit 
problems and showing how they 
can be detected accurately. 





New Aluminum Casting Alloy 
Improves Shrinkage Control 


Standard aluminum casting (left) is 

ompared to same part cast from 
newly developed alloy F460 (type 
19). Typical shrinkage over large 
area does not appear in casting made 
from PT grade ingot and all other 
onditions were held unchanged. 


A NEW grade of aluminum 
casting alloys, in which shrinkage 
tendencies are reduced and con- 
trolled, has been developed by the 
American Smelting and Refining 
Co. 

The new grade metal, which is 
produced by a special refining 
technique, may be used as an 
alternative to most aluminum 
casting alloys. It substantially re- 
duces variable and unpredictable 
shrinkage met in aluminum foun- 
dry work and eliminates the need 
for extra gates and risers to con- 
trol this shrinkage. 

Because of the improvement ob- 


tained especially in castings that 
require pressure testing, the new 
process has been named “PT’”— 
for pressure tight. Not only does 
PT grade aluminum produce more 
uniform castings but a decrease 
in surface shrinkage gives a 
brighter and cleaner surface. 

The process is applicable to 
sand casting and permanent mold 
alloys but cannot yet be used for 
die casting alloys. It has no effect 
on metal characteristics such as 
castibility, fluidity, physical prop- 
erties, machineability, heat treat- 
ment, or patternmaker’s shrink- 
age. 

The company states that tests 
by commercial foundries have 
shown that the new grade metal 
results in fewer rejects, simpler 
casting procedures, and higher 
yields of finished castings per 
pound of metal poured. 
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“ SIMONDS 


Metal Cutting 
Band Saw 


Here’s a tough, edge-holding band saw blade that gives a real 

bonus in smooth, fast cutting and long life. Made of rugged, 

wear-resistant alloy steel, Simonds ‘“‘ Bonus’? Band Saws have 

sharp, perfectly formed teeth that are set with absolute 

evenness on both sides of the blade. Hardened along 

the tooth edge only by scientifically controlled heat 

treatment, they combine maximum cui-ability with 

yd Bs ic te Po : flexibility and resistance to breakage . . . have an 
« . enviable reputation for dependable, trouble-free 

ne aaee dmaeee . service. All standard widths, tooth styles and 
KIP . TOOTH spacings are available from stock in coils or 

7 welded-to-length for all makes and types of 

band saw machines. 


HARD EDGE 


HARD EDGE 
HIGH SPEED STEEL 
PRING TEMPER 


SIMONDS | 


| SAW AND STEEL CO | 
rr pe 


eens 


FITCHBURG, MASS. 


Se oS — 


Factory Branches in Boston, Chicago, Shreveport, La., Son Francisco 
and Portland, Oregon 
Conodion Factory in Montreal, Que., Simonds Divisions: Simonds Stee! Mill, 
Lockport, N. Y., Heller Tool Co., Newcomerstown, Ohio 
Simonds Abrasive Co., Phila., Po., and Arvide, Que., Caneda 


For Fast Service 
Complete Stocks 
Call your 
SIMMONDS 


industrial Supply 
DISTRIBUTOR 
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The big blaze leveled both plant and warehouse 


... nearly a 100% lossof stock! And then... 
, “ 


Tuesday morning—I was just starting off on my calls 
when the bad news came over the radio: 

Fire—a big one—was burning the Niagara Trans- 
former Corporation to the ground! Niagara makes 
transformers in Buffalo. 

Niagara is also my customer. I’m Bud Jones—sales- 
man for Rome Cable. 

My first reaction: get over there . . . quick! But 
when I arrived the damage had already been done. 
There was nothing to do but wait. . . 

Tuesday evening—the details were in the paper. In 
less than two hours, fire had completely destroyed 
both plant and warehouse—and nearly one hundred 
percent of stock. 

Wednesday morning—just 24 hours later—Niagara had 
selected an existing building, signed the lease, and 
started planning the layout. That’s where I came in 
Thursday noon—I got the word. They needed wire and 
cable for an emergency installation, needed it fast. 
Niagara’s new building had no power whatsoever. 
“Can Rome handle all the power requirements?” I 
was asked. “You bet!” 

Thursday, 2:15 P.M.—I relayed the order back to our 
plant at Rome, N. Y. Voltage requirements. Cable 
size. Distance to be covered. 

Part of the order could be made up from stock. But 
a special power cable—that had to be strung overhead 
in the new plant, out the skylight, across the roof, 
through another skylight and down to the transformer 


—had to be self-supporting and specially made. 

Our engineers came up with a quick—and unique 
—answer. They had three conductors spiralled around 
a high-strength messenger. That was done in the 
Rome plant to save Niagara time on the job. 
Thursday, 3:30 P.M.—order completed! 

Friday morning—after testing—it was shipped. 

Just seven days after the fire, Niagara was on its 
feet again, winding coils for transformers with Rome 
magnet wire, which we also supplied in a jiffy! 

As Herman E. Gabel, Jr., General Manager at 
Niagara, said: “Rome did a wonderful job in getting 
us the cable we needed . . . but that’s not startling 
for Rome! We've felt we could always depend on 
Rome for quick delivery and imaginative engineering.” 


ALCOA 


ROME CABLE 
DIVISION 
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H&S 


Speed Reducers 


Gears and Speed Reducers 
for your power transmission needs 


« S offers a complete line of 
1 Reducers. Single, double 
triple reduction types using 

rringbone and Helical gears 

vide ratios from 2.31 to 1 up 
i129 to 1; Worm gear reducers’ 
s range from 3.56 to 1 up to 

000 to 1. H&S has also become 
ider in engineering and build- 
special drives with space- and 

t-saving features. 


Industrial Gears, large or small, 
backed by over 70 years experi- 
ence: Spur Gears up to 160” dia.; 
Spur Racks up to 12 ft. long; Heli- 
cal Gears up to 125” dia.; Sykes 
Herringbone, up to 60”; Straight 
Bevel, up to 77”; Worm Gears up to 
60” dia.; Sprockets, up to 48” dia. 
H & S Gears are available in Steel, 
Cast Iron, Ductile Iron, Bronze, 
Rawhide, Fibroil, or Bakelite. 


Send for Speed Reducer Catalog No. 55, Gear Catalog No. 57. 





THE /HORSBURGH & SCOTT)\ CO. 


GEARS AND SPEED REDUCERS 
5112 Hamilton Avenue ¢ Cleveland 14, Ohio 
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Finger-Tip Wrenches 
for Snug or Hidden Areas 


Finger-tip wrenches in a new 
tool design are intended for work 
in snug, narrow, remote or hidden 
working areas. Worn on the fin- 
ger, new tool permits user to hold 
nut or bolt in fixed position for 
assembly or disassembly, elim- 
inating the need of trying to 
hold with the fingers in space 
where normal tools cannot be 
used. Finger wrenches come in 
various nut sizes and are adjust- 
able to fit different size fingers. 
Beaver Tool Co., Box 256, Hunt- 
ington Station, N.Y. 

Write No. 18 on Inquiry Card—Page 32 


Hand-Held, 18-Gauge 
Electric Shear 


A new hand-held electric shear 
weighs only 6% Ibs. but will slice 
through #18 gauge cold-rolled 
steel at 30 ft. per minute. New 
tool will also handle monel metal 
or stainless steel in thicknesses 
up to 20 gauge. Designed to de- 
liver 2,500 cutting strokes per 
minute under full load, shear re- 
quires only slight forward pres- 
sure and can follow pattern lines 
perfectly, with the cutting blade 
visible at all times. Black and 
Decker Mfg. Co., Towson 4, Md. 
Write No. 19 on Inquiry Card—Page 32 
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Bundy can mass-fabricate 
practically anything 


Bundy promises promptness 
Bundyweld® double-walled steel tubing 


.. . and lower costs with 


UST as sure as fish have fins, you can count on Bundy to deliver your 

tubing order without fuss ... without delay! And you can have Bundy- 
weld —the original double-walled steel tubing —from stock for fast off- 
the-shelf delivery, or mass-fabricated to your specifications. In either case 
you get top quality and lower costs coupled with s-p-e-e-d! 

And there are other extras when you specify Bundyweld. Designing and 
engineering services, for example. Bundy’s people work hand-in-hand with 
your own engineers to solve tubing problems. . . save time and money. 
And Bundy has special machinery to mass-fabricate small-diameter tub- 
ing to your exact specifications. Covered by Government Spec. MIL-T-3520, 
Type III. 

All in all, when it comes to tubing, you’d be wise to talk with Bundy! 
Phone, write, or wire Bundy Tubing Company, Detroit 14, Michigan. 


y 


Bundyweld is the 
original tubing double- 
walled from a single 
copper-plated steel 
strip, metallurgically 
bonded through 360° 
of wall contact for 
amazing strength, 
versatility. 


There’s no substitute for the original Bundyweld Tubing. 


BUNDY. TUBING COMPANY 


HOMETOWN, PA. © DETROIT 14, MICH. © WINCHESTER, KY. 


Bundyweld is light- 
weight, uniformly 
smooth, easily fabri- 
cated. It’s remarkably 
resistant to vibration 
fatigue; has unusually 
high burstingstrength. 
Sizes up to %” O.D. 


WORLD'S LARGEST PRODUCER OF SMALL-DIAMETER TUBING. AFFILIATED PLANTS IN AUSTRALIA, BRAZIL, ENGLAND, FRANCE, GERMANY, AND ITALY 


JANUARY 18, 1960 
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WUs- Re CREATING THE METALS THAT SHAPE THE FUTURE 


® 


V-R 
vacuum sintering 
makes 
better carbide 


WF 


8 


Vacuum sintered steel cutting carbide grades are more versatile 
because precise control during vacuum sintering removes trace 
impurities . . . increasing the strength of V-R carbides and their 
ability to withstand cutting conditions which generate extreme heat. 
Vacuum sintering is one of the many reasons for the superior 
performance of V-R’s new carbide grades for machining all types of 
steel and the new superalloys. At V-R, the finest im modern 
equipment is effectively combined with the metallurgical knowledge 
gained through 30 years of carbide research and manufacturing 
experience . . . experience that means better carbide for every use. 


VASCOLOY:- RAMET 


864 MARKET STREET * WAUKEGAN, ILLINOIS 
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EXPLODED VIEW OF AUTOSTAT® made by 
FULTON SYLPHON DIV., Robertshaw-Fulton 
Controls Co., shows impact extruded cup 
made from Revere Copper Rod. Other parts 
of this superior thermostat used in pres- 
surized cooling systems in automobiles and 
other automotive equipment, are made of 
70/30 Revere Brass Strip. 


Revere helps ‘fit the metal to the job” 


AND A LEADING MANUFACTURER OF AUTOMOTIVE THERMOSTATS IS 
ABLE TO PRODUCE A SUPERIOR PRODUCT FOR LESS MONEY 


That little unimportant-looking copper cup shown above originally 
posed a king-sized production problem. It is a critical part of a newly 
designed automotive thermostat made by the Fulton Sylphon Division 
of the Robertshaw-Fulton Controls Co., Knoxville, Tenn 

In the early stages this copper cup was machined from free cut- 
ting copper rod, but this proved costly due to the high rate of scrap 
from the machining operation and the relatively high cost of turning 
out the machined part. At this point Revere Technical Advisors got 
together with Fulton Sylphon Engineers and the possibility of an 
impact extrusion was discussed. Revere T.A.’s in turn contacted sup- 
pliers who might furnish these extrusions in copper, to see whether 
or not they could be produced economically and to the demanding 
specifications required. 

After exhaustive tests it was found that the cup could be impact 
extruded to meet the exacting hardness specifications of Fulton 
Sylphon. During its development, many problems involving temper, 
grain size and control of the chemical composition of the copper rod 
had to be solved. 

In addition to the Copper Cup, Revere also supplies 70/30 Brass 
Strip from which other parts of the AUTOSTAT® are fabricated. 

Said a Fulton Sylphon purchasing agent, “When you ask Revere 
for help you really get results.”’ 

This is still another case of how Revere, a supplier, working with 
still another supplier, was able to help its customer produce a superior 
product for less money. Why don’t you take advantage of this service? 


¥ 


REVERE 


REVERE COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue 
New York 17, N. Y. 
Mills: Rome, N. Y.; Baltimore, Md.; Chicago and Clinton, Ul.; 
Detroit, Mich.; Los Angeles, Riverside and Santa Ana, Calif.; Neu 


Bedford, Mass.; Brooklyn, N. Y.; Newport, Ark.; Ft. Calhoun, Neb. 
Sales Offices in Principal Cities, Distributors Everywhere. 
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New Unit Combines 
Pressing and Staking 





APPEAL 


with If 3 A new air staker combines 
P arbor press and staking functions, 
C L EVE LAN D \ performing pressing or staking op- 


; : erations independently or com- 
tk *=- bining them in rapid sequence. 
uU * Versatility means that finished as- 

sembly from primary components 


C O NTAI N E RS is often as fast as from pre-stocked 


sub-assemblies. Tool change takes 
....and they combine 5 important less than 15 seconds, and die-set 
packaging advantages: accuracy is achieved. The result 


is faster, lower-cost assembly of 

* DISPLAY AND PROTECT small components such as cams, 

ELIMINATE DOUBLE LABELING bushings, gears, shafts, posts and 

INCREASE PACKAGE STRENGTH plates. Cramer Controls Corp., 
ADD EXCITEMENT TO PRODUCT Centerbrook, Conn. 


* CREATE NEW SALES POWER Write No. 20 on Inquiry Card—Page 32 


~ 

The Mark Allen Company, makers of “Vogue House = pose rhe nce 
Cologne,” is one of the manufacturers in the cosmetic with Square beam 
and drug industry to profit from the new outstanding 
advantages of C-THRU containers. Constructed of clear 
spirally-wound plastic, they are available in diameters 
from %"’, in lengths as required. Choice of gaily colored 
bands may be imprinted if desired. Closures and plugs in 
full range of types and sizes in paper, plastic, and metal. 
The container illustrated features a top and bottom of 
curled and disced paper. 

Ask our Engineering Department to 

explain how a C-THRU container 

can be designed for your product. 


4HE 


CLEVELAND CONTAINER 


Plants and COMPANY Sales Offices: A ll ind ial 

Sales Offices: EVELAND 2, OHIO, Xm York City new all-purpose industria 

6201 BARBERTON AVE. + CLEVEL ' Washington, 0.C. flash-light features a square beam 

Rochester, WN. Y. : . : 

ALL-FIBRE CANS - COMBINATION METAL AND PAPER CANS West Hartford, with peg — six times iy beam 

smphis SPIRALLY WOUND TUBES AND CORES FOR ALL PURPOSES Conn. area of standard two-cell flash- 
Angeles aoiek lights. Precision-molded multiple 

mesburg,W.J, CLEVELAND CONTAINER CANADA, LIMITED Division lens distributes light in area that 
Lawn, N.J Plants & Sales Offices: Toronto & Prescott, Ont. - Sales Office: Montreal at Cleveland (Please turn to page 104) 


For More Information Write No. 213 on Inquiry Card—Page 32 For More Information about ad on facing 
page Write No. 214 on Inquiry Card—pg. 32> 
PURCHASING 


Sleveland 
enit 


phis 








NOW! A full service rental program 





that saves capital, 
eliminates maintenance problems... 
rids you of truck downtime! 


A new, flexible rental system, enabling you to 
acquire all of your materials handling equipment, 
with full service arrangements, and complete 
maintenance coverage, is now available. 


You save working capital! Without large outlays 
of capital you take immediate possession of all 
new materials handling equipment. Your present 
equipment is purchased at full cash value... 
your only actual capital expenditure is one 
budgeted monthly payment. 


Downtime is eliminated! The Clark Rental Sys- 
tem maintains a standby fleet of equipment for 
your immediate use when an emergency arises. 
The possibility of delays and losses to downtime 
are practically eliminated. 


No more maintenance! Renting takes you out of 
the repair business. You no longer need to main- 
tain a special repair shop, an inventory of parts, 
or special tools and equipment. 


You rid yourself of hidden costs! The burden on 
your cost accounting system is reduced to the 


bone. Clerical time, rising costs of inflation, and 
the high cost of using obsolete equipment . . . are 
all eliminated. One cost is your only cost. 


A tailored system! A rental contract is prepared 
only after a thorough study of your specific op- 
eration is made. The flexibility of the Clark 
Rental System provides you with a basic pro- 
gram—without frills or extras—which keeps your 
handling costs to a minimum. 


Compare the advantages for yourself! A booklet 
describing the rental program in detail, including 
a cost comparison chart, is available without ob- 
ligation. For your personal copy, write or wire to 
the address below. 


CLARK 


CLARK RENTAL CORPORATION 
485 Lexington Avenue ° New York 16, N. Y. 
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is both rectangular and larger, 
thanks...to the thousands of making fiashlight ideal for close- 


purchasing agents who made up and medium-distances. Unique 


shape of beam facilities searching 


° * fo ackage identification num- 
Borroughs first choice grt. 


bers, inspection of production ma- 
chinery, maintenance and repair 
of boilers, etc. Bright Star In- 


BORROUGHS 2 eta ane 
N.J. 
STEEL SHELVING we oe Seg 


Intermediate-Sized 
Lightweight Lantern 








first choice for value! 


The nationwide preference for Borroughs Steel Shelving has 
been earned on genuine merit. Day after day Borroughs Shelv- 
ing proves itself the most simple, most flexible, most rapidly 
assembled shelving on the market. With Borroughs’ exclusive 
Shelf Support brackets shelves can be relocated without nuts 
1r bolts. No special tools are needed to assemble units . . 
iny unit or shelf can be moved independently. Many more 
onvincing facts for the asking. 








A lightweight, compact lantern 
liam hc? | > 1998 Oe ee meets the need for an _ inter- 
a ee ee mediate-sized portable light. New 
ee > unit combines the convenience of 
1 iets 7an% Salen! ee | EL a flashlight with the service capa- 
city of a lantern. Powered by 3 
standard flashlight batteries, lan- 
tern produces high-powered light 
output but easily fits into tool 
Sensseented he: Sweats Cotaiec, kit. Weighing only 14 oz. without 
send for catalog Pim Encincering File 40 80 batteries, lantern is strongly con- 
structed of chrome-filled steel. 
Features include separated light- 
head and battery case in modern 
design. Burgess Battery Co., Free- 
port, Ill. 
Write No. 22 on Inquiry Card—Page 32 


Counting Device for 
Gravity Wheel Conveyors 


insert 4 shelf support Tilt shelf into support 
brackets... no fum- ond then brackets... and shelf 


bling with studs, bolts, is ready for loading. 
nuts or lock washers. 


BORROUGHS smanvuracturinc company 


OF KALAMAZOO 
A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3014 NORTH BURDICK ST. ali). KALAMAZOO, MICHIGAN 


A new mechanical case counter 
is now available for use with grav- 


ity wheel conveyors. Capable of 
° (Please turn to page 108) 

For More Information Write No. 215 on Inquiry Card—Page 32 For More Information about ad on facing 

page Write No, 216 on Inquiry Card—pg. 32> 


PURCHASING 

















BARNES NEW 


HIGH SPEED STEEL | 
BAND SAW BLADES | 


CUT FASTER AND LAST 
LONGER ON TOUGHEST 
METAL-CUTTING JOBS! 


Barnes High Speed Steel Band Saws are produced 
with Barnes’ exclusive “‘gradient hardness’’ proc- 
ess. They are superior quality blades for high speed 
production (. . . at low cost) on heavy duty hori- 
zontal and vertical band saws. 


Ideal for contour and cut-off sawing of stainless 
and other tough alloys, Barnes High Speed Bands 
cut faster and last longer than carbon steel blades 
with a resulting increase in production. High 
tensile strength and extra-long flexing life are 
combined for maximum economy on the job. 


The engineered tooth form, specially treated to 
“red hardness’, removes chips with maximum effi- 
ciency. Teeth are precision set for straight, accu- 
rate cutting. A narrow kerf reduces material loss. 


Each Barnes High Speed Steel Band Saw Blade is Barnes High Speed Steel Band Saw Blades are raker 
individually tested for proper hardness and per- set with ARC-LINE TOOTH, SKIP TOOTH and HOOK 
manently joined by the superior Barnes’ welding TOOTH; 12" to 1” wide, from 3 to 10 teeth. Available 

only cut-to-length and welded. Individually packaged 
process. in sturdy, attractive cartons for safe, convenient han- 
For all general cutting, recommend Barnes High dling and storing. 


Speed Steel Band Saw Blades. Call Your Barnes Distributor 


<i w. 0. BARNES co., Inc. 


1297 TERMINAL AVENUE e DETROIT 14, MICHIGAN 











The Airco LINAGRAPH is the newest, finest multiple torch machine on the 
welding market today for flame cutting intricate shapes out of mill plate 
up to 96” wide, in any length. 

The LINAGRAPH’S pantograph design enables its Aircotron (electronic) 
Tracer to follow a templet so precisely that in most cases further finishing 
of the flame cut part is unnecessary. 

The LINAGRAPH features also a central location of all controls. Further- 
more, the tracing table moves easily on rollers —lets you move the templet 
without moving the work itself. 

It cuts steel plate up to 96” wide and up to 12” thick, using acetylene, 
natural or city gas or propane with up to six torches. The LINAGRAPH 
requires floor space only 19’3” wide. 


Extra lengths of rails and tracks and extra tracing tables can be ordered, 
and right- or left-hand operation is available. 


electronic). Tracer For complete information on the New Airco LINAGRAPH, phone your 


a gear templet. nearest Air Reduction office. Or write us today for Catalog 804L. 


On the west coast— 
: Air Reduction Pacific Company 
AiR REDUCTION SALES COMPANY _ tternationatty- . 
Airco Company International 
A division of Air Reduction C ' ate In Cuba— 
—— eee as Cuban Air Products Corporation 
In Canada— 
Air Reduction Canada Limited 
All divisions or subsidiaries 
of Air Reduction Company, inc, 


150 East 42nd Street, New York 17, N.Y. 


Offices and authorized dealers in most principal cities 








to make your flame cutting jobs more profitable 











LOOKING FOR 
THE BEST BUY 
_IN VALVES? 

q-E=) 


5 
= 


: 
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TUPeEPE eb ENE 


REGO 


850 SERIES CYLINDER VALVES 
for efficient, economical 
control of gases 


» THOROUGHLY FIELD-PROVERM 
; in use under all 


HOROUGHLY SAFE 


levices for every rating 
lication 


)UBLE SAVINGS! 
ost of valve— 
hipping charges: 
ter than old-style valves 


INGER, MAINTENANCE-FREE LIFE 
acking; automatic take-up 
eds adjustment 


u order cylinders complete with 
Specify RegO and SAVE! 


COUPON NOW FOR FAST REPLY: 
us Se 
> Division, Dept. 26-A 
Bastian-Blessing Company 
1 W. Peterson Ave., Chicago 46, Ill. 
end us free information about: 


: 


50 Series Valves 


> Valve Custom-izing Service 
name or trademark embossed 
alve body.) 


30 Engineering Advisory Service 
urchasing executives 








Wwe ee een ee eR Oe ame 
—— —— ws Se Se Ge oe cee ee ee ee ee oe 


“Zone State 
Sy 
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counting up to 99,999, counter is 
installed from top of conveyor. 
Arm fastened to the counter shaft 
records each case by turning shaft 
when case depresses arm. To get 
an accurate count, there must be 
at least a 2 in. separation between 
cartons, and recommended loca- 
tions for installations include: be- 
ginnng of the line, after a power 
conveyor, or on a curve. Counter 
can be set back to zero by turn- 
ing knob. Rapids-Standard Co., 
Inc., 342 Rapistan Bldg., Grand 
Rapids 2, Mich. 
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Light Gauge 
Identification Plates 


‘A new line of light gauge 
(.020) identification plates is now 
available in a full range of bril- 
liant colors, sizes, shapes and 
metals. Razor-sharp clarity of de- 
tail is featured, making plates 
ideal for use as panels and dial 
facings. Enameled, etched, litho- 


graphed or anodized finishing in- 


sures peak resistance against 
scratches and weather damage. 
Plates can be supplied for either 
pin or press-on mounting. Dickey- 
Grabler Co., 10302 Madison Ave., 
Cleveland 2, Ohio. 
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Fast, Distortion-Free 
Heavy-Duty Nibbler 
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At last! The First 
Color-True Fluorescents 


..»LUSTRA NORTHLITE 


Here's the engineer's dramatic light- 
ing answer to the color control prob- 
lem—LUSTRA NORTHLITE—the first 
fluorescent to approximate the de- 
sirable lighting of the artist’s sky- 
light. This unique lighting permits 
every industry, every store, every 
producer of color-true products... 
in printing, textiles, or plestic...in 
department stores, dress salons, 
furriers, milliners, haberdasheries 
...in sales areas, work areas, dis- 
play areas...to change from the 
present over-blue or over-red lamps 
to 24-month-guaranteed LustTRaA 
NORTHLITE, approximating 5500°K. 
temperatures to a point where your 
color guess-work is ended. Now 
available in all standard sizes... 
for your present standard fixtures! 


Send immediately for the full tech- 
nical details on the amazing new 
LUSTRA NORTHLITE fluorescents! 


Look how Lustra lead 
in products 


that 


and service 
ive money! 


LUSTRA CORPORATION OF AMERICA 
Dept. P-1, 32-33 47th Ave., Long Island City 1, N.Y. 
For More Information Write No. 224 
on Inquiry Card—Page 32 
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You name it...we’ll stamp it 


one or a million @ minimum cost 


You’ll get better service on Stampings from 
THE LAMINATED SHIM COMPANY. This is literally 
true because (a) we’ve been doing it since 1913, 
and (b) we’ve perfected our own special equip- 
ment, toolings and techniques—all unknown to 


“ONE SHORT 
PLUS” RUN 
METHOD METHOD 


Applies when you need just a More than “a few,”’ but less 


few pieces for prototypes or 
experiment. We hold all critical 
dimensions, yet avoid tooling 
charges. 


than production quantities. 
Temporary tooling, simple dies 
and special presses keep costs 
down. 


the ordinary stampings shop. Therefore you get 
exactly what you want, including the degree of 
precision you need—any contour, often without 
dies—any size—any quantity—fast, and at a sur- 
prisingly low cost—according to our 


PRODUCTION “WATCH 

RUN DOG” 

METHOD SERVICE 
Applies when quantity, toler- A routine procedure. We re- 
ance, size and contour factors evaluate repeat orders as to 
justify our standard production quantity and specs—then use 


tooling and/or nominal die the Method best for you. 
charges. 


Result: lowest possible cost per unit, regardless 
of quantity. Want more details? And suggestions 
for ordering Stampings economically? Send for 
STAMPINGS Folder No. 3—a most helpful refer- 
ence booklet. 











AY DIVISION ¢ THE LAMINATED SHIM COMPANY, INC. 


2401 UNION STREET, GLENBROOK, CONNECTICUT 












OW...“Snow White” Manufacture 
Big Gain in Tube Reliability! Your 


(Xust-causing moisture; oil and contaminat- The tiny deposits of rust that work harm in- 

¢ fumes; dirt particles, lint fibres—all these side other metal tubes, will not form in the dry 

threats to reliability in ordinary ignitrons. air and spotless surroundings in which G-E 

eneral Electric’s “Snow White” manufacture ignitrons are assembled. These premium-quality 

coaie irds off these hazards. You benefit in less tubes are built for utmost dependability, max- 
wntime incurred by your welder or other imum service life. They keep your production 

»ment that uses G-Eignitrons, made under humming. Phone your G-E tube distributor! 

gically clean conditions unmatched in the Distributor Sales, Electronic Components Division, 

lustry. And your maintenance costs drop. General Electric Company, Owensboro, Kentucky. 


“ - 
. 







Immaculately clean, the area where clean white gloves for workers; a floor #3 \ 
General Electric ignitrons are built! that is vacuumed repeatedly; these are . 
Filtered, pressured air, controlled for some of the “Snow White” features that | 
low humidity; lint-free uniforms and contribute to a better product. r r | : 
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of G-E lgnitrons 
Output Speeded 





a. 
White gloves keep moisture and contamination 


from parts like this G-E ignitor point which 
is being micro-inspected. The parts first are 
baked in hydrogen furnaces to remove all im- 
purities; then are delivered to the inspection 
and assembly area in sealed plastic bags. 


4 Working in dehumidified air that is free from 
contaminants, this craftsman wearing Dacron 
uniform and cap measures the tube grid-anode 
spacing in hundredths of an inch—one of 
many careful pre-assembly checks that help 
make G-E ignitrons the finest you can install. 





BEST FOR WELDING .. . and you save on tube inventory! Three popular General 
Electric ignitrons will replace no less than 44 other welding tubes, as follows: 


G-E IGNITRON GL-5551-A G-E IGNITRON GL-5552-A G-E IGNITRON GL-5553-B 
REPLACES... REPLACES ... REPLACES ... 
NL-1051 555A NL-1052 AX-5552-A NL-1053 GL-5553-A 
NL-1051-A AX-5551-A NL-1052-A AX-5552/651 NL-1053-A GL-5553/FG-258-A 
NL-5551-A AX-5551/652 NL-5552 WT-210-0072 WL-5553-B AX-5553-B 
WL-5551/652 WT-210-0149 WL-5552/651 WT-210-0157 WL-5553-A AX-5553/655 
WL-652/657 WT-210-0071 WL-651/656 GL-5552/FG-235-A WL-5553/655 WT-210-0073 
WL-5551-A WT-210-0156 WL-5552-A 5552 WL-655/658 FG-258-A 
5551 GL-5551/FG-271 FG-235-A 5552-A 5553 5553-A 
FG-271 5553-B 





Progress /s Our Most Important Product 


GENERAL ELECTRIC 


2-312-102 


Fastener survey by RB&W cites big saving 
in simple substitution of fastener types 
...no engineering changes needed 


e were no engineering changes 
involved in this hard-to- 

» case of cost reduction. The 
Fastener Man, called in to 
the use of fasteners in this 
ilar company’s machine, was 
to submit recommendations 
ize for size substitution only. 
ual production consumed 
1% million fasteners. Since 
RB&wW fastener specialist saw 
a design nor appearance 

for the costly alloy fasteners 
ised, he suggested (1) clutch 
screws to replace the existing 
screws; (2) standard bright 


e Information about ad on preceding 
Write No, 220 on Inquiry Card—pg. 32 


and high carbon hex screws to be 
used at all other locations. Just that 
simple. At prevailing prices, costs 
of parts studied totaled $120,000; 
cost of the suggested fasteners: 
only $23,000 . . . a whopping, realiz- 
able $97,000 saving. Pure profit! 
Are you sure you’re not wasting 
fastener dollars? True, the savings 
offered may be more modest than 
the special case above. But they’re 
certainly worth looking for through 
the eyes of an RB&W fastener ex- 
pert. No obligation. Write Russell, 
Burdsall & Ward Bolt & Nut Com- 
pany, Port Chester, New York. 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; Rock 
Falls, !1!.; Los Angeles, Calif. Additional sales offices 
at: Ardmore (Phila.), Pa.; Pittsburgh; Detroit; Chi- 
cago; Dallas; San Francisco. Sales agents at: Cleve- 
land, Milwavkee; New Orleans; Denver, Fargo. 
Distributors from coast to coast. 


For More Information Write No. 221 on Inquiry Card—Page 32 
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(Continued from page 108) 


A new heavy-duty nibbler cuts 
through #8 gauge mild steel or 
#10 gauge stainless at the rate 
of six feet per minute and leaves 
both edges of the cut free from 
distortion. Designed for straight 
or contour cutting of sheets too 
large for stationary cutting tools, 
easily portable nibbler is 15 in. 
long and weighs only 12% Ibs. 
Tool takes sharp, rectangular bites 
% in. wide, and inexpensive 
punch and die arrangement can 
be resharpened many times. Maxi- 
mum efficiency is attained with 
90-100 psi air through % in. LD. 
hose. Buckeye Tools Corp., 5003 
Springboro Pike, Dayton 1, Ohio. 
Write No. 25 on Inquiry Card—Page 32 


New Dies for 
Aluminum Pipe Threading 


Threading dies in a new line 
are specifically designed for 
threading aluminum conduit. New 
dies are engineered with cutting 
teeth shaped and angled to ac- 
commodate the requirements of 
aluminum threading. Accurate, 
uniform cutting of clean threads 
is assured. Dies are available in a 
complete range of sizes. Nye Tool 
Co., 4121 W. Fullteron, Chicago, 
Il. 

Write No. 26 on Inquiry Card—Page 32 


New, Flexible Electrical 
Duct System 


(Please turn to page 118) 
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"Who's best for 


ON TIME 


deliveries 


of short 
— 
4 stampings? 


“Fast production and on-time stamp- 
ing deliveries are our specialty. Every job is speedily 
handled, whether a limited prototype . . . a small pilot run 
... or 10,000 or more pieces. You receive all the benefits of 

streamlined tooling and work flow methods in our modern one-stop 
plants . . . plus skilled and experienced craftsmen who are personally 
interested in meeting your stamping requirements. Send us your 
part or print today for a prompt, money-saving quotation. Time 
real short? Just ask for a reply by wire or phone! It’s another Federal 
service to give you stamping deliveries on time!”’ 


= 
\ 
SHORT RUN STAMPINGS 
or 
Freddy Federal says: 


Write for illustrated Catalog No. 301 with its many stamping design tips! 

FEDERAL TOOL & MFG. CO. FEDERAL SHORT RUN STAMPING, INC. 
3613 Alabama Avenue 913 Lyell Avenue 7313 Atoll Avenue 

Minneapolis 16, Minnesota Rochester 6, New York No. Hollywood, California 


For More Informtaion Write No. 222 on Inquiry Card—Page 32 
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NEOPRENE offers an impressive combination of properties. Main- 
tenance products made with neoprene effectively resist many dete- 
riorating influences, not just one or two. What deteriorates rubber 


parts at your plant? Is it abrasion, oil and grease, temperature 
ON EQ p a F \ F extremes, sunlight, weather, ozone, chemicals? Neoprene is the 


one elastomer that stands up to all of them—or any combination. 
GENERAL-PURPOSE cn eh ite aa 


SYNTHETIC RUBBER 


JOB-TESTED 


WEATHER-OZONE 












OPRENE hose resists oil and grease. This grease refin- NEOPRENE hose has been exposed outdoors for 18 years 
int has virtually eliminated downtime due to hose to the ravages of sun, ozone and weather... shows no crack- 
nce adopting neoprene hose. ing or deterioration. 


ABRASION 


NEOPRENE transmission and v-belts withstand abrasion from extremely dusty at- 
nospheres in factory installations, also withstand flex fatigue and heat from friction. 


HYPALON has had excellent success as a special-purpose syn- 

thetic rubber where severely oxidizing conditions usually mean 

shorter life for other elastomers. HYPALON has outstanding resist- 

ance to chemicals like concentrated sulfuric and chromic acids. It 
H y PA LO \ is also completely ozone-proof, performs well at high temperatures, 

and is flame resistant. Out of doors, HYPALON is unaffected by 
ee Oe ee ee ee 


sunlight and weather, and can be compounded in bright colors 
SYNTHETIC RUBBER that will not fade or darken. 


CHEMICALS 


HYPALON used in O-rings resists temperatures to 350° F. HYPALON in acid hose has handled 66° Be sulfuric acid at 
In this diesel installation, HYPALON rings are subjected to 30 psi for over two years. Ordinary rubber tubes failed after 
hot crankcase oil on one side, wet steam on the other. only 8 weeks. 


Rubber maintenance products which offer the long-term 
economy of Du Pont neoprene and HYPALON are available 


from your local rubber goods distributor. He can suggest the 
right product for whatever job you need performed. Take 
advantage of his convenient services by calling him soon. 
E. I. du Pont de Nemours & Co. (Inc.), Elastomer Chemicals Dept. P-1, Wilmington 98, Del. 


For additional information write for “Du Pont Elastomers in Industry,” 
and a free subscription to the ELASTOMERS NOTEBOOK. 


SYNTHETIC RUBBER 


. NEOPRENE HYPALON® VITON® ADIPRENE® 
EG. U.S. PAT. OFF. 


Better Things for Better Living... through Chemistry 


: For More Information Write No. 223 on Inquiry Card—Page 32 
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VALUE ANALYSIS WORKS WITH CHEMICALS, TOO 


A bit of MaT chemical magic 
leads to a new wealth of urethane foam 


A recent technological breakthrough changed 
urethane-foam manufacture from a difficult 
multi-step process to a simple one step operation. 
The “key” was the dramatic speeding-up of the 
necessary chemical reactions by tin chemicals. 
Metal & Thermit gave valuable assistance in 
this work by supplying an extremely wide range 
of inorganic and organic tin chemicals. This 
was a natural role for M&T, the world’s largest 
supplier of compounds based on tin. Through a 
new process, M&T recently developed a catalyst 
based on tin chemicals which is more stable and 


has greater activity for longer periods than 
previous types. This new M&T catalyst pro- 
vides the means for reducing urethane foam 
manufacturing costs to a new low. 

M&T supplies chemicals and chemical special- 
ties for many other uses. Write for Catalog C-59 
which gives details. 


M&T CHEMICAL PRODUCTS: Tin Chemicals * Antimony 
Chemicals * Organometallic Chemicals *« Thermolite* Vinyl 
Stabilizers * Thermoguard* Flame Retarders « Uitrox* Zirco- 
nium Opacifiers « Virfiux* Special Rutile 

*Trademark 


chemical products: plating products 


welding products + coatings + metals 
METAL & THERMIT CORPORATION, General Offices: Rahway, New Jersey 


For More Information Write No. 307 on Inquiry Card—Page 32 





SILICONE NEWS trom Dow Corning 


Silicone Mold Lubricants Help 
Production Reach Full Speed 


In any molding operation, sticking means trouble 
production time, hours of costly maintenance. 


. + « rejects, lost 


You can rid yourself of such problems for all time . . . just lubricate 
the molds with Dow Corning silicone release agents and your sticking 
problems are over. Matters not whether your product is made of 
rubber, plastic, glass, metal or some other material, Dow Corning 
mold lubricants are top assurance of best release . 
stantial dollars, hours and material. 


. » help save sub- 


Best Release, Better Products: Dow Corning mold lubricants provide 
uniform, stick-free operation. Silicones work better because they 
offer maximum heat stability . . . won’t melt and run off, won’t form 
heavy carbonaceous deposits. Available in different physical forms... 
as compounds, fluids, emulsions, and in spray bombs ... Dow Corning 
silicone mold release agents are readily adaptable to any type opera- 
tion, can easily be sprayed into tiny openings or rubbed on smooth 
areas. Each provides clean easy release, brings to life every surface 
detail . . . helps your product look its best and sell its best! 


Cutting Costs with Silicones. How many hours does your company 
spend cleaning molds? How many dollars on maintenance and 


Your nearest Dow Corning office is the 
number one source for information 
and technical service on silicones. 


For Immediate 


Release 


IN PLASTIC MOLDING 


replacement? Molds lubricated with 
Dow Corning Silicones show little 
build-up ... stay cleaner, last longer. 
Production costs stay down; profits up. 


Molders continually turn to Dow Corn- 
ing for newest developments and latest 
application information . . . standardize 
on Dow Corning silicone release agents 
to stop sticking, cut costs, increase effi- 
ciency, and improve product appear- 
ance. Whatever your molding operation, 
look to a Dow Corning release agent as 
the most likely means to the same bene- 
fits. Write for more information. 


Address Dept. 2001 for rapid reply 


IN RUBBER RELEASE 


Dow Corning CORPORATION 


ATLANTA BOSTON CHICAGO CLEVELAND 


JANUARY 18, 1960 


MIDLAND. MICHIGAN 


DALLAS LOS ANGELES NEW YORK WASHINGTON, ©. Cc. 


For More Information Write No. 225 on Inquiry Card—Page 32 
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products 
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CONTINENTAL WIRE i 


beauty and smooth operation of fireplace 
rtain screens depend on accurate forming, 
spacing, and neat appearance of the mesh. The wire used 
t be of correct temper, diameter and finish. Uniformity of 
properties is of prime importance. Leading fireplace 
tipment makers choose Continental Wire because it pos- 
es these features dependably, in coil after coil. The ability 
take intricate forming is an important reason why Continental 
s specified for scores and scores of other products made 
th wire. Continental Curtain Screen wire, 19 gauge through 
) gauge inclusive in size, is available in 500 pound to 650 pound 
catchweight single length coils packed in Leverpac Drums for 
faster weaving with less down time, cleaner handling and better 
torage. For wire in practically any size, finish, temper or analy- 
3, in low or-medium low carbon steels, see Continental first! 


Fine Finishes in Manufacturers’ Wire 


CONTINENTAL STEEL 


CORPORATION 
KOKOMO ° INDIANA 


PRODUCERS OF: Manufacturers’ Wire in many sizes, tempers and finishes, 
ricluaing Galvanized, KOKOTE, Flame-Sealed, Coppered, Tinned, Annealed, 
Liquor Finished, Bright and special shaped wire. Also Welded Wire Reinforcing 
Fabric Nails, Continental Chain Link Fence, and other products, 


For More Information Write No. 226 on Inquiry Card—Page 32 
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(Continued from page 113) 

A new duct system for distri- 
buting electricity in industrial 
plants and commercial buildings 
is exceptionally flexible and easy 
to install. Plug-in duct incor- 
porates many new safety fea- 
tures, lowest possible voltage drop 
practicable, and maximum instal- 
lation economy. Separate plug-in 
switches can be attached safely 
and easily at almost any point and 
can be detached and moved at 
any time, even while the power is 
still on. Duct comes in 10 ft. 
lengths, with elbow units and 
short end-pieces available. Bull- 
Dog Electric Products Div., I-T-E 
Circuit Breaker Co., 7612 Jos. 
Campau Ave., Detroit, Mich. 
Write No. 27 on Inquiry Card—Page 32 


Multi-Purpose Box 
and Pan Brake 


A new model box and pan 
brake is a multi-purpose machine 
for precision bending of light 
sheet metal up to 16 gauge. It is 
particularly useful in experimen- 
tal laboratories, for mock-up work, 
and in the precise duplication of 
small parts that do not warrant 
expensive press and die equip- 
ment. Newly designed back gauge 
permits flip-over gauging and 
gives 0 to 24 in. positioning with- 
out reversing or removing the 
gauge. Engineered to take hard 
use without loss of accuracy. 
Peck Stow & Wilcox Co., South- 
ington, Corn. 

Write No. 28 on Inquiry Card—Page 32 
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with dished 
toothed periphery 
washer 


FREE test-pak of P-K Sems 
Tale Mm Malg-7-(e ba @telediale me leig-\y)- 
Write to P-K today for urs! 


Dome Plain Periphery External Tooth Split Ring Washer SEMS Internal Tooth Washer SEMS Nylon Washer STAPS 
Washer SEMS Washer SEMS 


le e ; = a5 > 














Al Types of SEMS and Pre-assembled Fastener- Washer err 


Whatever you require in pre-assembled washers... SEMS, and neoprene or nylon washer STAPS®. . . 
in thread-forming and thread-cutting tapping screws, or machine screws... with slotted, 
Phillips or Hex heads . . . P-K can supply them all through your local P-K Distributor. 


P-K SEMS reach your assembly line pre-assembled, ready for instant use. Washers cannot come 
off—can never be mislaid or misplaced—insures washers on screws...not on the floor! Double inventory 
and double parts handling is completely eliminated. 


P-K SEMS can be hopper fed for automatic driving. Inspection rejects due to omitted lock washers are 
impossible—fastenings stay tight and firm. P-K Sems assure concentric washer seatir:g. 


STAPS® are standard P-K fasteners, pre-assembled with nylon or neoprene washers for effective control 
of leaks, squeaks, crazing and electrolysis, in all types of metal structures and assemblies. 
Your nearby P-K Distributor can meet your needs. Call him for samples and complete information. 


PARKER- KALON fasteners 


Keep American Industry at Work... Buy P-K ... made in U. 
PARKER-KALON, a division of General American Transportation Corporation, Clifton, New Jersey. Offices and warehouses in Chicago and Los Angeles. 
For More Information Write No. 227 on Inquiry Card—Page 32 For More Information about ad on following page 


Write No. 228 Inqui Card—pg. 32— 
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You get MORE THAN A MOTOR with 








General Electric's Form G...for example... 


wale 


Expert 
Application Aid 


Are you taking advantage of all the 

motor knowledge available to you? A phone call 
will bring a G-E application engineer to 

help solve your motor application 

problems. He’s not only an expert on G-E 

Form G fhp motors, but in all phases of 
applying them. He can bring years of 

motor experience and knowledge 

to bear for you. Why not try him? 


GENERAL @@ ELECTRIC 


EXPERT APPLICATION AID is only 
mone of several “extras” you get when you 
je select Form Gs. A complete review of the 

reasons why Form Gs give yu MORE THAN 

A MOTOR is presented on the following page. 





These unmatched extras make G.E.’s Form G 


MORE THAN A MOTOR 


AHEAD DESIGN LEADERSHIP 
| Electric’s year-in year-out 
rship in fractional horsepower 
design and innovation helps 
your changing product de- 
helps keep you “out front’’. 


QUALITY CONTROL—‘‘Individual- 
quality control assures con- 

ntly high quality. Every Form 
motor is thoroughly tested at all 
ges of production for top perform- 
and long-life characteristics. 


FAST, LOCAL SERVICE A nationwide 
network of Electric Motor Service 
Stations, kept up-to-date on latest 
motor techniques by twenty travel- 
ing motor specialists, assures fast, 
local motor repair or replacement. 


EASE OF ASSEMBLY——Compact G-E 
Form G fractional horsepower 
motors can be mounted and hooked 
up in a matter of seconds; offer 
assembly-line savings in time and 
money; cost less to ship or handle. 


DESIGN VERSATILITY—-Form G fhp 
motors offer amazing versatility and 
design freedom for incorporation in- 
to your product. Whatever your 
product requirements, there’s a G-E 
Form G fhp motor to meet them. 


DELIVERY PERFORMANCE Delivery 
you can count on is made possible 
by General Electric’s multi-plant 
manufacturing facilities. The motors 
you need are available when you 
need them—where you need them 


Make sure you get MORE THAN A MOTOR when you select fhp drives for your product . . . choose General Electric 
Form G motors, available in NEMA 48 and 56 frames. For more information, contact your nearby General Electric 
Apparatus Sales Office or write General Electric Co., Section 702-107, Schenectady 5, N. Y. 


GENERAL @@ ELECTRIC 





NEW! 


GET RARE 
COMFORT AND FIT 
PLUS ADDED 
PROTECTION, 
IMPROVED VISION... 


Insure workers a greater degree of safety than 
ever before; give them more comfort, better 
vision. Insure more worker cooperation, too, 
because these goggles and eyeshields are so 
good looking in their new opaque flesh color 
and bright nickel louvers, vents and head bars! 


S-42 Chippers Goggle with flat or 6:00D Bal-SAFE lenses, 
clear or in Ray-Ban shades 1, 2 or 3. 


W-35 Chippers Eyeshield with two Enduron 2” x41," 
plates; gives increased protection and provides air space 
which further reduces fogging. 


RUGGED SOFTIES! 


Soft and flexible, they fit snugly, comfortably. 
Eyeshield plates are replaced in seconds through 
side opening. Goggle head bars are adjustable— 
as are two-tone elastic headbands. For more de- 
tails, prices, write today: Bausch & Lomb Opti- 
cal Co., 90649 Lomb Park, Rochester 2, N. Y. 


Bausch & Lomb 
chippers and welders 


FLEXIBLE GOGGLES 
and EYESHIELDS 


BAUSCH 6 LOMB 


Protection PLUS Safety Products 


S-41 Welders Goggle with Arc-Ban lenses in shades No. 3 
through No. 6, with tough Enduron plastic cover lenses. 


W-36 Welders Eyeshields with 2”x414," Arc-Ban welding 
plate, shades No. 3 through No. 6, with Enduron cover 
plate. 


For More Information Write No. 229 on Inquiry Card—Page 32 
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CUT GLOVE COSTS 


GIVE ADDED PROTECTION with 
OMAC 
INDUSTRIAL GLOVES 


ng manufacturers everywhere are cutting costs and increasing 
r-safety by changing to Jomac terry cloth work gloves. Jomacs 
ide of thick loop-pile fabric that cushions the hands, protecting 
igainst sharp edges and rough surfaces. They are made from 
s weights of cloth for specific applications. Any two make a 
since they are completely interchangeable, and they can be 
litioned time after time—will give extraordinary wear. Fill in 
ipon below for more information and a free copy of the Jomac 
Glove Catalog. 

ic also manufactures North PVC Coated Gloves and wet 
r garments. 


Jomac sells quality and quality sells Jomac 


ts in Philadeiphia, Pa., and Warsaw, ind. iN CANADA: Safety Supply Company, Toronto 


0 Send a copy of your work glove catalog 


O Have a representative call 














r More Information Write No. 230 on Inquiry Card—Page 32 
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New Features in 


Wire Cup Brush 


A new 6 in. wire cup for clean- 
ing and rough finishing has 
unique performances and safety 
features. Turret back which re- 
places conventional flat design 
absorbs operational stresses, mak- 
ing possible speeds as high as 
7000 RPM. Rolled bead edge 
which replaces sharp corner edges 
eliminates breakage of outside 
wires and increases operator safe- 
ty. Internally mounted fail-safe 
nut automatically screws on tight- 
er in operation. Two full rows of 
tufts and more wires per tuft 
give faster cutting and longer life. 
Anderson Corp., 1029-1039 South- 
bridge St., Worcester, Mass. 

Write No. 29 on Inquiry Card—Page 32 


New Tooth Design 
in Bevel Gears 


Bevel gears in a new line, with 
a minimum of two teeth in contact 
at all times, provide increased 
load capacity and smooth, quiet 
operation. Uniform tooth loading 
avoids concentrated stress, mini- 
mizes back lash and permits 
carrying heavier loads at higher 
speeds without scoring. Use of a 

(Please turn to page 128) 
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ai > : nal LYON METAL PRODUCTS, INC. 
OVER 1500 ITEMS et E 5 oe nal 133 Monroe Ave., Aurora, III. 


7. in 
for Business, Industry e BL —! ‘ Please send me a copy of Catalog No. 100 


lave mm latsaqpaunelelars NAME 


FIRM 
ADDRESS. 


OS STATE 


Mail Coupon 
for your 


FREE 


COpy... 


= 


PRODUCTS, PARTS, 
SUB-ASSEMBLIES 
MADE TO YOUR 


SPECIFICATIONS 


| 


tt abe ate g 
r¢ & 


helps you get the most 
for your 
steel equipment dollars 


e New 92-page catalog illustrates and 
describes LYON’s diversified line of 
steel equipment... over 1500 items for 
Business, Industry and Institutions. 
There’s a Lyon dealer as near as your 
telephone. 


LYON METAL PRODUCTS, INC. 

General Offices: 133 Monroe Ave., Aurora, Illinois 

Factories in Aurora, lll., York, Pa. and Los Angeles 
Dealers and Branches in all Principal Cities 





THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 


IT’S FREE! 


For More Information Write No. 231 on Inquiry Card—Page 32 
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Heart of the best printed circuits — 


CDF Di-Clad® 
LAMINATES 


Printed-circuit dependability begins at the base, and that’s where 
CDF excels. Only CDF offers the combination of Teflon* resin 
and glass fabric cloth for use under sustained temperatures of 
180°C. In addition, CDF offers a full range of Di-Clad laminates 
to meet every known demand of printed circuitry. High foil- 
bond strengths withstand soldering heats, reduce assembly re- 
jects. Full line of Di-Clad grades — glass fabric and paper-base 
— with Teflon*, epoxy, and phenolic resins. Assembly costs go 
down when the job is done on CDF Di-Clads! Write for CDF 
Di-Clad Folder DC-58. 


*duPont trademark for its tetrafluoroethylene resin 





CDF PRODUCTS OF TEFLON 


Ss an unequalled range of electromechanical parts of 
such as small- and large-diameter thin-wall tubing, glass- 
nates, flexible insulating tapes, sheets, rods, tubes, and 
rts. Now also available: cementable Teflon in supported 
ported forms; can be cemented to itself and to most other 
vith commercial adhesives. If you have a potential use for 

made from unsupported or reinforced Teflon — from tapes 
{-resistant printed-circuit laminates — your CDF sales 
is the man to call. Meanwhile, write for the new CDF 


rs 


nark for its tetrafluoroethylene resin 


COF 
el fere | HIGH-HEAT 
y ELECTRICAL 
TAPES 


Flexible insulating tapes for hand or automatic 
winding, made of glass-supported silicone rubber, 
silicone varnish, Micabond, with and _ without 
backings; and unsupported and glass-supported Tef- 
lon*. Color identification — CDF tapes of Teflon 
are made in the standard identifying colors. Call your 
CDF sales engineer, or write for test samples. 


*duPont trademark for its tetrafluoroethylene resin 








DIAMOND VULCANIZED® 
FIBRE 


keeps costs down 


Known for over sixty years 

as the standard of quality in 
fibre, Diamond® Vulcanized 
Fibre is made in many grades 
(bone, fish-paper, trunk, 
commercial, built-up) and is 
available in sheets, rods, 

| tubes, strips, rolls, fabricated 

_ parts, and formed specialties. 
13 Write for Catalog DVF-58. 


LOW-COST VULCOID is Resin-impregnated Vulcanized Fibre. 
nade only by CDF) is an intermediate insulation material. 
the desirable arc-resistance and mechanical properties of 
| fibre with many of the good qualities of a phenolic lami- 
pproved as Class A insulation in electrical equipment. 
applications requiring high precision have been successful 

coid. Write for Bulletin V-58. 


CDF 
CELORON® 


= cS? MOLDED 
= PRODUCTS 


Celoron is a molded-macerated and/or combination lami- 
nated base bonded with phenolic resins. High strength, long 
life, and low cost are the characteristics of molded electrical 
or mechanical parts made from CDF Celoron®. Its good 
electrical properties make Celoron an ideal molded insulator, 
while its high mechanical strength makes it an excellent 
material for gears, couplings, intricate loom parts, etc. 
Write for CDF Catalog C-58, or contact your nearest CDF 
sales engineer. 
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CDF DILECTO® LAMINATED PLASTICS 


for electrical and mechanical applications 


DILECTO®, 


made in scores of grades, means high-quality laminated plastics made for 
rigorous duty in electrical, electronic, and mechanical equipment. Characteristics vary 


with the grade, so get the expert assistance of your CDF sales engineer. 
RESINS AVAILABLE IN DILECTO: 


Phenolic 


Heat-resistant Phenolic 


Epoxy 
Melamine 


Polyester 
Tefion* 


Silicone 
BASES FOR DILECTO: 
Glass Mat 
Felted Asbestos 
Asbestos Fabric Non-woven Cotton Mat 
Cotton Fabric Paper (cither cellulose or asbestos) 
CDF gives fast technical and delivery service on sheets, tubes, rods, or complete 
fabricated parts of Dilecto plastics. Write for Catalog D-55-C. 
*duPont trademark for its tetrafluoroethylene resin 


Glass Fabric 
Nylon Fabric 





For 2 better motor or generator — 


PLASTICS 
FABRICATION 
BY CDF 
SAVES YOU TIME, MONEY, WORRY 


Let CDF’s well-equipped machine shops assume the com- 
plete responsibility for delivery of your fabricated parts 
as specified and on time. No time is lost at CDF between 
raw-material production and final fabrication. When you 
let CDF do it for you, there’s no problem of shortages, 
rejects, waste. Undivided responsibility pays off for you! 


INSULATING 
- PARTS 


a 


CDF mica V-rings and slot liners insulate America’s best-selling 
motors and generators. Finest-quality mica splittings insure 
highest heat-resistance and insulation under severe operating 
conditions. 

Forms of Micabond® available: Sheets; Tubing; Tapes (with 
backings of cotton, silk, paper, woven glass, and Mylart poly- 
ester film); Fabricated Parts of various shapes such as Mica 
segments. CDF supplies and fabricates Micabond to your 
strictest specifications — on time and at low cost. Call your 
CDF sales engineer or write for samples of Micabond and 
Catalog M-58. 

tduPont trademark 
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THERE’S A CDF SALES OFFICE NEAR YOU 


BALTIMORE 14, MD. NOrthfield 5-0964 
2451 Ellis Road 


BIRMINGHAM 6, ALA. VErnon 3-5713 
110 95th Street, N. 

BOSTON GRanite 2-2150 
1245 Hancock St., Quincy 69, Mass. 
BUFFALO 3, N.Y. WAshington 3929 

495 Ellicott Square Building 
CHICAGO COlumbus 1-5778 

1515 N. Harlem Avenue 

Oak Park, Ill. Euclid 3-5270 
CLEVELAND 14, NHIO CHerry 1-5228 

1621 Superior Bidg. 


DALLAS 10, TEXAS HAmilton 8-1502 
1502 South Good-Latimer Expresswzy 


DAYTON 3, OHIO Clearwater 3-3114 
39 N. Torrence St 

DENVER 2, COLO. AComa 2-2236 
260 Denver Club Bidg. 

DETROIT 35, MICH. BRoadway 3-0447 
201 Officenter Bldg. 

GREENSBORO, N.C. BRoadway 4-0226 
2103 Mimosa Drive 

HARTFORD Hartford-JAckson 9-0397 
15 Harding St., Wethersfield 9, Conn, 

INDIANAPOLIS 5, IND. WAinut 5-9803 
709 East 38th St. 

KANSAS CITY 11, MO. 
406 West 34th St. 


LOS ANGELES 23, CALIF 
3050 East 1ith St. ANgelus 8-1371 


LOgan 1-6014 


MILWAUKEE 19, WIS. Lincoln 1-7660 
6108 W. Lincoln Ave. 
MINNEAPOLIS 2, MINN, 
610 Plymout Bidg. 3-6666 -3388 
NEW YORK 17 OXford 17-9617 
51 East 42nd St. 
OMAHA 31, NEBRASKA REgent 9110 
116 North 40th St. 
PHILADELPHIA 
Bridgeport, Pa. 
PHOENIX, ARIZONA 
P. 0. Box 1587 
PITTSBURGH 21, PA. 
309 Shields Bids. 
ST. LOUIS 10, MO. 
1246 Hampton Ave. 


FEderal 


Norristown- 
BRoadway 5-0800 
ALpine 8-7893 


CHurchil! 
1-0969 
Mission 5-2253 


SPARTANBURG, S.C. SPartanbury 
834 Hayne Street 3-639 
Pacific Coast Representatives 

MARWOOD LIMITED 

SAN FRANCISCO 3, CALIF. 

357 Ninth Street HEmlock 1-7893 

SEATTLE 4, WASHINGTON 
1714 First Ave. S. MAin 3-4747 

PORTLAND 4, OREGON CApital 3-5123 
209 S. W. First Ave. 


In Conede 
DIAMOND STATE FIBRE CO. OF 
CANADA, LTD. 
46 Hollinger Rd., Toronto 16, Ontario, 


EXPORT DEPARTMENT: BRIDGEPORT, PENNSYLVANIA, U. S. A., PLANTS: NEWARK, DEL., BRIDGEPORT, PA., VALPARAISO, IND., SPARTANBURG, S. C. 


CONTINENTAL-DIAMOND FIBRE 


A SUBSIDIARY OF THE -Afa4/ COMPANY eo 











NEWARK 41, DELAWARE 


For More Information Write No. 232 on Inquiry Card—Page 32 
JANUARY 18, 1960 





save machining ... save material... by using 


ign a Ings 


Simple or complex cross-sections are formed so accurately 
by the Edgewater process, that machining is greatly mini- 
mized. These rings are rolled from solid blocks of steel. Hot 
working develops greatest strength and toughness in the 
metal. Diameters from 5 to 145 inches. Materials include 
carbon and alloy steels, stainless, tool steel, titanium. 


Write for 
descriptive bulletin. 


Edgewater Steel Company 


P.O. Box 478 


For More Information Write No. 233 on Inquiry Card—Page 32 


Products 





Pittsburgh 30, Pa. 





(Continued from page 124) 


true involute form makes pos- 
sible control of profile, spacing 
and eccentricity, eliminating the 
need for matching of gears or 
timing the teeth. Braun Gear Co., 
239 Richmond St., Brooklyn 8, 
) ® 

Write No. 30 on Inquiry Card—Page 32 


New Universal 
Electric Governor 


A new universal electric gover- 
nor is intended for use on diesel 
engines, gasoline engines, steam 
turbines and gas turbines. Unit 
is designed for constant speed 
control over a 10% range in 400 
cycle service, and over a 30% 
range in 50/60 cycle service. Fre- 
quency circuit operates within 
three milliseconds of the time 
even the smallest speed change 
occurs. Transducer element re- 
places wire-wound feed-back po- 
tentiometer, increasing service 
life. Westinghouse Electric Corp., 
P.O. Box 2099, Pittsburgh 30, Pa. 
Write No. 31 on Inquiry Card—Page 32 


High-Temperature, 
High-Speed Shaft Seal 


ROTATING 
STATIONARY 


A new, self-contained, high- 
temperature mechanical shaft seal 
(Please turn to page 133) 


PURCHASING 





CHROME STEEL BALLS 


sizes—Ye” - 42” 
spherical within 
millionths of an inch 


SOLAR BALLS 


sizes_y”_ 1 Ye” 
extra tough— for rugged 
perating Conditions 


Buy where you get America’s widest selection 
of standard balls . . . the most extensive range 
of ball sizes in standard basic materials. 
Establish one source big enough to service all 
your requirements and be sure of uniformly 
high ball quality, always. 


While quality is the keynote, service is 


OODUEI? = 


BALL AND BEARING COMPANY 
Ball Manufacturing Facilities 

COOLIDGE CORPORATION, MIDDLETOWN, OHIO 

HOOVER BALL DIVISION, ANN ARBOR, MICHIGAN 

STROM STEEL BALL COMPANY, ERWIN, TENNESSEE 


For More Information Write No. 234 on Inquiry Card—Page 32 
JANUARY 18, 1960 


BRASS & ALUMINUM 
BRONZE BALLS 


sizes— Yio" 4° 
made of highest 
quality materials 


equally important. That’s why new facilities, 
equipment and production techniques are 
constantly being added in a continuing pro- 
gram designed to serve you better. 

You can rely on any of the three Hoover 
ball manufacturing facilities listed below to 
meet your specific requirements. 


Bearing Company 
5400 South State Road, Ann Arbor, Michigan 
Please send new Hoover Ball Catalog 














Zone____ State. 


ee | 
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For More Information about ad on fo'lowing 
page Write No. 235 on Inquiry Card—pg. 32> 





129 








By pinpointing the most economical material 
capable of meeting your requirements, Republic’ 
Metallurgists and Machining Specialists can help you 


EFFECT IMMEDIATE ECONOMIES 
IN MATERIALS SELECTION 








SERIES C-1144 Distributor Shaft 





C-1144 
C-1141 
C-1151 
Cc-1050 


— €-1045 


CENTURY SERIES C-1141 Hoist Support Shaft 


CENTURY SERIES C-1151 Electric Motor Shaft 


“SERIES C-1050 Axle 





BEST TO SAVE TIME AND MONEY in steel parts production, 

ANALYSIS COMBINATION select from Republic’s CENTURY SERIES of high strength, 

stress-relieved, cold finished steel bars. With varying 

OF STRENGTH degrees of machinability (as seen in the chart), each of 

& TOUGHNESS the five grades provides a minimum yield strength of 

100,000 psi. Better strength/toughness ratios are fre- 

quently obtained by selecting one of the less expensive, 
lower sulphur steels. 





FOR ADDED MACHINABILITY, consider Republic Cold Drawn Leaded 
Alloy Steels. Leading producers of gears use Republic Leaded 
Alloy Steel in the production of heavy-duty herringbone gears. 
The addition of lead increases machinability as much as 25%. 
Heat treating assures adequate hardness and toughness. These 
cost-reducing alloys are available in almost every standard 
analysis and many specials. Mail the coupon for information. 


TO REPLACE COSTLY ASSEMBLIES WITH ONE PIECE SHAPES, select 
Republic Cold Drawn Special Sections formed to the predominating 
cross section of the part. Eliminating or greatly reducing machining, 
Republic Special Sections permit faster output at lower unit cost. Com- 
pleted parts are stronger and longer wearing because cold drawing 
improves the mechanical properties of any given analysis. Available 
in carbon, alloy, and stainless steels. Mail coupon for data. 


CENTURY SERIES BOOKLET 


Want more facts? This free booklet provides the basic facts you 
need to determine where Republic's CENTURY SERIES may help 
you save time and money. Simply return the coupon. 


REPUBLIC 
STEEL 


of Slaudlard, Slabs aud, Slo Rodeos 


REPUBLIC STEEL CORPORATION 

DEPT. PH -8691 

1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
C Please send free CENTURY SERIES Booklet 
Send more information on: 

0) Cold Finished Leaded Alloy Steel 

0) Cold Drawn Special Sections 


Name 





Company. 





Address. 





City Zone. State 
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+ HAMMERS 
WITH AUTOMATIC 
POWER ROTATION 


HAMMERS 
WITHOUT 
ORE ELO)) 





DRILLS 
WITHOUT 
HAMMERING 


New! Revolutionary Skil Roto-Hammer 


Exclusive 3-way action obsoletes all other electric hammers! 


actually 3 different tools in one: 
Powerful hammer with automatic power 


rotation that drills holes in masonry up to 


times faster than by hand... up to 5 
nes faster than ordinary hammers. . . 
ithout tiresome rotation of star drills. 


Hammer without rotary action for all 
nds of hammering jobs, including chan- 
ing, routing, chiseling, riveting, demo- 
on work, setting self-drilling anchors. 
Drill without hammering action for bor- 
ing holes in masonry, wood, metal, or any 


material that can be drilled with standard 
electric drills. 


Costs per hole are lowest of any ham- 
mer (see chart). Maintenance costs are 
lowest, too, because of unique “‘electro- 
pneumatic” drive. No springs to break 
... powerful hammering is air actuated. 


Ask your Skil distributor for demon- 
stration of Model 726 (4-1 inch) and 
Model 736 (1-2 inch). Or write for 8-page 
brochure. Skil Corporation, 5033 Elston 
Ave., Chicago 30, Ill. Attention: Dept. 000. 


«ee and SKILSAW POWER TOOLS 


LOWEST COST PER HOLE 


Based on 1000 holes (%” x 4” deep) in 
masonry—labor at $3.00 per hr. 


NO. 726 HAMMER HAMMER 
1 Carbide Bit* needed 
19.38 hours of labor 
$80.14 (labor & bit) 


“New SKIL Carbide Bits stay sharp 20 to 30 
times longer than star drills. 


8¢ per hole 





Products 
(Continued from page 128) 





resists pressure differentials in 
one or both directions to 30 psi 
at shaft speeds to 15,000 sfm. Suit- 
able for temperatures to 450 de- 
grees F, compact seal requires 
only about % the usual axial 
space. Seal retains water, gases, 
and any type of lubricant with 
viscosity ranging from kerosene 
to heavy greases. Available in a 
variety of mounting methods for 
shaft sizes from % to 8 in. diam- 
eter. Universal Grinding Corp., 
Seal Div., 2200 Scranton Rd., 
Cleveland 13, Ohio. 

Write No. 32 on Inquiry Card—Page 32 


“Cut Control”’ with 
Hydraulic Plate Shear 


’ 


A new hydraulic plate shear 
features “cut control.” This per- 
mits a single machine to serve as 
three conventional shears by pro- 
viding for adjustment of rake 
angle, knife clearance, holddown 
hammering, holddown tonnage, 
back gauge setting and position- 
ing. Features permit machine to 
cut 20 gauge to % in. plate, cut 
without marking soft metals, and 
operate at up to 70 strokes per 
minute by remote foot pedal. 
Pacific Industrial Mfg. Co., 848 
49th Ave., Oakland, Calif. 

Write No. 33 on Inquiry Card—Page 32 


New Reservoir Filter 
Replacement Elements 


ame 





(Please turn to page 136) 
For More Information about ad on facing 
<page Write No. 236 on Inquiry Card—pg. 32 
JANUARY 18, 1960 


3 sizes, maximum 


No. 11, 1'%4 Ls Te) 


Master of Every Nut and Bolt... 


wRIBEID 
Hex Wrench 


Wide-open fast-action multi-sided grip 
on every hex, square and flathead! 


Quick adjustment—stays to size. . . 
this new Hex Wrench goes on easily, 
won’t slip off—harder you pull, the 
tighter it grips . . . no more skinned 
knuckles or rounded nut shoulders! 
Narrow jaw for close quarters. 
Famous RI@&ID heavy-duty design, 
guaranteed housing, comfort- grip 
handle. Three sizes for %”’ to 2” 





nuts. Make your work easier and 
faster — buy new Rigaip Hex 
Wrenches at your Supply House! 


“Got the RIFAID 
name on if?... 
Okay, I'll take it!”’ 





(¢ 


The Ridge Tool Company | Elyria, Ohio, U.S.A 


THREADED PIPE... it’s Tight... it’s Best... Costs Less? 
For More Information Write No. 237 on Inquiry Card—Page 32 














NEW LOW PRICES ON Carpenter Stainless 
CARPENTER NO. 20Ch Heat Exchanger Tubes 


Now Available From 
All Forms of Super Stainless Large Mill Stocks 
Now Reduced 


An average reduction of 5 percent is now effec- 

tive on prices for the well-known and widely used 

Carpenter Stainless No. 20Cb steel. The new 

low prices apply to all forms of this super stain- 

less alloy. These are tubing, pipe, sheet, plate, 

bars, strip, wire and billets. Carpenter No. 20Cb 

is the original stainless steel produced in these 

eight wrought forms for super resistance to 

sulphuric acid and many other strong corrodents. 

All forms of No. 20Cb are now supplied with 

Columbium at no additional cost. Inclusion of 

this alloying element eliminates the need for 

annealing parts and assemblies fabricated by 

welding. Large warehouse stocks of all forms 

are maintained for prompt filling of orders for 

required shapes and sizes. No. 20Cb is widely 

considered the best single answer to most severe 

corrosion problems. Contact our nearest office 

for latest prices and availability. For complete 

technical data, send for Bulletin 108A. Time-saving delivery of Carpenter stainless tubes 
of heat exchanger quality is now provided by 
large stocks maintained at our mill. Tubes of 
Types 304 and 316 are available in all popular 
sizes and gauges used in heat exchangers and 
condensers. They are all full-finished tubes that 
fully meet ASTM Spec. A249. They also undergo 
the most searching non-destructive test now 
applied to stainless tubing anywhere. This extra- 
close quality control is your assurance of getting 
the highest degree of perfection in these Carpenter 
stainless tubes. It assures savings in time, money 
and trouble for builders and users of heat transfer 
units. Call your next order for stainless heat 
exchanger tubing to our nearest office to get the 
advantage of this mill stock service. 
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ALLOY TUBE DIVISION 


Union, New Jersey 


Information Write No. 238 on Inquiry Card—Page 32 For More Information about ad on facing page 
Write No. 239 on Inquiry Card—pg. 32> 
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EFFICIENCY BY THE HANDFUL 


Container Corporation’s new Wrapak unit, by compactly combining up to twelve cans 
or bottles, dramatically reduces handling costs for the manufacturer, distributor and 
retailer of drug and cosmetic products. 

Wrapak Versatility accommodates and protects in shipment multiple units of a 
great variety of retail container styles, sizes and materials—including glass, plastics, 
metal and paperboard. A further advantage of Wrapak is its adaptability to special 
merchandising promotions as a consumer multi-pack. 













The economies and efficiencies of Wrapak show up at every distribution step from 
plant to retail shelf. Call or write for details. 


CONTAINER CORPORATION OF AMERICA 
Folding Carton Marketing and Research Center 5000 Flat Rock Road, Philadelphia 27, Pa. 


CCA 


peli, Re 








DON’T ung 


Despite Their aN 


A.€c. MOTORS 
Give Outstanding Service 


nybody who knows motors will recognize 
t there is no finer motor than the Brook. 
se motors have established excellent 
ice records in industry. Yet, they actu- 
cost less! 


Space age production methods and extensive 
tribution in 76 countries makes possible 
his better motor at lower cost. All standard 
nelosures. 1 to 600 H.P. Start saving now 
look into Brook Motors at once. Write 


literature and name of your dealer. 
SINCE 1904 


ee oie re 


Wrehael ia 3302-04 W. Peterson Ave., Chicago 45, Ill. 


Factory Representatives, Warehouses, Dealers, Service Stations, in Major Cities 
In Caneda: Brook Electric Motors of Canada Ltd., 250 University Ave., Toronto, Ont. 


For More Information Write No. 240 on Inquiry Card—Page 32 





WHAT DOES 
US 
‘RACK CABINET 


ae 
it hous+ 


Should t 


reauity 

Palstrom Standardized ; 

stock tools:a aa 
Pasily adaptat t 


Mavidua 
1 truly + 


Write, wire or telephone 
for complete informatio: 0 


FALSTROM COMPANY 


171 FaistromCourt. Pa 


For More Information Write No. 241 on Inquiry Card—Page 32 





Products 
(Continued from page 133) 





Reservoir filter replacement ele- 
ments in a new series are avail- 
able in a wide range of sizes, 
materials and micron ratings. 
High quality lightweight filters 
are designed to protect cylinders, 
pumps, valves and other closely 
fitted parts in hydraulic systems. 
Three available sizes all have an 
outside diameter of 6 in. with 
lengths of 2, 4, and 8 in. Two or 
more elements of same or dif- 
ferent sizes can be stacked in 
modular fashion in a_ single 
housing to meet flow require- 
ments. Bendix Filter Division, 434 
W. Twelve Mile Rd., Madison 
Heights, Mich. 

Write No. 34 on Inquiry Card—Page 32 


Portable “‘Deep Throat” 
Hydraulic Punches 


New portable hydraulic punches 
will punch holes up to 1-1/16 in. 
in diameter in % in. mild steel. 
Featuring “deep throat” design to 
permit punching to center of web 
on wide-flange I-beams and chan- 
nels, punches also use cutaway 
tools to permit punching up close 
to the leg. Portable device con- 
sists of tripod punch and power 
unit, both on heavy-duty casters. 
Safe pushbutton operation gives 
complete control. Available in 20, 
30, 50, 70 and 90 ton capacities. 
Throat depth ranges from 5% in. 
to 25 in. W. A. Whitney Mfg. Co., 
636 Race St., Rockford, Il. 

Write No. 35 on Inquiry Card—Page 32 


New Insulated 
Thermocouple Wire 
A new type of insulated ther- 
mocouple wire is particularly ef- 
fective where mechanical loading 
or severe vibration would damage 
(Please turn to page 138) 


PURCHASING 





YOU GET GUARANTEED 
BETTER PERFORMANCE 
7+. On any type of 
band sawing machine! 


DoALL’s New Perfection in 


Saw Band Welds Gives You 
ie 33 Times Longer FLEX LIFE 


perfect weld Regardless of the type of machine you use, this new DoALL saw blade welding 
service improves your sawing applications and reduces your saw blade costs. 
New techniques and new welding equipment—developed by DoALL for custom- 
welding of saw blades to specified lengths—assure you of a superior weld. Yet, 
this improved welding service is offered at no increase in price. 


Here are guaranteed advantages of DoALL marked weld: 


1, Welds are stronger than the welded areas produced by any 
other equipment available. This is important because all saw 
bands must be joined by welding. And the tool is no better 
than the welded section. The DoALL identification stamped 
in the welded area is your positive guarantee of a better weld. 


Teeth are perfectly matched. Mismatched teeth are a thing of 
the past. So are uneven welds and weld breakage. A uniform 
cutting edge with no off-beat spacing of teeth insures smoother 
performance, maximum precision at all times. This perfection 
of weld and the guarantee of tooth set, hardness and tooth 
form make DoALL saw bands ultra-precision cutting tools. 


No undercut by grinding wheels. Note the upper illustration 
at left. This undercutting is typical of what happens when the 
welding flash is removed by grinding wheels. The thinner 
section and annealing caused by grinding heat are responsible 
for many saw band failures. The DoALL weld shown below it 
is smooth and uniform and will not “click” as it goes through 
the guides. 


Saves you money ... cuts welding costs. This new DoALL 
custom-welding service costs less than doing it in your own 
shop. Each band is clearly marked as to blade type, width 
and pitch so that the operator can positively identify the right 
tool for the specific job. This service, covering both carbon 
and high-speed steel blades, is available only through your 
local DoALL store. Orders are filled promptly. Telephone 
your local DoALL store today. 


Call Your D@BLL Service-Store 


THIS IS A — MEASURING 
INSTRUMENTS 


sHoP 
TYPICAL DoALL STORE MACHINE TOOLS cccccccccsessoe CUTTING TOOLS ecccescccescece wocccccccoee IN STOCK 


For More Information Write No. 242 on Inquiry Card—Page 32 
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CUSTOM RUBBER PARTS Products 


pre a tee : (Continued from page 136) 


ordinary wire. New wire is con- 
ventionally insulated small diam- 
eter thermocouple wire sheathed 
in metal tubing. Metal sheath 
not only provides mechanical pro- 
tection but enables wire to be 
used at higher temperatures. Sup- 
plied in all base metal calibra- 
tions in single or duplex pairs. 
Pyrometer Co. of America Inc., 
Penndel, Pa. 

Write No. 36 on Inquiry Card—Page 32 


Compact Cycloid-Type 
Reduction Drives 





New reduction drives based on 
the cycloid principle of speed re- 
duction are 40% to 60% smaller. 
Cycloid-type reducers provide a 
wider range of torque and, pound 
for pound, provide a_ higher 
torque, ranging from about 30 in.- 
Ib. torque per lb. of reducer 
weight to over 80 in.-lb. torque 
per lb. Units lend themselves to 
applications where high torque is 
required and weight and space are 
important. Sizes vary from small 
units for instruments to drives 
é for large machine tools. Black 
IL AND GAS...SPECIFY STALWART! | Tool, Inc. 1924 S. Navajo St, 
Denver 23, Colo. 

n above are custom rubber parts get a big bonus in service with every order Write No. 37 on Inquiry Card—Page 32 
é xemplify Stalwart’s total produc- -.-from the time you request a quotation » 
capabilities and design versatility. ... through the design and compounding New Self-Storing 
iuced to meet customer specifications, stages... right down to prompt delivery. Air H ose 
plex configurations are molded, ex- Stalwart produces rubber parts from all 
i, cut, calendered and spliced from types of natural and synthetic rubber, in- 
compounds to provide the ulti- cluding new Viton, Check with Stalwart’s 
mn part quality, performance relia- Plastic Division for injection molded 
nd production economy. And you parts to meet those very requirements. 


THE WORLD'S Send for your 
LARGEST PRODUCER copy of the 
OF SILICONE new Stalwart 
CUSTOM RUBBER PARTS Catalog. 


| ALWAR : The Stalwart Rubber Company 


162 Northfield Road + Bedford, Ohio 
RUBBER COMPANY Plants in Jasper, Ga., Warren and Bedford, Ohio (Please turn to page 143) 


For More Information Write No. 243 on Inquiry Card—Page 32 For More Information about ad on facing 
page Write No. 244 on Inquiry Card—pg. 32> 
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PRECISION SLITTING of cold-rolled 
spring steel is made possible because 
of careful quality control at every step. 


From Athenia Stee/... 


High-quality, high-carbon spring steel 


For over 50 years, the Athenia Steel Division of National- 
Standard has been producing cold-rolled spring steel, specialized 
and alloy steel, and cold-rolled flat wire for hundreds of industrial 
applications requiring high-quality specialty steels. This outstand- 
ing quality is due to proper raw material selection, precise laboratory 
control through final processing, modern equipment and technical 
knowledge. 


SPRING STEELS, cold-rolled annealed, are produced in thick- 
nesses of .001” to .065”, in widths from .015” to 16”. Range of tem- 
pered spring steel is .001” to .065” thick, .015” to 6.5” wide, with the 
following finishes: Black or Scaleless, Polished Bright, Polished and 
Blued or Strawed. Athenia also produces narrow flat stainless steel 
and cobalt-base NILCOR®. 


TECHNICAL HELP from Athenia engineers is available to de- 
termine the specific flatness, straightness, uniformity, temper, edge, 
finish or special feature you need. For engineering assistance, write to 
Athenia Steel with details of your re- 
quirements, or ask for the new brochure 
describing Athenia products, service and 
manufacturing facilities. 


METALLOGRAPH for determining 
metaliurgical properties of steel 
plays important role in Athenia’s 
precise stock selection. 


Athenia Steel Division 


samoaro NATIONAL-STANDARD COMPANY 
Clifton, New Jersey 














NS SPECIAL WIRE 
KEEPS SPRINGS ALIVE 
IN 1400° BATH 


When a leading manufacturer of microwave assemblies 
and radar components was faced with a serious production 
bottleneck in a high-temperature dip-brazing operation, they 
came to National-Standard for help in solving the problem. 


CRITICAL MICROWAVE ASSEMBLIES being brazed in a 1400° 
salt bath were held together by cumbersome weights and 
intricate fixtures that frequently caused distortion or slip- 
page during the brazing operation. The solution—and a 
considerable time and money saver—was to clamp all the 
components with springs that would allow expansion of 
the various parts during brazing without distorting the 
assembly. However, conventional spring wire would not re- 
tain tension at 1400°. Once used, springs had to be discarded. 


NATIONAL-STANDARD ENGINEERS, working with the manu- 
facturer’s engineers, tested a new superalloy spring wire, 
NS-25 (L605), that proved ‘“‘as good as new”’ after several 
hundred brazing operations at 1400° F. The mechanical 
stability of NS-25 spring wire insures proper expansion of 
parts during heating and maintains just the right tension 
to give mating parts good contact and perfect bond. The 
result is manufacturing that is simplified, faster and more 
precise than was previously possible. 


EXPERIENCED ENGINEERING HELP of this kind, for jobs 

requiring high-quality wire, to meet special or unique applica- 
tions, is available to 
you from National- 
Standard. Write for 
additional informa- 
tion to National- 
Standard Company, 
Niles, Michigan. 


oS 


MICROWAVE ASSEMBLIES are held togeth- 
er in 1400° brazing bath by springs made of NS-25 
wire. This special alloy wire allows rapid, precise 
brazing never before possible. 


NS Manufacturer of Specialty Wire and Metal Products 
stavoaro B NATIONAL-STANDARD COMPANY 


COMPANY 


Niles, Michigan 





NATIONAL-STANDARD 
PLANTS ARE 
SERVICE-LOCATED 
NEAR YOU... 


tional-Standard Company is a specialized manufac- 
of high-quality wire, wire cloth, flat spring steel and 

ited metal. With manufacturin and warehousing 
es around the world, National- Standard is ideally 
ized to serve your special wire or metal products re- 
ments. For fast delivery or experienced engineering 
s, contact the National-Standard plant or warehouse 
t you. 


NATIONAL-STANDARD DIVISION 
spring wire, stainless Niles, Michigan 
super-alloy wire, Akron, Ohio 


re, tire bead wire, flat Los Angeles, California 
jlar braid 


ATHENIA STEEL DIVISION 


led high carbon flat Clifton, New Jersey 
tee/, tempered or an- 
alloy steel, high-carbon 
nless steel, flat wire 


REYNOLDS DIVISION 


Vire Cloth Plant Dixon, Illinois 
ange of weaves, metals, 
ngs; specialty weaves 


»ss Perforated Metals 
ercial, ornamental and Carbondale, Pennsylvania 


al perforated metals 


WORCESTER WIRE DIVISION 


gh and low carbon wire, Worcester, Mass. 
spring wire, stainless 

re, plated wire, other 

¥y wires 


WAGNER LITHO MACHINERY DIVISION 


ecorating equipment Secaucus, New Jersey 


NATIONAL- STANDARD opiants are also located in Guelph, 


Kidderminster, England; Port Elizabeth, South Africa; and Co- 
West Germany. 





WAREHOUSES 


NATIONAL-STANDARD, Akron, Ohio 
Spring Wire, Stainless Steel Wire 


NA TIONAL-STANDARD, Plainville, Connecticut 
f Spring Wire, Stainless Steel Wire 


ise facilities are located in key industrial areas. 


row NATIONAL-STANDARD COMPANY 


STANDARD 


COMPANY Niles, Michigan 





SPECIALTY WIRE of many types is produced 
by National-Standard and Worcester Wire 
plants, and stock is located near most major 
industrial areas. 


INDUSTRIAL WIRE CLOTH woven from va- 
riety of metals in wide selection of weaves by 
the Reynolds Division is employed in hundreds of 
filtering, straining, and reinforcing applications. 


vl a 
an | 
oy 
4 


FLAT SPRING STEEL manufactured by 
Athenia Steel Division meets rigid specifications 
for high-carbon steel utilized in many products 
where quality and precise manufacturing con- 
trols are important. 





Products 
(Continued from page 138) 





A self-storing air hose for use 
with portable air-tools and hoists 
eliminates the need for hose reels 
and other storage facilities. De- 
signed for compressed air lines to 
grinders, nut setters, rivet guns, 
etc., hose has maximum working 
length of approximately 20 ft. and 
coiled length under 1 ft. Features 
include lightness, resistance to 
kinking, and ability to absorb 
twist. Made of special flexible 
polyamide, hose assures unob- 
structed air flow for pressures 
to 200 psi. Synflex Products Div., 
Samuel Moore & Co., Mantua, 
Ohio. 

Write No. 38 on Inquiry Card—Page 32 


Self-Opening 
Centrifugal Separators 


A line of self-opening centri- 
fugal separators is designed for 
the continuous processing of liq- 
uid mixtures having high solids 
content. Machines can be used as 
liquid purifiers, clarifiers or as 
solids concentrators and are of 
particular interest for waste water 
treatment and in petroleum in- 
dustry. Three models provide ca- 
pacity range of 200-1500 gph, 
400-3000 gph, or 1000-6000 gph. 
When separated solids reach a 
predetermined amount, they are 
ejected while bowl continues to 
operate at full speed. De Laval 
Separator Co., Poughkeepsie, 
N.Y. 
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HOWARD “HACK SAW" PRUNER, 
40 years in saw sales and service. 
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PRODUCTION SPEED AND 
ACCURATE CUTTING WITH 


LENOX POWER HACK SAW BLADES 


You can count on increased production with LENOX 
power blades featuring long-wearing teeth 
and straight cutting performance. LENOX power blades are 
heat treated and toughened under modern electronic 
controls to guarantee strong, uniform hardness. 
For a better blade . .. better made... you can 
always depend on LENOX. 


OPERATIONAL STUDY? An experienced, technically-trained 
Lenox factory engineer is available to analyze your 
power hack saw operation ... and possibly show you how to 
save time and money. Write or call today 
for immediate service. No obligation, of course. 


AMERICAN SAW & MFG. COMPANY 
SPRINGFIELD, MASSACHUSETTS © U.S.A. 
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PROFITABLE MAINTENANCE 


"Bees your management realize that 


Kirkpatrick, Manager, Maintenance 
Westinghouse Electric Corporation 


maintenance dollars are 
an investment ... not an expense? 


“MAINTENANCE 1S AN INVESTMENT 


Maintenance is now recognized 
as the continuous protection of 
capital investment. It is money 
it as part of the cost of pro- 
...and must do its share 

a profit. 


No plant today can withstand 
the heavy expense of unnecessary 
down time which may cost from 
$5 to $1000 and more per minute. 
Equipment failures are prevented 
by correct maintenance practices. 
In many plants these practices 
are organized into a carefully 
tailored program to keep all vital 
production equipment operating . 
at peak efficiency. 

Your maintenance investment 


Westinghouse maintenance service 


rewinding program pays off! 


ty* power station, 14 
motors drove forced and 
| draft fans. These motors, 
from 250 hp to 600 hp, 
odically saturated with 
» to steam line failures. 
it, the motors would go 
nd and burn out before 
iid be shut down. Motors 
with conventional insula- 
yntinued to fail under these 
ms. When Thermalastic’, 
ive Westinghouse insula- 
used on one motor, it 
repeated water soak- 
e performance of Therm- 
d to its use in rewinding 
er motors on a planned 
xpensive down time and 
emergency repairs have 
ninated. And the life ex- 
y of these motors has been 
ed. 


*Name on request 


Westinghouse Maintenance Service En- 
gineer inspecting and testing vital elec- 
trical equipment. Reports and recom- 
mendations from these men enable you 
to keep your electrical equipment oper- 
ating at peak efficiency. 


The case of the patched-up motor 
that delivered patchy production 


A process motor, operating on an 
outdoor sulfuric acid tank, was in 
the habit of failing several times a 
year. After numerous repair jobs, 
the project was assigned to West- 
inghonse. Rewinding included the 





Westinghouse exclusive Coilife* 
insulating process. Back in service, 
this motor ran for two years be- 
fore a bearing failure caused its 
first outage. In addition to unin- 
terrupted production during this 
period, Westinghouse was able to 
save this company a total of 300% 
in maintenance costs compared 
to the motor’s previous record. 

*Trade-Mark—A new, improved insula- 


tion process called Super COILIFE was 
announced by Westinghouse in 1959. 




















/_|- Yash. 
~ 


“Now that we have a modern mainte- 
nance program, we don’t need these 
around this plant anymore.” 
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should be as carefully planned as 
your management’s capital in- 
vestments. Knowledge of the im- 
portance of all electrical equip- 
ment to your production processes 
is essential in developing an effi- 
cient program. The equipment 
most vital to your production de- 
serves special consideration. 'This 
might lead to purchasing critical 
parts or even stand-by equipment 
—a motor, for example—that can 
ve substituted when failure occurs 
and thus minimize down time. A 
modern preventive maintenance 
program tailored to your specific 
requirements will assure the full 








Adapted with permission from FACTORY maga- 
zine’s Monthly Cost Index of Plant Maintenance. 
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Plant maintenance costs have been rising am and now represent an annual 


industry expenditure of about $14 billion. Source: 1959 Survey of Maintenance Costs, 
FACTORY magazine, McGraw-Hill Publishing Co., Inc. 








life expectancy of all your elec- 
trical equipment. Such a program 
is one of the soundest investments 
that can be made. It can contrib- 
ute many dollars to your com- 
pany’s profits. 


This is the first of a series of 
Westinghouse articles on prof- 
itable maintenance practices. 


assures lower over-all costs 


Westinghouse Repair plant in Los Angeles, California. This is one of 42 Westing- 
house Repair plants ready to serve you. Electrical equipment is modernized 
electrically and mechanically and returned to you better than when it was new. 


Rebuilt transformer provides 
25% more power than when new 


Repair and modernization went 
hand in hand on this transformer 
job. Applied on a steel mill melt- 
ing furnace, the equipment was 
originally rated 15,000 kva, 
13,200 volts. After careful inves- 
tigation, new winding specifica- 
tions and mechanical modifica- 
tions were developed. The trans- 
former was then rewound and the 
cooling system changed. As a re- 
sult, it was better than when 
new ... completely modernized 
and uprated to 20,000 kva. 


For More Information Write No. 
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Westinghouse cuts motor repair 
costs for another customer 


On a contract basis, this company 
assigned all motor rewinding to 
Westinghouse. The first year, this 
customer sent an average of 12.8 
motors per month to Westing- 
house Repair plants. Now, three 
years later, an average of only 
three motors a month are being 
received. Customer management 
reports that production has stead- 
ily increased as a result of this 
maintenance program. Also, longer 
lasting repairs and lower over-all 
costs have been secured. 


Nearby Westinghouse Repair 
plants and Field Service Engi- 
neers are ready at all times to 
repair and modernize your equip- 
ment. Local warehouses maintain 
stocks of Westinghouse parts to 
give you quick delivery. 

Whether the work is in your 
plant or ours, the very latest 
Westinghouse research-developed 
materials and techniques guaran- 
tee top operating, long-lasting, 
revitalized electrical equipment. 
In fact, all rebuilt or modernized 
equipment carries a new equip- 
ment guarantee. Call your West- 
inghouse salesman for prices and 
other information. He will arrange 
to assist you in solving your main- 
tenance problems. This will, in 
real measure, contribute to your 
company’s profit objectives. Talk 
to Westinghouse Maintenance Spe- 
cialists at Booth 1010, Plant Main- 
tenance and Engineering Show, 
Philadelphia; January 25-28. 3-95208 


YOU CAN BE SURE.. FITS 


Wapiagionee 


UCILLE BALL DES! ARNAZ SHOWS 
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The cost of ALLEN Hex-Socket Cap 
Screws is only a minor fraction of 
your assembly costs... be sure you're 
getting the timesaving, cost-saving 
advantages of genuine Allens! 


ver since Allen first produced the 
x socket head screw nearly fifty 
years ago, specifying genuine Allens 
nade by Allen of Hartford) has been 
sure way to guarantee dependable 
threaded fastening. 

Only genuine Allens have Leader 
nts that make starting easier, and 
atly minimize danger of cross 

hreading. Genuine Allens are *‘pressur- 
formd’’ to preserve the long fibers 
neut throughout the length of the 

rew, giving stronger sockets for 
reater tightening torque. 

Write for samples and engineering 

lata. See how genuine Allens will make 
r product better. 


EX-SOCKET SCREWS 


\llen’s new 1960 Series Socket Head Cap 

Screws give up to 2 times more load 

carrying capacity, without indentation. 
Head diameter of sizes 
from \%” up is now uni- 
formly 1% times the body 
diameter—providing more 
under-the-head bearing 
surface, and a proportion- 
ate increase in clamping 
force. Write for new Bul- 
letin G-25, with full 
specifications. 


Stocked and sold by leading Industrial 
Distributors everywhere 


PALS PPP PP PPP PPh PP Phs fr’? 
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Safe Holder for 
Hot Soldering Irons 





A new soldering iron holder 
provides a safe and practical way 
of keeping a hot soldering iron 
within easy reach. Constructed of 
steel and cadmium-plated, holder 
has easy mounting flanges for 
easy attachment to bench or shelf. 
Unit fits ali soldering irons up to 
34 in. in diameter and eliminates 
the danger of fire or burns. Perf- 
orated for self-ventilation, holder 
has all welded construction which 
permits indefinite use with no 
assembly by purchaser. LaGrange 
Welding and Machine Co., Moores 
Mills, N.Y. 

Write No. 40 on Inquiry Card—Page 32 


Pelletized Chromium 
Plating Chemicals 


Chromium plating chemicals 
are now available in pelletized 
form for user safety and con- 
venience. Pellets are approximate- 
ly % by % in. in size and can 
be shoveled or poured without 
dust from standard nine-gallon, 

(Please turn to page 148) 


PURCHASING 





Experience—the added alloy in Allegheny Ludium too/ stee/s 


COLORIMETER (inherently extremely accurate) determines 
percentages of molybdenum, tungsten, cobalt and manga- 
nese in A-L tool steel to insure consistent, high quality. 


Colorimeter measures exact chemical composition 
of Allegheny Ludlum tool steel melts 


Accurate adjustment of alloys guarantees uniform 
heat treatment, predictable dimensional changes, 
reduced grinding, standardized machining operations. 


Close control of molybdenum, tungsten, cobalt and 
manganese is at the heart of a good tool steel melt. In 
addition to the usual testing methods, Allegheny Lud- 
lum’s chemical laboratory checks these metals with 
Colorimetry because of its inherent, extreme accuracy. 

On the basis of the Colorimeter’s findings, it is 
possible to make carefully calculated furnace additions 
of ferro-alloys, insuring precise control over chemistry. 
This guarantees your receiving the exact analysis order 
after order, providing uniformity of heat treatment, predict- 
able dimensional changes, reduced grinding and standardized 
machining operations. 


7262 


Colorimetry is but one step toward careful control 
overt composition. Allegheny Ludlum also sets exacting 
purchasing specifications on raw materials and scrap. 
Quality Control checks all incoming orders to see that 
they conform with these specifications. Another guard 
toward your getting your exact specifications: each 
ingot bears a metal tab showing heat number. 

Allegheny Ludlum stocks a complete line of tool 
steel sizes and grades. Call your nearest A-L representa- 
tive; you'll get quick service and counsel on such 
problems as heat treating, machining, grade selection, 
etc. Or write for A-L’s publication list which gives full 
data on the more than 125 technical publications offered. 
They'll make your job easier. 

ALLEGHENY LUDLUM STEEL CORPORATION, 
Oliver Bldg., Pittsburgh 22, Pa. Address Dept. P-25 


ALLEGHENY LUDLUM 


Tool Steel warehouse stocks throughout the country... Check the yellow pages 
every grade of tool steel... every help in using it 


For More Information Write No. 248 on Inquiry Card—Page 32 
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‘We order all our 
recording charts 
from this 
one book!” 


save money, cut down on 
er work, and keep engineer- 
people happy when you buy 
rding charts from this new 
Stock List. More than 15,000 
cular, strip and rectangular 
listed jhere, cross-in- 
instrument manufac- 
and type — most are avail- 
for immediate shipment. 


u'll save money—GC Record- 
Charts are more economical 
ou can order in large quan- 
for periodic shipments. 
il reduce paper work— you'll 
fewer orders—and deal 
only one chart representa- 
Your engineering people will 
ippy —GC Recording Charts 
give them the performance 
demand. 


ts are 
ed by 


; 92-page stock list is fac- 

ind it’s free. Let us send you 

Also, send us a chart 

er or two, we'll send you 

les. Have your engineers put 

GC Recording Charts to 

y test in the book— we'll rest 
ase on the results. 


RECORDING 
CHARTS 


RIBUTED BY 
TECHNICAL SALES 
CORPORATION 
89 Von Rensselaer St., Buffalo 10, N.Y. 
SUBSIDIARY OF: 


GRAPHIC CONTROLS CORPORATION 


Buffalo 10, New York 
For More Information Write No. 249 
on Inquiry Card—Page 32 


Products 
(Continued from page 146) 

saran-lined fibreboard container. 
With new method, there is far less 
tendency for material to pick up 
moisture or adhere to sides of 
container, and caking is _ pre- 
vented, eliminating the danger of 
splashing when large lumps are 
dumped into plating bath. Metal 
& Thermit Corp., Rahway, N.J. 
Write No. 41 on Inquiry Card—Page 32 


Special Quality 
Nylon Stop Nuts 





Nylon stop nuts in a new line 
are simultaneously self-tapping, 
locking, sealing and insulating. 
Nut is one-piece, washer-faced 
resilient hexagon composed en- 
tirely of duPont Zytel 101 nylon 
resin, molded to standard dimen- 
sions. Nut is particularly recom- 
mended for applications requir- 
ing toughness, extreme light 
weight, form stability at high tem- 
peratures, and abrasion and cor- 
rosion resistance. Nut locks at any 
position along shank of screw, 
permitting pre-setting. Pheoll 
Mfg. Co., Inc., 5700 W. Roose- 
velt Rd., Chicago 50, Tl. 
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Super-Precision Grinder 
and Gaging System 








(Please turn to page 152) 








Now Your Most Complete 
Reference For 
Threaded & Headed Products! 


NEW 
1960 EDITION 


SCREW & SPECIALTY CO., 


METAL FASTENERS 


CATALOG 


For more than 25 years Atlas 
Screw & Specialty Co., Inc. has 
been synonymous with quality 
and service. In keeping with our 
desire to serve you best, we 
have just completed printing our 
newest catalog. The list prices 
published therein are up to date 
and reflect the most current 
changes. 


_. FREE! 
— ur New York office 
and > your copy fe) 


catalog 


Our Factories And Warehouses 
Are Centrally Located To Guarantee You. 
Fast And Efficient Service. 


ATLAS 
SCREW & SPECIALTY CO., 


450 Broome St. 
N.Y. 13, N.Y. 


3661 N.W. 48 St. 
Miami, Florida 


INC. 


396 Jellif St. 
Newark, N. J. 


250 Mill St. 
Waterbury, Conn. 








For More Information Write No. 250 
on Inquiry Card—Page 32 
For More Information about ad on facing 
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i we s J , important savings in Gor 
| He'll help you erase any 





CROWN ZELLERBACH CORPORATION menaen ene rugs 


GAYLORD CONTAINER DIVISION HEADQUARTERS. ST 


PLANTS COAST TO COAST 
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Not knowing what's going to happen next—this is the most upsetting aspect of nightmares . . . and 
buying and using many stainless steels. 


When you order stainless steel from your nearby Carpenter sERVICE-CENTER, you know in advance 
what you're getting: 


Predictable performance! Every bar, every order, assures you the advantages inherent in maximum 


uniformity. You hold production and service problems to a minimum. Carpenter has taken the guess- 
work out of stainless. 


Large local stocks! Billet, bar or wire . . . your Carpenter SERVICE-CENTER has it. We stock an un- 


usually wide range of grades and sizes to accommodate your most diversified needs. 


Technical help extraordinary! No matter how difficult your problem, there’s an excellent chance 
that Carpenter's continuing Research and Development Program has already produced information 
to save you time and money. Other progressive companies take advantage of our metallurgical 
services. Why don’t you? 


teal and die steels 
stainless steels 


| electronic, magnetic and electrical alloys 
arpenter ste es a high temperature alloys 
special-purpose steels 
tubing and pipe 

fine wire specialties 

The Carpenter Steel Company, Main Office and Mills, Reading, Pa. 

Alloy Tube Division, Union, N. J. 

Webb Wire Division, New Brunswick, N. J. 

Carpenter Steel of New England, Inc., Bridgeport, Conn. 





EVERY TIME 
YOU BUY 
THIS 
BRUSH... 
YOUR 
OWN 
G00D 
JUDGEMENT 

SHOWS 


Today’s industrial buyer is a special kind 
of expert. His job: spot and buy genuine 
value down the line—big purchase or 
small. And when it comes to brushes— 
both the men who buy and the men who 
use them agree on Osborn. 


e The right Osborn Power Brushes, for 
instance, help you do cleaning, finish- 
ing or deburring jobs better, faster 
...at less cost. 

So to save buying time . . . to cut buying 
costs... to get built-in value automatically 
everytime—make Osborn your brand for 
all industrial brushes. Choose from a 
complete line of superior: 

¢ Power brushes 

e Paint and Varnish brushes 

e Maintenance brushes 

Full details in the new Osborn 112-page 
Catalog. Write for your free copy. The 
Osborn Manufacturing Company, Dept. 
11-52 Cleveland 14, Ohio. 


Osbou Brus 


METAL FINISHING MACHINES ... AND FINISHING METHODS 


POWER, PAINT AND MAINTENANCE BRUSHES © FOUNDRY PRODUCTION MACHINERY 


For More Information Write No, 253 on Inquiry Card—Page 32 
More Information about ad on preceding 
age Write No, 252 on Inquiry Card—pg. 32 





Products 


(Continued from page 148) 

A new grinder with an integral 
gaging system will grind mating 
parts to fit within a few millionths 
of an inch. Unit is expected to be 
used for grinding such critical 
mating parts as missile control 
valves, fuel injector plungers and 
ultra-precision shaft-like parts. It 
can also be used to grind one-of- 
a-kind parts such as master gages 
and other high-production parts 
under gage control. All machine 
elements are under complete con- 
trol in the automatic cycle to 
produce consistently accurate 
work. Cincinnati Milling Machine 
Co., Cincinnati, Ohio. 

Write No. 43 on Inquiry Card—Page 32 





New Line of 
Airhose Couplers 


A new line of airhose couplers 
is designed to “make compressed 
air as easy to use as electricity.” 
Check unit and adapter of new 
coupler lock together with a snap; 
once closed, they will not acci- 
dentally pull apart. Couplers con- 
nect and disconnect easily, and 
heavy knurled sleeve on check 
unit provides non-slip action even 
when hands are gloved or grease 
covered. Corrosion-resistant units 
are “industry interchangeable,” 
allowing substitution with mini- 
mum trouble and downtime. A. 
Schrader’s Son, Div. of Scovill 
Mfg. Co., 470 Vanderbilt Ave., 
Brooklyn, N.Y. 

Write No. 67 on Inquiry Card—Page 32 


Stainless and Copper 
Seamless Tubing 
Stainless steel and OFHC cop- 
per clad-metal seamless tubing 


(Please turn to page 154) 


For More Information about ad on facing 
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what do your relays cost INSTALLED? 
INITIAL COST IS NOT THE WHOLE STORY 


Potter & Brumfield relays are engineered for modern 
production methods. Many are available with printed 
circuit, taper tab or quick-disconnect terminals. Most 
can be adapted to fit your particular hook-up and 
mounting requirements. Simple, economical installa- 
tion, plus low original cost keeps total costs down. 


Here is another way to save with P&B relays! Many 
types bear U/L and Canadian Standards Association 
seals of approval . . . thus you save time and money 


Of, The Stely Delivery 


getting your equipment approved. For example, the 
relay shown above is our KA general purpose type. 
It bears the U/L seal, File Number E-29244. 


Our catalog lists nearly 60 types of relays, one 
of which will probably fit, or may be adapted to, your 
specifications. There is a P&B sales engineer near you. 
He will be happy to discuss your relay requirements 
with you . . . and perhaps show you time saving, 
money saving installation methods. 


of standard P&B relays at factory prices is 


available from your local electronic parts distributor. Call him today for 
prototype, maintenance or short-run production quantities. See our 
complete catalog of standard relays in Radio Electronic Master. 


THERE IS A PaB SALES ENGINEER NEAR YOU, READY AND ABLE TO DISCUSS ALL YOUR RELAY NEEDS. CALL HIM TODAY. 


(#) POTTER & BRUMFIELD 


DIVISION OF AMERICAN MACHINE & FOUNDRY COMPANY, PRINCETON, INDIANA 
IN CANADA; POTTER & BRUMFIELD CANADA LTD., GUELPH, ONTARIO 
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Continued from page 152) 





roperties not found in a 

metal or alloy. For heat 

lange pressure tubes and for 

luction of fluid or gas under 

ire at elevated temperature, 

lad-metal tubing combines 

high temperature, corrosion 

tance and tensile properties 

tainless steel with the high 

ial conductivity and good 

s surface of copper. Avail- 

with either copper or stain- 

teel as the outside material. 

Metals & Controls Div., Texas 

Instruments, Inc., 34 Forest St., 
Attleboro, Mass. 
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Spray Gun for High 
Melting Point Material 


A new spray gun handles any 
material that will melt without 
decomposing. Utilizing the plas- 
ma-are principle, gun develops 
normal work temperatures of 10,- 
000 to 15,000 degrees F. Spray 
gun operates on inexpensive 
gases, such as nitrogen and hy- 
drogen, and it provides a prac- 
tical means of applying coatings 
of high melting-point materials 
such as zirconium carbide, tung- 
sten, niobium carbide, and many 
other oxides, borides and car- 
bides. Use of inert gases elimin- 
ates flashback and _ explosion 
hazards. Metallizing Eng. Co., Inc., 
Westbury, L.I., N.Y. 

Write No. 45 on Inquiry Card—Paze 32 


New Actuators with 
Easy-to-Wire Switches 


, 





HAND EMBOSSING 


MACHINE-34. 95 


A NEW CONCEPT IN IDENTIFICATION SYSTEMS 


For plant, office, field and factory . . . you can now make your own labels right ‘‘on- 
e-spot’’ just where and when you need them. The DYMO-MITE embosses raised 
te letters on a veriety of colored, pressure-sensitive vinyl tapes . . 
lialing a telephone... 


- as easily 


and best of all they cost just pennies a label. Use on 


parts bins, switch boxes, shelves, controls, lockers, anywhere, everywhere, 


ioors or out. . 


. applications limited only to the scope of YOUR own imagination! 





See your local 
distributor or— 


Write today for 
FREE catalog 
and samples to: 


moat Terma 


v 


2546 Tenth Street, Berkeley 10, Calif. 
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rod actuator versions have been 
added to a line of easy-to-wire 
enclosed switches. One-way roller 
actuators are designed for use 
with machine tools employing a 
slide to actuate the switch and 
override it but not actuate it on 
the return strike. Switches fea- 
turing a low force 6 in. rod ac- 
tuator are designed for use with 
counters, conveyors and sorting 
devices. Rod may be cut or formed 
to meet individual requirements. 
Micro-Switch Div., Minneapolis- 
Honeywell Regulator Co., Free- 
port, Ill. 

Write No. 46 on Inquiry Card—Page 32 


New Gas-Fired 
Infra-Red Heaters 


New gas-fired infra-red heaters 
are ideai for difficult-to-heat lo- 
cations. Particularly useful for 
high-ceilinged buildings, econom- 
ical heaters make possible con- 
trolled-temperature heating even 
in the case of large saw-tooth 
roofed factories, warehouses and 
garages—without using ducts, 
blowers or heat exchangers. Infra- 
red rays are produced by burning 
a gas and air mixture on surface 
of a ceramic element which 
reaches temperature of 1600 de- 
gree F. Reflector units direct the 
rays as required. Perfection In- 
dustries Div., Hupp Corp., 1135 
Ivanhoe Rd., Cleveland 10, Ohio. 
Write No. 47 on Inquiry Card—Page 32 


New Goggles Fit 
99% of All Users 


New goggles for use by welders 
and chippers can be worn over 
(Please turn to page 164) 
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Somebody saved Sg fon this fastening 


But something was missing when costs for the cas- 
tellated nut and cotter pin unit were figured. The 


extra expense of field service calls; the cost of “down-. 


time” to the customer; the value of your companys 
reputation as a manufacturer. Add these factors 
in . . . then the one quarter cent for the double 
dependability of an Elastic Stop nut becomes the 
lowest cost insurance you can obtain for the protec- 
tion of your equipment and yotr reputation. 

No component, part or material which fails under 
the stresses of normal product performance can be 
economical . . .no matter how low the initial cost. Fail- 
ure of the smallest part is failure of the equipment. 

Because they cannot be shaken loose . . . because 
the exclusive nylon locking insert retains original 


locking torque throughout the most rugged operat- 
ing conditions — Elastic Stop nuts insure against 


‘breakdowns through fastener failure. And, because 


Elastic Stop nuts eliminate the possibility of product 
failure caused by loosened fasteners. . . they are truly 
the most economical fasteners available. 

For detailed photos showing how some of Amer- 
ica’s foremost manufacturers of heavy equipment 
have insured critical bolted connections with Elastic 
Stop nuts on such units as rock drills, scrapers, snow 
plows, off-the-road trucks . . . write to ESNA. Or, for 
first hand proof, tell us the preferred size and we'll 
send you test samples. Address: Dept. $24-115, 
Elastic Stop Nut Corporation of America, 2330 
Vauxhall Road, Union, New Jersey. 


DOUBLE DEPENDABILITY 


The dependability built into every Elastic Stop nut builds itself 
into the dependability of every product on which it is used. 


ELASTIC STOP NUT CORPORATION OF AMERICA <i) 


For More Information Write No. 256 on Inquiry Card—Page 32 
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‘TAYLORITE-THE NEW 
AME FOR IMPROVED 
VULCANIZED FIBRE 


faylorite makes better are chutes for switch- 
r manufacturers. Its improved formability 
lectrical properties permit the fabrication 

nore compact and efficient components. 


Photo courtesy I-T-E Circuit Breaker Co. 





Our vulcanized fibre is so im- 
proved that we have given it a 
new name. Better electrical, 
physical and mechanical proper- 
ties, and greater uniformity from 
lot to lot have made this workhorse material even 


more adaptable to a broad range of applications Taylorite offers new flexibility, ply adhesion, 
tear resistance, resilience and toughness to 

, manufacturers of abrasive discs and drum 
throughout industry. sanders. Also uniform abrasive distribution. 


New Taylorite commercial grade, for example, iadieta tt hh fh i 


| SOeeesanueanuesn. 
has greater tensile strength, greater flexural ee 
strength, greater compressive strength, and greater 
dielectric strength than the older commercial grade. 
It is extensively used in the electrical industry. Its 
high impact resistance, zood formability, tough- 
ness, and ability to be deep drawn make it an ideal 
material for 1001 industrial applications. Samples 


are available. Test them for yourself. Put them 


= ‘ Taylorite provides new impact resistance and 
ns 2 ) SS =m, fo : : 
under tension, flex them, compress them, form toughness in many structural and mechanical 


: applications. Typical of these is its use as kick 
them. You will find Taylorite passes your severest back plates in bowling alleys. 


tests with flying colors. And remember, Taylor 
offers you complete design and engineering 
ssisté , . \ v4 
assistance H/ \/*A/ WS 
Data Sheet 2-0 gives complete technical infor- 
mation—write for a copy and for samples today. 


Taylor Fibre Co., Norristown 36, Pa. 


pact resistance and high uniformity from lot 
to lot make it ideal for such vital applications 


VULCANIZED FIBRE as railroad track and switch insulating parts. 


ylor Taylorite’s improved electrical properties, im- 
LAMINATED PLASTICS 
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Sexe) | 
FOR THE 


DIAMONDS 
OF FINISHIN( 
elly Vane 


PLATING 
BRIGHTENERS 


For Zinc, Cadmium, Copper and White Brass 
HAVE THE FOUR BIG FEATURES YOU ASKED FOR! 


When the Allied line of brighteners, now known as ISOBRITE, 

had the famous ARP trademark on them, we made a survey 

to find out exactly what you wanted most in brighteners. 

Your answers helped guide our research and development staff 

in evaluating and consolidating our new line. 

Now, here are the results—the industry’s most complete line— 

28 ISOBRITE Brighteners with these most-wanted features: 

1. LONGER LIFE 

Your own records will show ISOBRITE Brighteners give longest 

possible life in rack or barrel plating operations. 

2. BRIGHTNESS 

You'll see for yourself that ISOBRITE Brighteners give a 

diamond-like sparkle that just can’t be matched. 

3. THROWING POWER 

Even if your product has deep recesses, you’ll get a uniform, 

all-over brightness that only ISOBRITE Brighteners can give you. 

4. WIDER BRIGHT RANGE 

ISOBRITE Brighteners operate efficiently over exceptionally wide 

current density ranges and have greater tolerance for temperature change. 
Remember, there’s an ISOBRITE Brightener especially designed 
for your specific operations—whether you're rack or barrel plating 
zinc, cadmium, copper or white brass . . . an ISOBRITE Brightener 


that is entirely compatible with most other brighteners. Don’t just 
order brighteners—specify ISOBRITE. There is a difference! 


Your Allied Finishing Systems Engineer will be glad to discuss the benefits of 
ISOBRITE Brighteners in your operations. He’s listed in your ‘phone book under 
“Plating Supplies.” Or, write for technical data and product list giving details 
of your operations. 


a Allied Research Products, Inc. 4004-06 east monument St, BALTIMORE 5, MD. 


Branch Plant: 400 Midland Avenue, Detroit 3, Michigan 
West Coast Licensee for Process Chemicals: L. H. Butcher Co. 

; ; ® ta ® ® 
Chemical end Electrochemical Processes, Anodes, | CUACMaa> | CLILEXD amp | crim 


Rectifiers, Equipment ond Supplies for Metal Finishing Coatings Pd Grighteners Chemicals 


For More Information about ad on facing 
page Write No. 259 on Inquiry Card - pg. 32> 


PURCHASING 
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NOW from the FABRICAST plants of 


CENTRAL FOUNDRY 


DIVISION 


aluminum castings that improve 
products and meet cost requirements 





Now CENTRAL FOUNDRY 
offers in aluminum... 











-APACITY to produce in quantity 


and ability to deliver on schedule 


The Fabricast plants of Central Foundry Division, located 
at Bedford, Indiana, and Jones Mills, Arkansas, have the 
facilities and the engineering services necessary to pro- 
duce quality aluminum castings in production quantities 
and to deliver them on schedule. Complete pattern and 
die shop facilities are available to make wood and metal 
patterns as well as dies for permanent mold, die cast and 


investment parts. 


This is advantageous to our customers because engineering 
changes can be incorporated in their equipment in a 
minimum of time; our trained personnel can give prompt 
delivery of intricate dies and experimental pattern equip- 
ment can be turned out readily. All grinding and cutting 
machinery for die work is available, including facilities 
to make cast-to-size parts; a completely equipped heat 
treating department utilizes salt bath furnaces. 


Two modern, fully equipped 
plants located to serve you best. 


Multiple-station permanent molding machines turn 
out large quantities of quality aluminum castings 
on schedule. 


high standard of QUALITY 


through rigid physical, chemical and 
metallurgical testing and control 


The Fabricast plants of Central Foundry 
Division maintain high standards of 
metallurgical quality for their cast 
products with well-equipped chemical, 


facilities include many of the industry's 
finest scientific instruments and testing 
devices; they are used to maintain 
rigid control over every stage of cast- 
ing production from original alloying 
operations to finished casting. 


Central Foundry Division has a well equipped physical 
testing laboratory in which all of the standard physical 
tests on alloys can be performed. Special tests can also 
be conducted on castings to simulate service requirements 
if such testing is required. 


spectrographic, 
physical testing 


metallographic and 
laboratories. These 





casting METHODS best suited to all 


types of design and production requirements 


It will help you, the designer of castings, to know that 
the Fabricast plants of Central Foundry Division produce 
aluminum castings by any one of four methods; die- 
casting, permanent mold, semi-permanent mold and 
sand casting. One of these methods will provide the best 
aluminum casting at the lowest possible cost. Before 
selecting the method by which an aluminum part is to be 
cast, consideration must be given to the design of the 


part, its size and its end use. Of equal importance is the 
number of parts to be produced and the alloy to be 
used. Central Foundry Division engineers, with years of 
specialized knowledge and training in casting aluminum, 
can be called upon for assistance in the design, alloy 
specification and in the choice of the casting method 
best suited to the production of your part. 





Automotive Piston cast by 


permanent mold process 


Ry 





Flywheel Housing made by 


the die casting process 


Brake Drum cast by 


permanent mold process 


These Vane Segments are pro- 
duced by investmertt casting 
of the lost 
This method 


is used for the production of 


r an adaptation 


wax process 
small precision parts from 
high temperature alloys and 
is the best possible method 
Peon gaps ae of castingintricate parts which 


must be cast-to-size 


Rear Bearing Retainer made by 


Melt Me a-tiilal-M-la-14-30) 


No 


Postage Pestens Sten 


Will be Paid celia 
by If Mailed in the 
SIGN AND MAIL Addressee United States 
THIS CARD 
BUSINESS REPLY MAIL 


First Class Permit No. 51 Sec. 34.9 P. L. & R. Saginaw, Michigan 


CENTRAL FOUNDRY DIVISION 
GENERAL MOTORS CORPORATION 
SAGINAW, MICHIGAN 


SEE OTHER SIDE 





NGINEERING 


costs and improve 


A complete and competent staff of product develop- 
ment engineers, foundry engineers and modern engi- 


SERVICES cut 
casting design 


same time improve the part functionally. Since casting 
design determines casting cost, close contact between 


neering services are available to our customers to foundry engineer and design engineer is necessary to 


assist in casting design considerations. Frequently, 
foundry suggestions on casting design can reduce the 


ost of experimental and production parts and at the 


create economical casting designs which are easily 
adapted to the high production methods utilized by 
Central Foundry. 


2) CENTRAL FOUNDRY DIVISION 


Lys GENERAL MOTORS CORPORATION, SAGINAW, MICHIGAN 


—7 
| 
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CENTRAL FOUNDRY DIVISION 
GENERAL MOTORS CORPORATION 


SAGINAW, MICHIGAN SIGN AND MAIL 


THIS BUSINESS 
REPLY CARD 
NOW! 


[-] Send me a copy of your new 24 page 
book of Aluminum Castings 


[_] Have Sales engineer call 


NAME 
COMPANY 
ADDRESS 


CITY 





€ 
rom 
This is what you've been waiting for! Starting January 1st, 


Pan Am slashes general cargo rates in both directions 

5 across the Pacific. You save up to 53% on shipments be- 
d (ee tween Los Angeles, San Francisco, Portland or Seattle on 
this side of the Pacific, and Tokyo and all the Orient. For 


example, here's the new scale of rates from all four U.S. 

q ate points to Tokyo: 
{0 q| NEW WEIGHT NEW RATE SAVINGS OVER 
SCALE SCALE CURRENT RATES 


: 0-99 Ibs. $2.19 per Ib. 12% 
t . men 100-549 Ibs. 1.64 per Ib. 12% 


550-1,099 Ibs. 1.30 per Ib. 20% 


1,100-5,499 Ibs. 1.00 per Ib. 38% 

5,500-21,999 Ibs. -85 per Ib. 47% 

22,000 Ibs. up -75 per Ib. 53% 

h 0 Similar rate reductions apply to Guam, Hong Kong, 

a$ muc as 0 Manila, Bangkok, Singapore, Saigon, Rangoon and Jakarta. 


This is typical of Pan Am's constant efforts to make 

e Clipper** Cargo ever more profitable, ever more conven- 
Effective Jan. | I960 ient for you. Why do more American companies ship by 
Pan Am than by any other overseas airline? Because 

Pan Am offers more: MORE PLANES (including more 

Jets!) » MORE SPACE * MORE FLIGHTS + MORE SHIP- 

PING POINTS FROM THE U.S.* MORE SERVICE (From 

electronically checked reservations to doorstep pickup 


and delivery, your product is in the hands of the most 
experienced men in the business!) 














“ Now get your product aboard faster, abroad faster—with 
greater ease, greater profit! Call your cargo agent, freight 
forwarder or Pan Am office today. 








**Trade Mark, Reg. U.S. Pat. Off. 
For More Information Write No. 260 on Inquiry Card—Page 32 
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Hints on 
fluorescent starter 
selection 








YOU CAN USE 
STANDARD 40W LAMPS 
N COLD AREAS WITH 
-E FS-44 STARTERS 


eneral Electric FS-44 thermal- 
vitch type starters will start 
tandard 40W preheat lamps reli- 
ly at low ambient temperatures 
down to 0 F because the pre- 
time they provide remains 
tant. Standard glow-switch 
starters, under these condi- 
require specially-designed 
temperature service lamps 
atisfactory operation. 
get more money-saving 
nts, ask your G-E distributor 
the “G-E Starter 
ction Chart and 
Maintenance Guide 
or Fluorescent 
Lighting.’’ General 
Electric Company, 
Wiring Device De- 
artment, Providence § 
Rhode Island. 


GENERAL @® ELECTRIC 


For More Information Write No. 261 
on Inquiry Card—Page 32 





Products 


(Continued from page 154) 

all types of prescription spectacles 
and fit 99% of all users. Chipper’s 
goggle has perforated aluminum 
side shields for direct ventila- 
tion, clear lenses, adjustable 
leather bridge and either an ad- 
justable or rigid bar bridge. Weld- 
er’s model is of identical construc- 
tion except for indirectly ventilat- 
ed side louvers and special shade 
lenses for eye protection. Both 
goggles utilize standard 50 mm. 
round lenses, and the frames are 
cellulose acetate in opaque brown. 
American Optical Co., Dept. 4634, 
Southbridge, Mass. 

Write No. 48 on Inquiry Card—Page 32 





Portable Pneumatic 
Heavy-Duty Wrenches 


A family of heavy-duty right 
angle wrenches has been added to 
a line of portable pneumatic tools. 
Designed to facilitate nutrunning 
under power in difficult access 
areas, non-reversible 90 degree 
angle wrenches are of the stall- 
type with a % in. square drive 
spindle. Three models are offer- 
ed, with speeds of 1000, 700 and 
500 rpm available from vane-type 
air motors. Each has head diam- 
eter of 134 in. and height of 2 in. 
Rated bolt sizes range from 7/16 
in. to 9/16 in., with torque out- 
puts from 30 to 63 foot-pounds. 
Buckeye Tools Corp., 5003 Spring- 
boro Pike, Dayton 1, Ohio. 

Write No. 49 on Inquiry Card—Page 32 


Nylon Film in 
Variety of Thicknesses 


+ 


Extruded nylon film in a vari- 
ety of thicknesses possesses all 
the chemical, physical and me- 
chanical properties of nylon. 
Offered in thicknesses from .002 
in. to .060 in. and in widths up 
to 18 in., material is grease, abra- 
sion and vapor resistant, has a 
low coefficient of friction, a low 
permeability factor, and can be 
steam sterilized. Available in un- 
limited lengths, it can be used in 
many ways, including mass pro- 
duction stamping of thrust bear- 
ings, electric insulators, backup 
rings, ete. United States Gasket 
Co., Camden 1, N.J. 

Write No, 50 on Inquiry Card—Page 32 


Regulator Features 
Welding Safety 


A new regulator provides added 
safety features for the welding in- 
dustry. Ordinarily exposed gauges 
are enclosed to protect them from 
exterior abuse and lengthen life. 
Control on down stream side pre- 
vents reverse flow and mixture 
of gases, eliminating common ex- 
plosive danger. Special safety 
connector fits inlet connection to 
regulator. Precision-built regula- 
tor is available for use with oxy- 
gen, acetylene and LP gases. 
Smith Welding Equipment Corp., 
2633 Fourth St., S.E., Minneapo- 
lis 14, Minn. 

Write No. 51 on Inquiry Card—Page 32 


High Torque, High 
Precision Stepping Motor 


A high-precision, 1% in. long 
(Please turn to page 168) 


PURCHASING 





TYLER service offers 
53,000 ways to 
cut screening costs 


To meet all the different requirements for sizing, grading, and 
separating materials, W. S. Tyler has developed wire cloth 
in innumerable types, sizes, metals, meshes, and designs. 
Today, over 53,000 different specifications are available. 

Matching the right wire cloth to your specific needs is the 
service provided by your Tyler sales engineer. From Tyler’s 
unequalled range of product he has the know-how and 
experience to give you results. 

That’s Tyler Screening Service—use it to cut your pro- 
duction costs. 


Ht tH 


WOVEN WIRE SCREENS + SCREENING MACHINERY + TESTING SIEVE EQUIPMENT ‘ LE ia 


The W. S. TYLER Company + Cleveland 14, Ohio 


OFFICES: New York + Chicago + Boston + Philadelphia + Atlanta 

Dallas « Los Angeles « San Francisco + Baltimore + Birmingham + Houston « Minneapolis 
Pittsburgh + Salt Lake City « The W. S. Tyler Company of Canada, Limited, 

St. Catharines, Ontario * OFFICE: Montreal 
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Safetex seals fast... and stays fast. In an instant, the exclusive 
Safetex glue formula welds tape to box. And Safetex keeps that 
firm, sure grip without drying-out or popping-off. Safetex peak 
performance makes one-pass sealing possible—just one of many 


ways that Safetex can help speed-up shipping department pro- 





cedures and cut shipping department costs. Give your Safetex 


distributor a quick call. He'll be glad to show you how Safetex 





can get things done better and faster. 


SAFETEX SUPERSTANDARD GUMMED TAPE — 


CENTRAL PAPER COMPANY, MENASHA, WISCONSIN 


For More Information Write No. 264 on Inquiry Card—Page 32 
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Speed work, cut 
costs with B&D 
accessories 


Whether you are hogging-out or 
fine-finishing a surface... there’s 
1 Black & Decker Sander made 
for the job with a B&D accessory 
made to do it better, faster. 


y 


Throughout Black 
& Decker’s entire 
_ tool line there are 
over 2,000 B&D 
accessories to do 
each job better, 
faster. Whatever 
you may need... 
grinding wheels, 
hammer tools, 
screwdriver bits, 
wire wheel brush- 
es, hole saws, pol- 
ishing pads... use 
a B&D accessory 
with a B&D tool. 
They’re made for 
each other. Your 
local Black & 
Decker  distribu- 
torstocksthem all. 
So give him a call. 


3T COLLECTING 
A EMBLY 


INSIST ON THE BEST 


: ack & Decker. 


ACCESSORIES DESIGNED FOR THE TOOL 


For More Information Write No. 265 
on Inquiry Card—Page 32 





Products 
(Continued from page 164) 





stepping motor can develop three 
times greater torque. Compact, 
rugged motor is designed to ro- 
tate potentiometers, counters, ro- 
tary switches, tape advances and 
various control mechanisms. Spe- 
cial clutch mechanism replaces 
use of ratchets, permitting ex- 
tremely accurate translation of 
pulses to incremental shaft posi- 
tions. Low-cost, long-life motor 
brakes at end of each step for 
positive locking of the load. Avail- 
able in uni-directional and bi- 
directional models, ranging in 
weight from 4 to 13 oz. G. H. 
Leland, Inc., 123 Webster St., 
Dayton 2, Ohio. 

Write No. 52 on Inquiry Card—Page 32 


New Adjustable Torque 
Tapping Attachment 


A new adjustable torque, high 
production tapping attachment is 
now available. Unit more than 
meets torque and speed require- 
ments to accommodate new flute- 
less taps as well as standard taps. 
Recommended for high produc- 
tion o> automated set-ups, at- 
tachment is capable of producing 
millions of high precision tapped 
holes under the most difficult 
field applications without service 
or repairs. Tap breakage is vir- 
tually eliminated, even in blind 
hole tapping. Tapmatic Corp., 845 
W. 16th St., Costa Mesa, Calif. 
Write No. 53 on Inquiry Card—Page 32 


Automatic Torque Control 
Measures Tube Rolling 
A newly developed tube rolling 

torque control is used with stand- 


ard reversible electric drills or 
tappers. While using a tube ex- 


pander, unit automatically regu- 
lates the amount of expansion or 
degree of tightness of tube joint. 
Tubes can be uniformly rolled 
in boilers, condensers, heat ex- 
changers and similar tubular heat 
transfer units. One instrument 
controls amount of expansion on 
tubes %4 in. through 4 in. outside 
diameter. Built to withstand rug- 
ged treatment. Gustav Wiedeke 
Co., 1833 Richard St., Dayton, 
Ohio. 

Write No. 54 on Inquiry Card—Page 32 


New Glass-Steel Pipe 
Can Be Cut in Field 


New glass-steel pipe that has 
more than double the usual glass 
thickness can be field cut to re- 
quired lengths. With glass inside 
and steel outside, pipe has many 
applications in highly corrosive 
services and in applications where 
freedom from product contamina- 
tion or adhesion is necessary. Pipe 
needs only to be supported in 
same manner as carbon steel or 
other types of iron pipe. It is 
rated 150 psi and is available in 
14, 2, and 3 in. diameters. Pfaud- 
ler Div., Pfaudler Permutit Inc., 
1098 West Ave., Rochester 11, 
N.Y. 

Write No. 55 on Inquiry Card—Page 32 


FURCHASING 


hetsncs 


“Here’s your inventory report 
chief, 4 holes to the left, 2 holes 
up and 6 across.” 


PURCHASING 





For any surface, rough or fine... look to 
Black & Decker’s complete Sander line! 


FAST FINISHING NO. 88 H.D. SANDER 
leaves no swirl marks for a 
satiny surface. Sand with, 
against or across the grain 


HUSKY H.D. SANDER - GRINDER 
ideal for heavy-duty sanding 
or grinding jobs. 4 models to 
fit every type of industrial use. 


DUSTLESS BELT SANDER with 
unique vacuum hook-up. Sand 
all surfaces free from dust 
Choose from six H.D. models 


NEW 7” BALL-BEARING SANDER 
makes sanding, brushing and 
polishing light and easy. 4 mod- 
els, ideal for contour sanding. 


For heavy-duty material removal or satin smooth sur- 
facing, for a fast finish or dustless performance .. . 
there’s a Black & Decker Sander just made for your 
job. Belt, disc or orbital design, every Black & Decker 
Sander is high-powered for standout service to stand 
up under any work load . . . well-balanced for easy 
handling, effortless sanding . . . fully protected against 
abrasive dust and dirt. B&D Disc Sanders double per- 
fectly for grueling grinding jobs, too. 

See the complete line. Clip and mail this coupon 
NOW ... or call your nearby B&D Distributor. 


Leading Distributors | porte 
Everywhere Sell ee na 


Tue Biack & Decker Merc. Co., Dept. 1701 
Towson 4, Md. (In Canada: Brockville, Ont.) 


0 Please arrange a demonstration of a B&D Sander. 
0 Please send additional information on 


DC Dritis 0 Hommers D Scruguns® 





Piant capacity. Metal stock on hand at Wald: 
Months full production. In addit 
are available from a nationwide distr 








© ae 
Widest line: 50 func tional v | ffere tr A a aid: Chief ruar f esign aay: neer a | : Wurze rigt t 
types, over 700 standard 6 metals, 1 Viewlex slide projector with Chief Engineer Henry 
"finishes. . <a Truarc ring f r every applicat Bernard Kessler of Viewlex, Inc. Truarc Field § neer Fra 


PURCHASING VIEWPOINT: Price is only one consideration in a purchasing 
sion. A supplier’s ability to deliver is another. At Waldes, to insure delivery 
‘ruare retaining rings during any emergency, we maintain as much as a 
months’ supply of metal stock. By assuring you uninterrupted production, 
viding valuable technical assistance, developing new and better products... 
ides helps you reduce the assembled cost of your product. Catalog RR 10-58 
ribes all ring types, many applications. Send for it. a: 


>, WALDES 


* TRUARC' retainine RINGS 


WALDES KOHINOOR, INC., 47-16 Auste!l Place, Long Island City 1, N. Y. 


RETAINING RINGS , .. THE ENGINEERED FASTENING METHOD FOR REDUCING MATERIAL, MACHINING AND ASSEMBLY COSTS 


DES KOHINOOR, ING. 














Big-job earth moving is a slamming, bruising, round-the-clock 
business that plays hob with construction machinery. Only the best 
custom-designed equipment can take the brutal punishment. 

And only the finest, toughest seamless tubing can come up smiling 
in this rugged service. Custom quality Ostuco Tubing stands the 
gaff . . » fills the bill order after order. 

If you’re now compromising with stock tubing, consider all the 
advantages .of custom quality Ostuco Tubing. Consistently you 
receive the @xact tubing you want—the size, length, grade—with 
the strength and tolerances you need. For machined parts, you get 
our recommended rough size guaranteed to clean up. 

With all these advantages, custom quality Ostuco Tubing is 
obtainable in small minimum quantities—as little as a few hundred 
feet. Contact your nearest Ohio Seamless representative, or the 
plant at Shelby, Ohio—Birthplace of the Seamless Steel Tube Complimentary Copy of now Bulletin 
Industry in America. A-1282A CS60 “‘Ostuco Steel Tubing” sent on 

Scale model illustrated built to 3.5 mm scale. request. 


OHIO SEAMLESS TUBE 


Division of Copperweld Stel Company * SHELBY, OHIO 


Seamless and Electric Resistance Welded Steel Tubing © Fabricating and Forging 
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Office Equipment and Supplies 





Streamline 


Addressing 


Systems 


A MIDWESTERN manufacturer 
has proved that substantial sav- 
ings can be achieved in paper- 
work operations which most peo- 
ple take for granted. The Brear- 
ley Company of Rockford, Ill. 
combined invoice typing with 
shipping room addressing and 
found a goldmine. 

As orders are received at the 
scale manufacturer’s office they 
are checked and then forwarded 
to the invoice typist. The new sys- 
tem begins at this point. The 
typist places a Weber carbon 
stencil over the “ship to” posi- 
tion on the invoice and types out 
the name and address of the 
customer. 


Single Typing 


This single typing does two 
things: the customer’s name and 


address is put on the invoice and 
a shipping stencil is made by 
peeling away self-sticking device. 

The next step is to get the sten- 
cil to the shipping department. 
This is accomplished by restick- 
ing it to its copy of the invoice. 

At the shipping department, the 
stencil is placed on a small hand- 
printer for multiple carton ad- 
dressing. All addressing is done 
on semi-live skids. 

The same stencil gives extra 
mileage by using it to imprint the 
customer’s name and address on 
three copies of a bill of lading. 

Adoption of the system has 
saved The Brearley Company 
$4000 in the shipping room alone. 
This procedure of streamlined ad- 
dressing permits complete proc- 
essing and shipping of a cus- 
tomer’s order within 30 minutes. 


One typing creates a completed in- 
voice and a stencil for the shipping 
lepartment. 


Special carbon stencils are placed on the “ship to” 
position of the invoice. They may be used in a 
standard four in. width or in 300 ft. rolls, cut to size. 


Shipping department uses stencil with small hand- 
printer for multiple carton addressing on semi- 
live skids. This new method has saved more than 
$4,000 in the shipping department alone. 


PURCHASING 





Morale goes up...costs down... 
when workers are seated in GF Goodform chairs 


“Improved working comfort’, says Dr. Richard 
Wallen, industrial psychologist of Personnel 
Research & Development Corp., “can be accom- 
panied by an increase in worker productivity 
When fatigue no longer leads to time spent away 
from the desk, workers will be more efficient 
Properly planned and engineered equipment can 
decrease costs.” 


An excellent way to boost morale and increase 
productivity in your office is to select Goodform 
chairs. They provide maximum comfort because 
they're adjustable to each user, regardless of size 


or weight. Goodform chairs are products of General 
Fireproofing — manufacturers of the world’s most 
complete line of business furniture. GF also offers 
complete planning, design and decorator services 
that take into consideration, not just space util- 
ization and work flow, but the many human factors 
that make for efficiency. 


An informative booklet, “PLAN To Prorit From 
Your OFFICE INVESTMENT”, is yours for the 
asking. Just call your GF branch or dealer, 
or write The General Fireproofing Co., Dept. Y-13, 
Youngstown 1, Ohio. 


GENERAL FIREPROOFING 





Gir 


JANUARY 18, 1960 


METAL BUSINESS FURNITURE 
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“It just wasn't my day... 
(until I spotted the NU-KOTE!)” 


‘hen things just hummed along! I said goodbye to hard 
read, messy carbon copies and hello to NU-KOTE, the 


iginal plastic-—base carbon paper." 


Try NU-KOTE for 


yney—saving, 3 to 1 durability over ordinary carbons. 


the one-weight, 


one-—finish carbon for almost any 


job. Send for your free sample of NU-KOTE today. 
p the coupon below. 


vhere you 
this sign 


NU -KOTI 


“-ELLLLEE, 1] 


4H 
o 4 


TYYTIITIYS 


NU-KOTE 


CARBON PAPER 


FREE SAMPLE! For a free sample of NU-KOTE 
just mail this coupon attached to your company 
letterhead. 


Dealer Sales Dept. 
Burroughs Corporation, Detroit 32, Michigan 


Name 

on 

Address 

City Zone State 


In Canada write pom Carbon & Ribbon Company, Limited, 
Toronto 13, Ontario 
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Office Equipment 





Microphone holders for dictat- 
ing machines are bing marketed 
by KOL, Inc., 2323 Ellis Avenue, 
St. Paul 14, Minn. This new hold- 
er comes as standard equipment 
on all stands for the Stenorette 
dictating machine. It clips on right 
or left side of stand with no bolts 
or nuts. The holder is completely 
adjustable as it slides into position 
from front to back of stand. 

Write No. 56 on Inquiry Card—Page 32 





Make paper handling 


easier and safer 


Get ADVANCO 
punchless paper holders 


No holes to punch—no holes to tear. 
Easily insert or remove sheets. Your 
papers are in order, safe—the Advanco 
clip bulldog-grips 1 to 150 sheets. 
Only 2 parts—lasts indefinitely. 
Ask your stationer! 

If he doesn’t carry Advanco, write us 
NOW for name of dealer nearest you. 


Co 


MADE IN U.S.A REG. U.S. PATENT OFFICE 


ADVANCO PRODUCTS, INC. 
76-05 5ist Avenue, Elmhurst 73, N. Y. 
For More Information Write No. 269 

on Inquiry Card—Page 32 
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Business cards with an invisible 
message are available from M. E. 
Moss and Company, 119 Ann 
Street, Hartford 3, Conn. It is a 
blue card slightly larger than 
standard size. It carries the nor- 
mal company imprint but across 
the top is printed the line: Wet 
card. When dry, wet again. Upon 
wetting the card, a business slo- 
gan or advertising message of any 
kind desired, will show up on the 
back. When card dries, the mes- 
sage disappears. A sample card 
is available free. 


Write No. 57 on Inquiry Card—Page 32 


Twenty-one separate totals are 
available in The National Cash 
Register Company’s new account- 
ing machine. Automatic credit bal- 
ances are obtained from all 21 
totals; the machine may be pro- 
grammed to affect as many as 
four totals in one operation; and 
the depression of a single key 
automatically totals or subtotals 
all 21 in sequence. A built-in 
electric typewriter with 72 char- 
acters facilitates accurate descrip- 
tion of all entries and simplifies 
auditing. 

Write No. 58 on Inquiry Card—Page 32 


Push-button copying machines 
have been introduced by Haloid 
Xerox Inc., Rochester, N. Y. It 
requires no sensitized or treated 
papers nor does it require any 
exposure or developing adjust- 
ments. The new machine copies 
all colors, and prints finished per- 
manent copies of any written, 
drawn, typed or printed document 
up to 9 x 14 inches in size. Copy- 
ing from bound books or maga- 
zines is also possible. 


Write No. 59 on Inquiry Card—Page 32 
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TIAEGrnnO©=|FaAs< 
COPYING MACHINES 


make dry copies4 secondsFAST 


TO SIMPLIFY PAPERWORK 
IN EVERY DEPARTMENT 


Speed and simplicity. You get both with ‘“Thermo-Fax”’ 
Copying Machines . . . because these machines are perfectly 
dry. Electricity alone does the copying. No chemicals to fuss 
with—no negatives to make. They copy directly from an 
original in just 4 seconds. And those copies can be on digni- 
fied, white, bond-weight paper—or on any of 6 other distinc- 
tive colors to fit your coding systems. To see how this per- 
fectly dry copying .can lower paperwork costs in every 
department, call your local dealer. Or mail the coupon. 


yinut Machines 
O quit Aly 
ost | 


nesota Mining and Manufacturing Compan 
Dent BCL 1180°St. Paul © Mines ey 


freee show by Shel how dry copying with “‘Thermo- 


Fax Machines can cut our paperwork 
costs. 


Name. 





Address. 





THE TERM “THERMO-FAK™ IS A REGISTERED 
TRADEMARK OF MINNESOTA MINING AND 


MANUFACTURING COMPANY City. Zone___State. 





Miienesora ]finine amp ]\fanuracturine company 
. WHERE RESEARCH IS THE KEY TO TOMORROW 
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conventence Ped... 


with these top-quality 
Waldon Rebels Granann 


TOP FLIGHT TEXTURES... 


encil, ink, ball point, typewriting, 
ess machine writing . 


TIME-SAVING "POINTING" 


at office workers’ desks 


PULL THE STRING 
==) AND YOU ‘POINT’ 
B) | THESE ERASERS! 


y) The handy, pencil-size 
= eraser sticks are cased 
in spiral-wound paper. Pull 
the wrapped-in string. Paper 
spiral unwinds. 


<4 NO. 448 GREEN GLOW 

Soft green rubber). 
Erases pencil. Also re- 
surface carbon 
carbon ribbon 
impressions, 


moves 
from 


IPP ee 


a ee 


and see 


NO. 378 GRAYPOINT, > 
(Businesslike gray 
rubber), removes the 
final image. Erases 
ink, typewriting and 
business machine writ- 
ing too. 


Green Glow No448 


th PENG. CFF 2! 


i ee iy 


A SORT S202 


NO. 138 BALL POINT. 


New formula green 
rubber). Particularly 
ij developed to erase 
i ball point ink and 
le ad. 





foldon Rovenls. Grane 


pi Re 


INUSA 


w 
9 
2 


p 
k 
4 
: 


NO. 258 INDIA INK. 


Oe tb a ee So Re eR ae on 


| 

£ 

4 

} (Fine green rub- 
ber). For erasing 
India Ink and 
work from opaque 


pencils 2H and 
harder. 


SAVE 
WORKERS’ TIME 
E4 AND TEMPERS! 
y 


R A SUPPLY OF WELDON 
ERTS PAPER-WRAPPED 


TODAY FROM YOUR 
NER! 


WELDON ROBERTS RUBBER CO. 
Newark 7, N. J. 


5 Sixth Avenue 


ld’s Foremost Eraser Specialists 


od 


Waldon Roberts 
Enanaus 





Correct Mistakes in Any Language 





For More Information Write No. 271 
on Inquiry Card—Page 32 


Office Equipment 





Supervisor and clerical staff can 
use paperwork conveyor with 
separate tracks for each position. 
Developed by Alden Systems 
Company, Washington Street, 
Westboro, Mass., the conveyors 
have a common return track to 
supervisory position that connects 
the units together. Work assign- 
ments are issued to each clerk 
by the supervisor and carried di- 
rect to the position by the con- 
veyor. The supervisor controls 
belt speed by movement of a 
lever. Belt direction is also re- 
versible. 


Paper shredder with a capacity 
of 400 pounds of newspaper stock 
per hour can be adjusted to de- 
liver three different shred widths 
—3/32”, 3/16” and %”. The ma- 
chine, which is manufactured by 
Industrial Shredder & Cutter Co., 
S. Ellsworth Ave., Salem, Ohio, 
serves the dual purpose of com- 
pletely destroying confidential 
office papers as well as convert- 
ing large quantities of waste paper 


to packing material. 


Write No. 60 on Inquiry Card—Page 32 Write No. 61 on Inquiry Card—Page 32 








IF YOU USE CARBON RIBBONS 


SWITCH TO -| 


CARBON RIBBON 


FOR FINEST REPRODUCTION RESULTS 


DISTINCTIVE EXECUTIVE 
CORRESPONDENCE 
ORIGINALS FOR OFFSET 
DUPLICATING MASTERS 
XEROX COPY 

COPYING WORK ON ALL 
WET OR DRY COPYING 
EQUIPMENT 


Beautiful sharp, black, opaque reproduc- 
tion of typing and an extensive variety of 
copies. Exceptional results, because of 
M/PR’s thin, no-break, no-tear, extra 
long *MYLAR plastic film, inked with an 
exclusive Old Town formula. 


TEST DEMONSTRATION. Write us on your letter- 
head for details. State your requirements and type of 


machine or machines involved. oReg. T. M. B. k. DuPont Co. 


OLD TOWN CORPORATION 
Established 1917 
750 Pacific Street, Brooklyn 38, N. Y. 
World’s Foremost Makers of Carbons, 
Ribbons, Duplicators and Duplicator Supplies 


For More Intormation Write No. 272 on Inquiry Card—Page 32 
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MEINHART ELECTRIC 


Electrica} Con tracting 


NCR PAPER offers 
these advantages... 


MULTIPLE 


SHARP, CLEAN COPIES —NCR 
Paper provides as many legible 
copies as needed. 


@ SMEAR RESISTANCE—Every copy 


COPIES 
WITHOUT 


CARBONS! 


All types of forms on 
NCR PAPER are cleaner, more 
permanent, easier to handle! 





Contact your local printer or forms supplier for a demonstration of 
NCR Paper. Its time- and money-saving advantages will amaze you! 


THE NATIONAL CASH REGISTER COMPANY, payton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES * 76 YEARS OF HELPING BUSINESS SAVE MONEY 


is clear and will not smear. 
SOIL FREE—No smudged or 
soiled hands or clothing. 

FAST, EASY HANDLING —NO 
CARBONS to handle means more 
time for employees to attend 

to other duties. 

Adaptability to all types of 
processing —NCR Paper is 

ideal for forms that will be 
handwritten, typewritten or 
machinewritten. 

INHERENT SAFETY FACTOR—NCR 
Paper can be erased but NOT 
without detection. 


NCR PAPER 
ELIMINATES 
CARBON PAPER 


For More Information Write No. 273 on Inquiry Card—Page 32 
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There’s a Graphicopy Paper 
for nearly every office job 


Check this listing and you'll see there are Hammermill Graphicopy Papers 
to fit nearly all your office printing and duplicating needs. Actually there 
are 272 different weights, colors and finishes of Graphicopy Papers. Ask 
your Hammermill Supplier for the complete list—the Graphicopy “Paper 
Selection Guide”. Or write Hammermill Paper Company, Erie, Pennsylvania. 


For Offset Duplicator Use 


HAMMERMILL BOND-—The standard of quality for 
better-looking letterheads, forms, enclosures. Clear, 
bright and strong with good erasability and typewrit- 
ing quality. White and 13 beautiful colors. 


COCKLETONE BOND~—For executive letterheads and 
important documents. A luxury paper at modest cost. 
Excellent typing, writing and erasing surface. 


MANAGEMENT BOND-—A good-looking watermarked 
paper for low-cost letters, forms, enclosures. Fine typ- 
ing and writing surface. 


WHIPPET BOND—For forms, advertising literature, 
bulletins and catalog pages. An economical unwater- 
marked bond with top press performance qualities. 


HAMMERMILL OFFSET SUPER-SMOOTH-Outstand- 
ingly level surface gives brilliant printing effects with 
life-like illustrations. Runs well on spirit duplicators. 


HAMMERMILL OFFSET WOVE-For general purpose 
offset reproduction uses: advertising pieces, sales liter- 
ature, manuals, catalogs. 


HAMMERMILL OFFSET VELLUM-— For all kinds of 
ad-promotion printing. Gives a softer more subtle effect 
to art work and product illustrations. Also works well 
with stencil duplicators. 


GLOSSETTE COATED OFFSET For sharpest repro- 
ductions of black and white or colors — type, solids, 
illustrations. Also ideal for bright, sharp spirit dupli- 
cator copies, and it works well as a spirit master. 


DEEPLAKE OFFSEFA reliable general purpose paper 
at a very reasonable price. Wove finish. 


HAMMERMILL OPAQUE-—Gives extra sparkle to 
type, solids, illustrations. Tops for two-side printing. 
Is good for extra-quality stencil duplicating with contact 
dry or paste inks. Vellum finish. 


HAMMERMILL COVER-For booklets, folders, menus 
and other cover paper jobs. High bulk, bright, color- 
ful. Performs beautifully on stencil duplicators. 
Antique finish in radiant white and nine colors. 


HAMMERMILL INDEX—For index cards, show cards, 
folders, menus and general advertising. Strong, snappy 
and easy to use in the typewriter or on the spirit 
\duplicator. Is best index paper for any printing. 





Stencil Duplicating Grades 


HAMMERMILL MIMEO-BOND-— For top-quality repro- 
ductions of bulletins, scripts, sales letters, other mime- 
ographed messages. Lint-free, with minimum set-off. 
Gives more than 4,000 readable copies per stencil. 


WHIPPET MIMEOGRAPH-For clean, sharp, low-cost 
mimeograph copies. Lies flat, runs fast. 


For Spirit and Gelatin Duplicating 


HAMMERMILL DUPLICATOR—Gives outstandingly 
bright, sharp copies of bulletins, reports, invoices, etc. 
Colors, made with alkali-resistant dyes, are right for 
Azograph duplicator use. 


WHIPPET DUPLICATOR-—For attractive spirit and 
gelatin duplicated messages at low paper cost. 


HAMMERMILL DOUBLE PURPOSE MASTER PAPER 
For long or short run masters on spirit and gelatin 
duplicators. Good for offset reproduction proofs. 


Special Purpose Papers 


HAMMERMILL TRANSLUCENT-—For “whiteprint” 
machine masters. Excellent for printed headings by off- 
set duplicators. Types, writes, erases well. Its high trans- 
lucency gives fast, clear copies. 


HAMMERMILL BRAILLE— Made especially for clean, 
firm, durable embossing of smooth raised dots by the 
Addressograph-Multigraph Braille Duplicator or the 
Perkins Brailler. 








Office Equipment 





— . ‘ 


4 


. 16 
Vo < 
re : = 
‘ ; ny 
‘ ‘ , . nl : 
ge : : 
é ‘ — Sar 
‘ DA 0 bs = = . 
ass 


Writing instruments for use 
with office reproduction equip- 
ment were introduced by the 
Eberhard Faber Pencil Company, 
Wilkes-Barre, Penna. The new 
line consists of both special pen- 
cils and ball pens, for use with 
such processes as Diazo, Photo- 
copy, Facsimile, Verifax, Ther- 
mofax and Zerography. Pencils 
for electronic testing-scoring and 
mark-sensing are also available. 
Write No. 62 on Inquiry Card—Page 32 


Instruments introduced by the 
Communications and Electronics 
Division of Comp;tometer Corpora- 
tion, Chicago, Illinois transmit 
written messages or sketches over 
telephone or radio circuits. Any 
number of instruments, in any 
desired combination, any distance 
apart, can be inter-connected. The 
instruments are self-contained and 
are fully transistorized. 

Write No. 63 on Inquiry Card—Page 32 


A symposium on new develop- 
ments in electronic communica- 
tion, sound, and signalling for 
hospitals, school, and industry 
was held recently by the New 
York chapter of the Producers’ 





(Please turn to page 181) 


For More Information Write No. 275 
on Inquiry Card—Page 32> 


ACCO HELPS YOU 


JU TT FROTER 


Keeps papers spillproof, secure, in place. Saves 
re-filing. Speeds finding. Ends “missing paper” 
panic.Durable, genuine pressboard folders are 
trim, firm, sag-proof. Save finding time—and 
drawer space. Fast transfers—old file slides out, 
new fastener slides in! 


—available free at office outfitters. 


Or write: ACCO PRODUCTS, GENUINE PRESSBOARD FOLDERS 
A Division of Natser Corporation, Ogdensburg, N. Y.- In Canada: Acco Canadian Co., Ltd., Toronto 


ASK FOR ACCO’s new booklet 
“Ideas That Save Time and Space” 


® ttco. 1 














Designed for| INDUSTRIAL |buying 





Includes 


ADDRESSES 
TELEPHONE NUMBERS ' 
NUMBER OF EMPLOYEES 
TRADE NAMES 


and the PRODUCTS of firms 
selling to industry 


Conover-Mast 
Purchasing Directory 


205 E. 42nd Street New York 17, N. Y. 
e MuUrray Hill 9-3250 





Office Equipment 


(Continued from page 179) 





Council and Executone, Inc., New 
York. A new sound system was 
presented that features great 
flexibility and faithful, distortion- 
free reproduction. Small transis- 
torized pre-amplifiers are the 
heart of the system. 

Write No. 64 on Inquiry Card—Page 32 


Advanced line of office copy- 
ing equipment was introduced re- 
cently by Hunter Photo-Copyist, 
Inc., 566 Spencer Street, Syracuse 
4, N. Y. It is engineered to offer 
the purchasing agent a complete 
photo-copying unit or, alternately, 
a separate multi-copy processor 
to complement all existing repro- 
duction equipment. It makes any 
number of copies from one nega- 
tive or master. The machine is 
23%” x 15” x 534”. It has 70” per 
minute exposure speed and a 56” 
per minute development speed. 
Write No. 65 on Inquiry Card—Page 32 


High impact plastic handles 
have been included in the rede- 
signed handprinters by Weber 
Marking Systems, 215 East Pros- 
pect Avenue, Mount Prospect, 
Illinois. The handprinter is used 
with a stencil for multiple carton 
shipment addressing, multiple 
carton marking of product and 
content identification and the like. 
Write No. 66 on Inquiry Card—Page 32 
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Want a new idea 
in office furniture ? 


See the idea-portfolio 


of Peerless equipment - - - 


Something new in office furniture that’s flattering in design, 
flattering to your business taste for finer office furnishings. 


There’s many an arrangement of smart groupings in the Peerless 
Idea-Portfolio No. 141. 


Leading designers call this new modular “Peerless Designer 
Line”’ the perfect answer when making design proposals. By any 
other terms, you owe it to your organization to make it a part of 


your next proposal when refurbishing your executive offices. 


Remember, ask your nearby authorized Peerless Dealer, or 
write us direct, for your copy of Idea-Portfolio No. 141...a 


copy will be in the return mail. 


PEERLESS 
STEEL EQUIPMENT CO. 


6600 Hesbrook Ave Philadciphie 11. Pe 


For More Information Write No. 276 on Inquiry Card—Page 32 








Association Ne 





'oledo Group 


Hears Facts 


on Seaway 


Toledo Association of Pur- 

s agents invited an expert 
reign imports to speak at a 
meeting. “Importing and 
ing for Small and Large 
was the topic; Robert W. 
vice president of Toledo 
Terminals, was the ex- 


Cary, a retired admiral and 
of the Congressional Medal 
nor, first discussed the St. 
rence Seaway. He said, “the 
is a long-term proposi- 
but it has grown a little 
n the first year than some 
e expected. 

[t's growth was in two main 
More actual tonnage, and 
umber of large ships that 

into the Great Lakes.” 


Sailing Larger Ships 


e Admiral told members of 
issociation that shipping lines 
ich had been running small 
to various lake ports are 
sailing much larger ships. 
) of the lines cited were Grace 

1 American Export. 
Unfortunately, the volume of 
ods being moved into and out of 


ey ee 


Major cities along the Great Lakes have spent millions of dollars to im- 
prove port facilities. Shown here is the new Duluth public marine terminal 
(right) which was completed last May in time for the arrival of the first 
foreign vessels through the St. Lawrence Seaway. 


the lake ports is not yet large 
enough. to fill the holds of all 
these big ships, he said. Conse- 
quently, many of the shipping 
lines are losing money on their 
Seaway operations. But he noted 
that this should change as things 
get into high gear. 

Admiral Cary emphasized the 
economic effects of a seaport. He 
declared, “General cargo brought 
into the Port of Baltimore, for 
instance, put $12.46 into the econ- 
omy for every ton brought into 
the port area. This economic effect 
trickles into the hinterlands, too.” 
He likened it to the ripples caused 
by dropping a stone into a quiet 
pool of water. 


How Do You Pay? 


He then turned his attention to 
the purchase of foreign goods. The 
Toledo Marine Terminal execu- 
tive said terms of sale were of 
prime importance to a buyer of 
foreign goods. “One of these terms 
must be: How are you going to 
pay?” 

The method of payment will 
generally be either a_ letter 
of credit through correspondent 


banks or purchases made on open 
account, he observed. The second 
method indicates confidence in 
each other’s credit and functions 
similar to most domestic transac- 
tions. 

The next arrangement which 
should be looked into carefully 
is: Are you going to order the 
goods C.LF.; F.A.S., port of load- 
ing; or F.O.B., Toledo. F.AS., 
means the buyer pays at ship- 
side, wherever it is loaded. For 
example, “F.A.S. Terms Antwerp” 
means that the seller pays all 
expenses to get it to Antwerp, 
shipside. From there on the buyer 
pays. 

“Another big factor,” stated 
Admiral Cary, “is whether you 
buy it duty paid or do you pay 
the duty. This should be definitely 
understood. Some of these points 
may seem so logical but buyers 
continue to get into trouble with 
world trade matters.” 

Admiral Cary also suggested 
the use of commercial inspection 
firms. These companies generally 
operate all over the world per- 
forming a service which can be 
invaluable to the industrial pur- 
chasing agent. 


For More information about ad on facing page 
Write No. 277 on Inquiry Card—pg. 32> 
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where moisture 
and abrasion 


nm brightness 


that never wears out 











sink frames of 


Superior 


STAINLESS STRIP STEEL 


At the toughest spot in the kitchen, Superior 
Stainless shows its metal best . . . the ever-bright, 
smooth gleam that asks no more than a wipe to 
reflect a housewife’s pride. @ Solid Superior stain- 
less sink frames fabricate uniformly well because 
composition, dimensions and temper are uniform- 
ly as specified, every time. @ We can serve you 
exactly as you wish. Ask us! 


SUPERIOR STEEL DIVISION 


OF 
COPPERWELD STEEL COMPANY 
CARNEGIE, PENNSYLVANIA 


For Export: Copperweld Stee! International Company, New York 








Association News 


Through the eye of PURCHASING’S Camera 


Plans for the midwinter con- 
ference of the Public Utility 
Buyers were made at a re- 
cent executive committee meet- 

The session—held in At- 
anta, Ga—laid the ground- 
vork for the seminars and 
programs that will be featured 
it the winter conference. 


SEVENTH DISTRICT—On hand to 
greet the national president of Na- 
tional Association of Purchasing 
Agents (center) during the recent 
seventh district conference were 
(left to right): J. E. Clark, chairman 
of Vasco; T. A. Cubine, general 
chairman; President T. O. English; 
M. B. Eubanks, Jr., chairman public 
relations; and P. J. Davis, president 
of Chattanooga Association, host to 
the conference. 


Cop brass of the Old Dominion Pur- 
hasing Association go over the 
program at opening of quarterly 
1eeting which was recently held in 
Richmond, Va. They are (left to 
ht): G. Lloyd Nunnally of Com- 
1onwealth of Virginia, second vice 
resident; Christian E. Rimback, 
vnolds Metals Co., first vice presi- 
and Carlton E. Garrette, Crad- 

k Terry Shoe Corp., president. 








You’ll take advantage of new low Railway Express rates on certain products 
when you ship a total weight of over 300 Ibs. on any one pickup. You can ship 
to as many destinations—as many different consignees—as you wish. We’ll 
combine the weights of individual small shipments to help you meet the new 
incentive rate requirements. 


For example, under old rates, shipping 10 packages whose combined weights 
amounted to 310 pounds from New York to 10 destinations throughout the country 
would have cost $58.83. Under new rates—only $37.00! You save $21.83 or 37.1%. 


We’re busy as beavers these days putting into effect new incentive rates and 
many service improvements to solve your “small shipment problems.” Next 
time you ship, call Railway Express—and see! 


For More Information Write No, 278 on Inquiry Card—Page 32 
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NOW 
the more you 


SHIP 


the more you 


SAVE 


SS 


RAIL « AIR « SEA 
HIGHWAY 








Count-on 


to show you why 


you can measure the difference in dollars 
when you use the right type for the job 
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CONTINENTAL 


SCREW COMPANY, NEW BEDFORD, MASS. 


HOLTITE FASTENERS 


HY-PRO TOOL COMPANY... DIVISION 
RESEARCH ENG. & MFG., INC. suBSIDIARY 


on information Write No, 279 on Inquiry Card—Page 32 
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Which fasteners will serve best and 
save most in your assemblies? 
Many types of screws look much 
alike, but the difference between the 
right and wrong choice for your 
job can often make a big difference 
in assembly costs. 


Since Continental makes and 
supplies all types, their recommen- 
dations are unbiased. They can 

tell you if you should be using some 
“standard” you have overlooked. 
Or, if a “special” will save you most, 
you can rely on Continental’s 
specialized experience to design 
and produce it at the lowest 
possible cost. 


CHECK YOUR ASSEMBLIES 

Find out where Continental’s 
cost-saving ideas can cut your 
assembly costs. Talk to a 
Continental Assembly Specialist. 
For prompt service, write or phone: 
Continental Screw Co., 

457 Mt. Pleasant St., 

New Bedford, Mass. 


MEMBER 
tT SCREW RESEARCH ASSOCIATION 


HOLTITE PHILLIPS 

AND SLOTTED HEAD 

WOOD * MACHINE * TAPPING 
THREAD CUTTING * 

HANGER AND STOVE BOLTS ¢ 
SEMS * NYLOK 

HY-PRO PHILLIPS 

INSERT BITS AND HOLDERS 


For More Information about ad on facing 
page Write No. 280 on Inquiry Card—pg. 32> 








VACU-BREAK HEAD 
CLAMPMATIC SPRING 
MOVABLE CONTACT SLUG 
CENTER INSULATING BARRIER 


STATIONARY LOAD SIDE JAW 


ft 


STATIONARY LINE SIDE JAW 


INCREASED SWITCH LIFE WITH 
CLAMPED PRESSURE CONTACT 
AND VACU-BREAK ARC CONTROL 


You get longer switch life from BullDog safety switches, thanks 
to unique BullDog design. The high-tension Clampmatic’” spring 
puts pressure where it belongs—on contact faces after the switch 
is “ON.” This clamped pressure action assures good electrical 
contact for the life of the switch. It means the switch lasts 
longer, too, for there’s no overheating to damage switch com- 
ponents. In switching “OFF,” the pressure’s removed before 
the “break”’ . . . providing true quick-break action. 


Vacu-Break’ design is another reason BullDog safety switches 
last longer. Switching contacts are completely enclosed in the 
Vacu-Break head. Arcs are restricted, starved of oxygen, cooled 
and smothered quickly. In addition, Vacu-Break doubdle-breaks 
the circuit, effectively reducing the arc length and arcing time. 


Vacu-Break arc control plus clamped pressure contacts add up 
to long switch life . . . and dependable, economical service for 
you. You’ll find BullDog safety switches need little or no 
maintenance over years of heavy-duty use. See your BullDog 
products distributor. 


FOR SAFETY’S SAKE—BUY VACU-BREAK! 
tA BULLDOG ELECTRIC PRODUCTS DIVISION 
f a I-T-E CIRCUIT BREAKER COMPANY 
s BOX 177 ¢ DETROIT 32, MICHIGAN 
in Canada: 80 Clayson Rd., Toronto 15, Ont. Export Division: 13 East 40th St., New York 16, N.Y. 
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Newspaper Execs 
Plan Conference 


third annual! conference of 
aper purchasing executives 
xe held January 28-30, 1960, 
e Netherland-Hilton Hotel in 


Business Meeting 
ieeting will open Thurs- 
ning, January 28, with a 
the Cincinnati Enquirer 
and end Saturday after- 
January 30, with a business 
Daniel J. Lewis of the 
Science Monitor, sec- 
e chairman, is program 
an and has planned an in- 
g schedule of speeches and 
liscussions for the two-day 


include Charles W. 
b and Larry Nash, Cincinnati 
uil group secretary and 
irer; Owen D. Lewis, Win- 
Salem Journal & Sentinel, 
ation first vice chairman; 
Corcoran, past chairman, 
R. E. McGrath, Louisville 
r-Journal; John S. Buckley 
Fred C. Becker, Chicago 
ne; Eugene Parrish, St. 
sburg Times; J. E. Pauloski, 
sunday Visitor (Huntington, 
a) and George Quinn, Min- 
lis Star & Tribune. 


Varied Subjects 


subjects to be discussed 
nclude “Purchasing at the 
nati Enquirer”, “Purchase 
tographic Equipment and 
es”, “Disposal of Surplus”, 
ephone Costs”, “Professional 
rovement”, “Costs of Purchas- 
‘Encouragement of Com- 
n”, “Newsprint — Review 
Outlook”, “Inventory Con- 
Standardization”, “A Good 

[ Have Made”, “Purchas- 
\gents’ Responsibilities”, and 
uring Purchasing Perform- 


eakers 


interested in attending 
onference should contact 

y Nash, Cincinnati Enquirer, 
Vine Street, Cincinnati 1, 
». Mr. Nash urges all purchas- 
agents for newspapers to at- 


Cleveland Is Now 
Important Seaport 


William J. Rogers, Cleveland, 
Ohio port director, at a recent 
meeting of the Purchasing Agents 
Association of Cleveland, crit- 
icized the Cleveland Chamber of 
Commerce for its failure to take 
the lead in planning for future 
port developments in the area. 

sumone 


William J. Rogers, Port Director 


He referred to the Chamber by 
indirection when he said, “There 
are those who are still crying 
wolf even though they should be 
leading the city in new prepared- 
ness programs.” 

Speaking at the Past Presi- 
dent’s Night Mr. Rogers said: 
“The 1959 Great Lakes navigation 
season is about at an end with a 
300% increase in cargo. Last sea- 
son 68,000 tons of imports and 
exports moved over the Cleveland 
docks. The total this year will be 
200,000 tons. 

“The Department of Port Con- 
trol was criticized and scolded for 
its optimism, five years ago when 
it set out to plan new piers and 
terminal facilities for seaway 
trade coming here.” 

Mr. Rogers pointed to the op- 
timism that made it possible for 
a bond issue to be passed by the 
voters to prepare for foreign 
shipping. 

S. Holmes Manfield, founder 
and first president of the Cleve- 
land Association together with 19 
other former presidents were sa- 
luted by Chester D. Jones, na- 
tional director. 


New England P.A.’s 


Greet Saltonstall 


An overflow crowd turned out 
for the recent meeting of the 
New England Purchasing Agents 
Association. Reason for the fine 
attendance was the principal 
speaker: Senator Leverett Salton- 
stall (R. Mass.) 

As the ranking member of all 
his major committee assignments, 
Sen. Saltonstall is one man who is 
fully informed about what is hap- 
pening in Washington. His spe- 
cially prepared message for the 
New England group was, “Com- 
petition In The Space Age.” 

The Professional Development 
Committee arranged three educa- 
tional meetings to be held prior 
to the regular dinner meeting. 
The first was for electronic buyers. 


Distribution Systems 


A panel of market experts dis- 
cussed and defended different sys- 
tems of distribution available to 
the electronics buyer. Richard 
Purrington, Amphenol Electronics 
Corp. took the topic, “When 
Should You Buy Direct From The 
Manufacturer?” Timothy Cronin, 
vice president, Radio Shack Corp., 
and Lewis Crosby, vice president, 
Electrical Supply Corp. covered 
the other side by discussing, “Un- 
der What Conditions Is It Better 
To Buy Through A Local Dis- 
tributor?” George R. Herring was 
moderator. 

The second forum was planned 
for purchasing agents from large 
departments. Speaking from ex- 
perience on such matters as, work 
loads, expediting and clerical 
staffs, were Ralph Hayden, The 
Foxboro Company, John R Ful- 
ler, Sylvania Electric Products 
Inc., Daniel G. Donovan, Pepper- 
ell Manufacturing Co., and 
George H. Bolton, Boston and 
Maine Railroad. 

The third simultaneous forum 
featured purchasing agents from 
one-man departments. Stuart H. 
Flanders, Maxim Motor Company 
shared some first hand ideas 
worked out in his office. One im- 
portant point stressed by Mr. 
Flanders was, “The success of 
operating a one-man purchasing 
department depends on how you 
assign your time and work.” 
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DESIGNED FOR UNUSUALLY 
SEVERE CONDITIONS 


Garlock GUARDIAN* Gaskets are ex- 
pertly engineered to provide the neces- 
sary resilience and flow required by: 


ENGINEERED BOLT LOAD .. . that seating force 
GASKETS needed to make the gasket flow into 


: the flange face imperfections to main- 
for Plant Service tain tight seal against internal pressure 


HYDROSTATIC END FORCE... 
pressure applied to a gasketed assem- 
bly by confined gases or liquids which 
tends to separate the flanges 


INTERNAL PRESSURE .. . acts 
on the portion of a gasket exposed to 
the pressure side of a joint and tends 
to by-pass the gasket 


Garlock GUARDIAN Gaskets are con- 
structed of spiral-wound strips of 
V-shaped metal alternated with layers 
of asbestos paper or TEFLON. By in- 
creasing or decreasing the density of 
the gaskets in the manufacturing proc- 
ess, compressibility of GUARDIAN gas- 
kets can be changed to meet different 
pressure and bolt loads—in no other 
type gasket can this be done! 


Where operating conditions are unusually 
severe, apply TEFLON Garlock GUARD- 
IAN gaskets to assure safe, positive 
sealing against practically all chemicals 
at temperatures from -300°F to 
+450°F. For service against oils, 
steam, gases, liquids, at temperatures 
as high as 1050°F, pressures to 2500 
psi, use asbestos-filled GUARDIAN Gas- 

Garlock Spiral-wound GUARDIAN Gasket kets. Other types available to meet 
your individual specifications. 


For prompt service, contact one of our 
26 sales offices and warehouses through- 
out the U.S. and Canada. Or, write for 


GA RLO CC HK 


Catalog AD-104, The Garlock Packing 
Company, Palmyra, N.Y. 


Canadian Div.: The Garlock Packing 
Co. of Canada Ltd. 


Plastics Div.: United States Gasket 
Company 


Order from the Garlock 2,000... two 
thousand different styles of Packings, 
Gaskets, Seals, Molded & Extruded 
Rubber, Plastic Products 


*Registered Trademark 
tDuPont Trademark for TFE Fluorocarbon Resin 
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BOTH 
MADE 
ASSEMBLY 
MORE 


SU te 


with 

Phiat-malcile 

) 

TRS 

‘PAR PROCESS 
riveting 
()aydlalsxslas 


GENERAL 
ELECTRIC 


assembled a 25-part 
switch interior 

in three easy § 
operations 


MULTI-HEAD RIVETER 


Assembling interior components of the new G.E. Safety 
Switch required nine riveting operations, fastening twenty- 
four components to a complex molded base. Engineers 
from G.E. and TRS worked together in planning the 
assembly steps and in designing this Multi-Head Riveter 
to accomplish them. All components are loaded on a 
TRS-designed fixture which is equipped with a cam- 
operated hold-down and a 3-position stop mechanism. 
Sliding the loaded fixture forward to the first stop, the 
riveter is tripped to set three rivets at one time. At the 
second and third stops, two more groups of three rivets are 
set to complete the assembly. Withdrawing the 

fixture causes the hold-down to open, permitting 

removal of the work. 


TUBULAR RIVET & STUD COMPANY 
Quincy 70, Mass 


* Buffa 
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ROYAL 
McBEE saved 


almost *20,000 in their 
Royal Electric 
typewriter 

assembly 


MODEL 104 RIVETER 


Original production plans called for the use of solid rivets 
and a spinning machine, to put together a subassembly 
for the Royal Electric typewriter. Countersunk holes 
were required. Also, transferring the loose assembly to the 
fastening position offered many opportunities for scrap- 
making fumbles. The TRS engineer suggested replacing 
the solid rivets with semi-tubular rivets, not requiring 
countersunk holes, and automatically fed and set with 
standard TRS Model 104 riveters. A special loading fixture 
was designed by TRS, to receive the components and 
remove any chance of fumbles. Within a relatively short 
period of time, almost $20,000 was saved through a 
marked increase in production efficiency plus the 

virtual elimination of rejects. 


FIND OUT 
what TRS PAR PROCESS 
can save you! 


PAR stands for Production Automated 
Riveting. It is the process through which 
TRS applies Automation to assembly by 
integrating and making more automatic 
operations like:— 


1. FEEDING of tubular rivets or related 
products. 


. TRANSFER of parts to — or between 
— riveter stations. 


. SEQUENCING from 3 to 15 rivet 
setters to operate simultaneously or 
in any desired order. 


. CONTROL of setting force as re- 
quired by parts thickness or material 
characteristics. 


. SENSING of improper conditions and 
stopping equipment to avoid injury 
to parts, equipment, or operator. 


6. EJECTION of parts as required. 


To design the integrated system of 
standard or multi-head riveters, feeders, 
transfers and controls required by the 
TRS PAR Process demands the special 
knowledge and experience which TRS 
possesses in greatest measure 


TRS not only originated tubular rivets, 
but also the revolutionary multi-head 
riveter which opened up new possibili- 
ties for automating the riveting process. 


Invite a 
TRS Engineer to Check 
Your Assembly Operations 


if your product can be riveted, and espe- 
cially if several rivets are involved, it’s 
practically certain that TRS can help 
you increase production rates, save on 
direct labor charges, decrease parts 
spoilage and machine down time. To 
investigate, just write or phone the 
nearest TRS office. 


The more automa 
7 7 1] 


7; ; 
ae the more iW po 
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TM Alloy Chain winks at work— 
outlasts all other grades of chain by 
a wide margin. “Brute strength” — 
tensile of 125,000 Ibs. psi... tough, 
stress-free links... uniform heat- 
treating make the big difference. 
Custom made to your specifications 
. . tested to double their working 
load limit and backed by Taylor's 
Test Certificate. See your dis- 
tributor or write for Bulletin 14. 
S. G. Taylor Chain Co., Inc. 
Hammond, Indiana 


Everything Swings 
on TM Slings 


ade 


CHAIN ‘5 
1873 
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Association News 


Dayton Association 
Sponsors Course 


A course in purchasing at Sin- 
clair College, Dayton is once again 
being sponsored by the Dayton 
Purchasing Agents Association. 


Ted Thompson, Aeroproducts Di- 


vision, General Motors Corp. will 
serve as instructor. 

One of the most worth-while 
meetings ever held in Dayton was 
the full-length SwapShop. W. 
Reginald Howe, Egry Register 
Co. and McKnight Kinne, Armco 
Steel Corporation served as mod- 
erators for the program, “Paper 
Work Reduction—Can It Be Ac- 
complished?” 

Mr. Howe devoted his section 
of the program to a discussion of 
purchase orders and other forms. 
He pointed out methods of check- 
ing the efficiency of a purchasing 
system. 

Mr. Kinne discussed purchasing 
procedures. He followed with a 
detailed account of how “they” 
purchase at Armco. A complete 
revision of Armco’s purchasing 
procedures was undertaken by 
Mr. Kinne several years ago and 
his discussion traced the progress 
made. 

James Murray and the member- 
ship committee introduced the 
new members present. They were: 
Richard Harris, Restaurant Serv- 
ice Corp.; L. F. Trow and Donald 
Unanget, United Aircraft Prod- 
ucts; Arthur Nolan, Ohio State 
University Research Foundation; 
John Rininger, Koehler Aircraft 
Corp.; William Earman, Stotts- 
Freidman Co.; Clyde Valentine, 
Shelby Manufacturing Co.; G. F. 
Rushford, Fyr-Fyter Co.; Phillip 
Fundberg and Alfred Valiquette 
of Monarch Marking System. 


Canadian P.A.’s 
Plan Ahead 


The Purchasing Agents Asso- 
ciation of Eastern Ontario is cur- 
rently making plans for its An- 
nual Educational Conference. 

The date has been set for April 
9, 1960 and the site will be the 
University of Kingston, Ontario. 


Savings Program 
Outlined at Wilmington 


More economical industrial pur- 
chasing by the application of 
Value Analysis-Standardization 
was described by W. H. Hedeman, 
purchasing agent of Bendix Radio 
Division, Towson, Md., to mem- 
bers and guests of the Purchasing 
Agents Association of Wilming- 
ton at a recent luncheon meeting. 

Mr. Hedeman, vice-chairman 
of Value Analysis-Standardization 
for the 5th District of the National 
Association of Purchasing Agents 
appeared for L. B. Whitehouse, 
Jr. who was scheduled to talk on 
the subject. 

Value Analysis was described 
as “the process of objectively 
studying every item purchased or 
manufactured—standard or spe- 
cial—to eliminate every cost fac- 
tor which does not contribute to 
the value or usefulness of the 
item. It is a major function of 
any purchasing department in 
their search for profits.” 

Standardization was defined as 
“the organized process of obtain- 
ing solutions to common problems 
and to consider standards as the 
working records; working to 
eliminate waste of creative effort 
in the repetitive consideration 
of identical problems. In other 
words, standardization is the 
process of establishing agreement 
upon definite quality, design, 
sizes, procedures, etc. The estab- 
lished agreement is termed a 
standard.” 

Mr. Hedeman went on to illus- 
trate how value analysis and 
standardization save money. 

The meeting was climaxed with 
the showing of a film strip, 
“Value Analysis-Standardization 
—The Open Door to Increased 
Profits”. 

L. Robert Clinton, purchasing 
agent of National Vulcanized 
Fibre Co., and president of the 
Wilmington Association, presided. 
The speaker was introduced by 
Emerson Morris of Hercules 
Powder Co., vice president of the 
local association and program 
chairman. 
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You Can Rely on the Air Handling Products He 
Sells . . . for effective, efficient and economical service 
because they are correctly designed and made of 
quality materials. 

You Can Rely on the Services He Offers . . . because 
he is a specially trained engineer backed by over 
83 years of fan engineering and production experience. 


Note the quality features built into the two “Buffalo” 
“ans on this page. This is the kind of superior con- 
struction that insures complete reliability. 


“Buffalo” Industrial Exhausters — the rugged con- 
struction of these efficient air and materials handling 
fans includes heavy steel plate housing, welded 
throughout. These units are widely used in steel mills, 


T ” ‘ M A A — cement plants and similar severe applications. Models 
/ | are available for moving hot gases from 200°F. to 

a 850°F. In corrosive fume installations, “Buffalo” 

y Rubber-Lined Exhausters outlast metal fans up to 

FROM . twelve to one. These units may be ordered with 
material wheels for efficiently moving.abrasive dust, 

saw dust, chips, long shavings and a variety of other 


oi ” “problem” materials. F lete facts, write f 
BUFFALO Bulletin FI.110, or compiete acts, write for 


“Buffalo” Type “BL” Fans — These durable fans 

3 ELLS are designed for peak performance in all Class I and 

| II air moving jobs. Ideal for ventilating, air condition- 

ing and air cleaning systems. The heavy gauge hous- 

ings are of all-welded construction. Structural steel 

RELIABILITY bracing provides stiffness and rigid bearing support. 
Hot-rolled or forged shafts are precision made for 

‘ perfect wheel and bearing fit. Husky backward-curved 
blades are welded to solid shroud and back-plate. 

Self-aligning anti-friction bearings assure continuous 


dependable operation at maximum tip speed. Write 
for Bulletin F-104. 


Whatever your air handling needs, call in “The Man 
From Buffalo”. . . your nearby “Buffalo” Engineering 
Representative. He’ll help you be sure you have the 
right fan for the job. And when it’s a “Buffalo” Fan, 
you can depend on its reliability. 











“Buffalo” Type “BL” Fan “Buffalo” Industrial Exhauster 


BUFFALO FORGE COMPANY 


BUFFALO, NEW YORK 
Buffalo Pumps Division Buffalo, N. Y. 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
VENTILATING AIR CLEANING AIR TEMPERING INDUCED DRAFT EXHAUSTING FORCED DRAFT COOLING HEATING PRESSURE BLOWING 
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SIX ANNOUNCEMENTS OF MAJOR IMPORTANCE TO 
USERS AND MANUFACTURERS OF ABRASIVE PRODUCTS 


1ew, major U.S. supplier — Engelhard 
ries, Inc. announces the establishment 
Industrial Diamond Division — dedi- 
the single objective of providing a 
nplement of technical sales services to 
rs and users of natural industrial 
In addition to technical aids, ex- 
S. inventories, research capability 
hasing assistance, Field Representa- 
er their services from offices in Boston, 
Cleveland, Detroit, Los Angeles, 
New York City and Philadelphia. 


plant technical assistance — This new 
oriented business is fully prepared 
you with your abrasives problems. 
reir locations in key metalworking 
the Industria! Diamond Division’s 
Engineers with their training and ex- 
in your kind of tool room and pro- 
work are readily available. This 
al diamond task force” gives in-plant 
whenever, wherever needed. 


1ew grit for increased wheel life — Per- 
e in the range of 30% longer life for 
diamond resinoid-bonded grinding 
made possible by new “SND” 

d Natural Diamonds) grit. This dra- 
levelopment permits constant exposure 
the optimum cutting surfaces in the 
and prevents the grit from being pre- 
forced out of the bond. Ask your 
wheel representative about SND- 


Resinoid natural diamond wheels, or write 
direct to Engelhard Industries for details. 


4 ‘Diamond Tech Lab’—Experiencd metal- 
lurgical engineers, tooling and abrasive ex- 
perts and other specialists staff the newly- 
formed Diamond Technology Laboratory— 
a customer service facility in Newark, N. J. 
Created to solve technical problems in the 
application of industrial diamonds, the “Dia- 
mond Tech Lab” is cooperating with diamond 
wheel and tool manufacturers, as well as with 
the end-user of industrial diamond products. 


5 ‘Off -the-shelf’ availability — Engelhard 
Industries stocks natural diamonds in a com- 
plete range of sizes and shapes, in quantities 
to continually satisfy the needs of American 
industry. These stocks include fragmented 
boart, grit (standard, SND-treated or un- 
treated) and larger industrial stones for set- 
ting and drilling applications. These stocks 
will greatly reduce inventory investments, cut 
delivery cycles and expedite the purchase of 
industrial diamonds. 


6 Technical information service —- The In- 
dustrial Diamond Division provides a new 
and complete technical information service 
to help keep you abreast of the latest develop- 
ments in diamond products and applications. 
These new Technical Bulletins will be sent to 
you without obligation. Send us your name, 
title and company address and we will place 
your name on our mailing list. 
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source for natural diamonds 


Poser errr] 


ABOUT ENGELHARD INDUSTRIES... 


Started in 1889, Engelhard Industries, Inc. 
is a major American industrial complex serv- 
ing the world from offices in Newark, N.J. 


Although it is perhaps best recognized in the 
precious metals field, the Engelhard group 
produces diverse products for virtually all in- 
dustries, including metal products manufac- 
turing, iron and steel, aircraft and missiles, 
electronics, nucleonics, chemical and petro- 
leum production. 


Engelhard Industries’ technical interest in the 


from its own production testing and engineer- 
[ © * © 8.7 2 ee a.  & 


ing investigation to its present widespread 
activity at the basic research and application 
levels 


, 


INDUSTRIAL DIAMOND DIVISION 
Today, through its new Industrial Diamond 113 ASTOR STREET © NEWARK 2, N. J. 
Division, Engelhard Industries has combined 

its experience and facilities in the field of 

natural diamonds to supply and service the 

specific requirements of U. S. industry. 


DOMESTIC DIVISIONS: AMERICAN PLATINUM @& SILVER DIVISION « AMERSIL QUARTZ DIVISION + BAKER CONTACT DIVISION + BAKER DENTAL DIVISION 
* BAKER SETTING DIVISION « BAKER PLATINUM DIVISION «© CHEMICAL DIVISION « EAST NEWARK INDUSTRIAL CENTER +« HANOVIA LAMP DIVISION « 
HANOVIA LIQUID GOLD DIVISION « INDUSTRIAL DIAMOND DIVISION « INSTRUMENTS AND SYSTEMS DIVISION « IRVINGTON-BAKER REFINING DIVISION « 
D. EE. MAKEPEACE DIVISION « NATIONAL ELECTRIC INSTRUMENT DIVISION «+ RESEARCH AND DEVELOPMENT DIVISION « H. A. WILSON DIVISION. 
COMPANIES ABROAD: ENGELHARD INDUSTRIES OF CANADA, LTD. TORONTO «+ ENGELHARD INDUSTRIES OF QUEBEC, LTD. MONTREAL + ENGELHARD INDUSTRIES, LTO. LONDON 
* ENGELHARD INDUSTRIES A. G. ZURICH + ENGELHARD INDUSTRIES PTY., LTD. VICTORIA + SOCIEDAD SURAMERICANA DE METALES PRECIOSOS &S. A. BOGOTA + 
INDUSTRIE ENGELHARD S&S. P. A. ROME + ENGELHARD INDUSTRIES OF SOUTHERN AFRICA, LTO. JOHANNESBURG. ASSOCIATED COMPANIES: ACME TIMBER 
INDUSTRIES LTD. « SOUTH AFRICAN FOREST INVESTMENTS LTO., SOUTH AFRICA + AZOPLATE CORPORATION + NUCLEAR CORP. OF AMERICA, U.S.A. 
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PERRYGRAF | 


SLIDE CHARTS wy 
= 


Quick Product F 


ce PS y 


SLIDE-CHART __ 
SPECIALISTS 


Perrygraf handles the job from 
development of Design to Delivery 
has created more than 20,000 
designs for hundreds of products 
.Consumer...Commercial...Pro- 
fessional and Industrial. 
200,000,000 Perrygraf-Designed 
and Produced Slide-Charts have 
served as CALCULATORS. ..SELEC- 
rORS...VISUALIZERS...“CATA- 
and sure guides to correct 
product applications, use, servicing 
und repair. 
Twe Modern Plants...one geared to 
runs of millions, the other to hun- 
dreds... have finest facilities for 
1ccurate printing and assembly. 
Deliveries at rates as high (in a 
pinch) as a million per week. 
Prices—Consistent with quality 
work and dependent on quantity 
ind materials range from 2¢ to 
several $...average 16¢. 


LOGS 


We invite inquiries 
PERRYGRAF CORPORATION 
Founders of the Slide-Chart Industry 
Dept. P-10 * 150 So. Barrington Ave. 


Los Angeles 49, Californa 





a 
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HOW TO INCREASE STORAGE 
WITH EXISTING FLOOR AREA 


@ Narrow aisles 
e High racks or bins 





USE 


e Battery Electric Lift Truck 


In this modern 
plant racks are 15 
feet high and aisles 
are 45" wide. Fin- 
ished goods are 
moved from pack- 
ing tables to stor- 
age with an Econ- 
omy Battery Electric 
Worklifter. No 
other truck saves 
floor space like a 
Walkie-Worklifter. 


ECONOMY Walkie-Worklifter 


4590 West Lake Street, EStebrook 8-9110 
Chicago 24, Illinois 
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Seaway Is Highlight 
Of Youngstown Meeting 


Highlight of the year at Youngs- 
town Purchasing Agents Associa- 
tion was a recent talk by Curtis 
Smith, president of the Cleveland 
Chamber of Commerce. 

Mr. Smith spoke on, “The St. 
Lawrence Seaway and How It 
Affects Northeastern Ohio.” Be- 
cause of the importance of the 
subject many purchasing agents 
brought members of their man- 
agement team. 

At the pre-meeting forum Keith 
Smith, chairman of the profes- 
sional development committee ar- 
ranged for Tom Lewis to discuss 
“Value Analysis and Standardiza- 
tion.” 

Three new members were add- 
ed to the roster of the Youngs- 
town Association. They are: Harry 
J. Green, Stambaugh Supply 
Company; John A. Gudzinas, 
Mannesmann-Meer Inc.; and Nick 
Verlenich, Grinnell Corp. 


The A.M. in L.A. 


“After Breakfast” workshop 
sessions will be inaugurated at the 
up-coming National Association of 
Purchasing Agents’ Convention in 
Los Angeles May 22-May 25, 1960. 

Program Chairman Victor 
Quam, chief deputy purchasing 
agent, County of Los Angeles, 
plans to have workshop sessions 
between 8:00 A.M. and 9:00 A.M. 
in the 10 Biltmore Hotel confer- 
ence rooms. These rooms hold 
from 30 to 170, and can be used 
for panel type discussions or 
forums. 

Special consideration will be 
given to the small company pur- 
chasing agent with sessions geared 
to be informative to all N.A.P.A. 
members. 

A few of the suggested topics, 
subject to additions, deletions and 
modifications, are: 

@ Workshop for the New P.A. 

and New Buyer. 

How can N.A.P.A. help you? 
Everday legal problems. 
Specifications. 

@ Storage Techniques Work- 

shop 


Racks—build or buy, metal 
or wood. 
Transportation and Traffic 
Workshop. 
Are you paying Premiums? 
Damaged in transit—What 
do you do next. 
Finding the F.O.B. Point. 
Title—Title—Who has title 
Salvage and Surplus Mate- 
rials Workshop. 

® Data Processing for Small 
Business. 

e@ Data Processing for Medium 
and Large Business. 

@ Purchasing Department Man- 
uals. 
What is Included?—What is 
Excluded? 
Shall it be a policy or a pro- 
cedure manual? 
Workshops for Teachers of 
Purchasing Classes. 
Text Books, Term Papers, 
Public Relations. 


N.A.P.A. Appointments 


National Committee for Profes- 
sional Development: Develop- 
ment Subcommittee on “Evaluat- 
ing Purchasing Performance” 
Marcus N. Brooks (new commit- 
teeman), Westinghouse Electric 
Corporation, Pittsburgh, Pa. 

National Committee on Nonfer- 
rous Metals: W. T. Adams, Re- 
public Steel Corporation, Cleve- 
land, Ohio. New committeeman 
reporting on Zinc. 

National Committee on Value 
Analysis-Standardization: Vice 
Chairman, District No. 2—R. C. 
Fast, Pan American Petroleum 
Corporation, Ft. Worth, Texas. 


Quality Control In Mich. 


A recent meeting of the Ann 
Arbor Purchasing Agents Associ- 
ation was devoted to the topic, 
“Quality Control and Its Rela- 
tionship to Purchasing.” 

Speaker for the evening was 
Leo Harrington, chief inspector 
of King-Seeley Corporation. 

One of the major points brought 
out by Mr. Harrington was that 
some of the specifications and 
tolerances often shown on draw- 
ings appear to be too rigid. 
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PURPOSE 


PERMACE 


NEW BRUNSWICK, NEW JERSEY + TAPES + ELECTRICAL INSULATING MATERIALS « ADHESIVES 











CAMPBELL 
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for your permahent protection ; 
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From now on when you specify any of the 
four grades of Campbell Chain listed below 
you ll always know the make, grade and 
length of every piece of chain in your plant 
The grade and make—your two most im- 
portant safety gauges—are permanently 
recorded where you need them most 
mght on the chain itself! Contact your 
distributor or write direct for details 


Aes, 
3 
= . 
a WR oy, 
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CODE SPECIFICATIONS 


GRADE 


F Coil Chain 







News 


Harvey Aluminum Wins 
AF Packaging Award 


An aluminum container — de- 
veloped and built by Harvey Alu- 
minum — won first place for the 
best U.S. Air Force-industry de- 
veloped package. The award was 
made at the 1959 Air Material 
Command Packaging and Materi- 
als Handling Conference at Okla- 
homa City. 

The container was the result 
of a two-year development pro- 
gram. Used by the Air Force to 
ship vernier rocket engines, it is 
pressurized and shock-mounted. 

The unit is constructed with in- 
tegrally stiffened aluminum ex- 
truded skin panels, welded into 
cover and bottom assemblies. 
Modular design permits size vari- 
ations in depth, width, and height. 
Other advantages are light 
weight, exceptional rigidity, re- 
usability, high strength, maxi- 
mum protection from environ- 
mental conditions, and ease. 


Only Three Items To Be 
Stockpiled in Fiscal ’60 


The Federal government will 
buy only three items for the 
strategic stockpile during fiscal 
1960. 

Jewel bearings, small diamond 
dies, and chrysotile asbestos are 
the only items that the General 
Services Administration has been 
authorized to buy by the Office 
of Civil and Defense Mobilization. 
However, the O.C.D.M. said that 
stockpiled tungsten and molyb- 
could be used more readily in 
denum will be put in a form that 
case of an emergency. 


Free Book on Foil 


Aluminum foil is now being 
used to make or market more 
than a thousand products, includ- 
ing radios, ice cream, airplanes, 
and cheese. A new 244-page book 
describing in detail aluminum foil 
applications and properties is 
available from Kaiser Aluminum 
& Chemical Sales, Inc., Oakland, 
California. Requests for compli- 
mentary copies must be made 


on company letterhead; personal 
copies are available at $12.50 each. 
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a new concept 
in motor protection! 


GET TOTALLY ENCLOSED PROTECTION AT LESS COST WITH 
STERLICONE MULTI-SHIELDED DRIP-PROOF MOTORS! 





STERLICONE MULTI-SHIELDED Motors, an exclusive devel- 
opment of Sterling Electric Motors, Inc., now make it possible 
to use drip-proof motors with full overload characteristics on many 
demanding applications...such as food processing, chemical, oil 
well pumping, and others involving corrosion, salt spray or similar 
atmospheric conditions that previously required TEFC protection. 


STERLICONE MULTI-SHIELDED MOTORS — SHIELDED 5 IMPORTANT WAYS! 





0 New, proven Sterlicone Shielding provides 
flexible insulation for outstanding protection 
against most common environmental hazards. 
Achieved by multiple application and con- 
trolled processing to form a smooth, flexible 
coil encasement, Sterlicone Shielding is perma- 
nently resilient, with high dielectric strength; 
it does not become brittle like other protective 
materials. 
2] Anti-corrosion coating provides extra pro- 
tection for both rotor and fan. 

Neoprene insulation shields all motor leads. 
@ Neoprene gaskets and diaphragm seal ter- 
minal box against virtually all atmospheric 
hazards. Terminal box rotates 360° for easy 
access. 
@ Sealed bearings are used...together with 
grease packing and labyrinth seal on the out- 
put shaft...for positive bearing protection 
and longer bearing life. 


For initial savings, longer service life, lower required horsepower 
ratings and minimum maintenance, STERLICONE MULTI- 
SHIELDED Motors are your best buy. Get the facts about 
STERLICONE MULTI-SHIELDED Motors. Write for Bulletin 
196. 





STERLICONE 
MULTI-SHIELDED 


(2/ STERLING 


ELECTRIC MOTORS, INC. 


5401 TELEGRAPH ROAD « LOS ANGELES 22 CALIFORNIA 
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VALUE ANALYSIS IN ACTION 


Diamond grinding wheel life 


lhe Purchasing Department at Boeing’s Wichita Division 
has a valuable ally in Tool Grinding Foreman Glenn Carr. 
He’s a perfectionist who never gives up the hunt for bet- 
ter materials and methods... and he’s also askeptic when 
t comes to miraculous claims by manufacturers of abra- 
ive materials. 

That’s why Ralph Hockett of Bay State distributor 
Wichita Pump & Supply Co., didn’t make much fuss about 
Bay State’s new diamond wheels. He simp!y analyzed 
the problem, submitted wheels for test and let them 
speak for themselves. 

The result was an eye-opener. The pay-off was in wheel 
life. Against an average life of 125 hours previously, the 

ew Bay State wheels averaged 215 hours per wheel! 


atts 


One important factor contributing to this bonus wheel 
life was the use of Bay State’s unique BA Resinoid bond. 

The Bay State wheels were not only longer-lasting but 
they were more versatile, cooler cutting and gave a far 
superior finish. They are now, of course, a regular inven- 
tory item at Boeing, Wichita, where B-52 missile bombers 
are in production for the Air Force. 

If you have a diamond-wheel grinding problem, you'll 
find that your Bay State representative, direct or distribu- 
tor, is ready to supply the right wheel for the job with 
either natural or man-made diamond abrasive...and he 
may well be able to give you a significant improvement 
in performance, too. Better grinding at lower cost .. . that 
is his business. 


This new catalog, which includes pricing data, gladly sent on your request. Ask for Form 217. 


Operator Harvey Johnson checks the finish on carbide-inserted tooth of 
a milling cutter after grinding with Bay State’s 215-hour (average life) 
diamond cup wheel. Glenn Carr, General Foreman, checks Johnson’s 
reading against blueprint. 


PURCHASING 





increased 72% at 





You don’t get to know the aircraft 
business overnight and Ralph Hockett is 
the first to admit that he has never 
stopped learning. 27 years as an 
abrasive specialist, with 19 of them 
servicing Boeing on everything from the 
early B-17s on up, have given him what 
you might call a substantial back- 

‘ ground in the industry. 


BAY STATE 
ABRASIVES 


Bay State Abrasive Products Co., Westboro, Massachusetts. 
In Canada: Bay State Abrasive Products Co., (Canada) Ltd., Brantford, Ontario. 
Branch Offices : Chicago, Cleveland, Detroit, Pittsburgh, Los Angeles. Distributors : All principal cities. 
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eo Bie ATKINS I porc- WARNER 


HIGH SPEED 


hacksaw blades 


Premium Performance at No Increase in Price! 


ATKINS’ new Silver Streak* blades have out-cut and outlasted 
ordinary hack blades better than 2 to / .. . yet cost no more than 


other blades designed for the same work. Improved metallurgical 

control is the secret. The new cutting edge developed by ATKINS / 
BoRG-WARNER enables one blade to do the work of two... thus 

; reducing your cutting costs by one-half! 

Performance Proved on the Job 

Silver Streak* performance has been proved—not only in the 

testing laboratories—but by more than 3 years of actual service 

in shops and production lines. Only after the superiority of the 


new ATKINS blade was proved beyond question was Silver 
Streak* offered to you as a fitting companion to the famous 


ATKINS Silver Stee/* line. Both names, Silver Streak* and Silver 
Steel* (tungsten), represent the industry’s highest achievement 
in hack blade metallurgy. 


Full Line Now Available from Your Distributor 
ATKINS Silver Streak* is available in a full line of hand and 


power hack blades. Specify Atkins Silver Streak* for all general 
metal cutting needs. For high-capacity alloys, of course, ATKINS 
Silver Steel* Tungsten blades are still the finest you can buy. 
| Call Your Industrial or Mill Supply Distributor Today. 
0 Start Saving on Metal-Cutting Costs Right Away! 
i” )) 


as much as 


BORG-WARNER CORP. 


INDIANAPOLIS 25, INDIANA 


*Trademarks of Borg-Warner Corp. 


ATKINS 
Silver Streak* .. . the 
Bright new Blue and Silver 
Blades in the Handsome New 
Blue and Silver Boxes 


Copyright 1959 by Borg-Warner Corp. 
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New Die Casting Plant 
for Alcoa 


The Aluminum Company of 
America, Pittsburgh, Pa., has an- 
nounced it will proceed with the 
construction of a new die casting 
plant at Edison Township, N.J. 
Manufacturing operations are ex- 
pected to start at the end of 1960 
and will replace those at a 37-year 
old plant at Garwood, N.J. The 
move was made necessary be- 
cause space limitations prevented 
modernizing the existing plant. 


Sealant Producer Moves 
to Larger Plant 


Prenco Products, Inc., producer 
of sealants for casting impregna- 
tion, and its associated company 
Prenco Manufacturing Corp. have 
moved to a larger plant at Royal 
Oak, Mich. The new building pro- 
vides for added production and 
contract impregnation operations, 
and will enable Prenco Manu- 
facturing to meet a demand for 
automated impregnation machin- 
ery. 


Smithcraft Opens Chicago 
Assembly Plant 


To serve the Midwestern states 
Smithcraft Lighting, Chelsea, 
Mass. has opened a new assembly 
plant in Chicago, Ill. A weekly 
trucking service will take com- 
ponents from Chelsea to Chicago 
for assembly and return with pur- 
chased parts for Chelsea. The 
building will also house Smith- 
eraft’s regional sales office and a 
display room. 


New Company to 
Produce Pure Metals 


High Purity Metals, Inc., Hack- 
ensack, N.J., has been formed to 
specialize in the production of 
high purity raw materials such as 
indium, gallium, aluminum, tin, 
lead, and germanium for use in 
electronic and other applications. 

The company will offer metals 
in ingot form in purity ranges 
generally exceeding 99.99%. Its 
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facilities include a complete re- 
fining plant and analytical labora- 
tory. 


Moves Headquarters 
to New York City 


The Hooker Chemical Corp., 
Niagara Falls, N.Y., will establish 
its corporate headquarters in New 
York City by February 1960. 
Offices will also accommodate 
Hooker’s district sales depart- 
ment. The move will not affect 
Hooker’s Eastern Chemical Divi- 
sion which will continue to main- 
tain headquarters at Niagara 
Falls, or the Durez Plastics Divi- 
sion with headquarters at North 
Tonawanda, N.Y. 


Trane To Build Plant 
in Salt Lake City 


The Trane Co., La Crosse, Wis., 
has announced plans to build a 
60,000 square foot manufacturing 
plant in Salt Lake City. Com- 
mercial air conditioners, heating 
units, fans, and ventilating equip- 
ment will be built at the new 
site and large refrigeration com- 
pressors will undergo final as- 
sembly there. The new plant will 
serve 11 Western states. 


How To Buy High 
Alloy Castings 
(Continued from page $2) 


soundness of metal is mandatory 
as well as all surfaces which will 
be machined, so that the foundry 
will be guided in the preparation 
of pattern equipment and in the 
type of molding and coring that is 
used. Allowable finish and dimen- 
sional tolerances on cast surfaces 
should be established only after 
consultation with the foundry. 
When a buyer wants a quotation 
for a rough casting, but sends in 
a drawing of the finish-machined 
part he should make it expressly 
clear that his requirements are 
for rough castings and that the 
“machined” drawing is merely to 
assist the foundry. 

Rule No. 4—Use Good Pattern 

Equipment 

The question of pattern equip- 

ment ranks near the top of the 
(Please turn to page 204) 
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Immediate Shipment 


FROM ENDLESS 


STOCKS o 
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STAINLESS stet: 
FASTENERS 


AN—MS—COMMERCIAL 


Your order, large or small, 
filled ‘‘fast’’ from the 


world’s largest stock of 
stainless steel fasteners. 
AN, MS, Commercial 
specifications in stock. 
Rigid quality control, mass 
a 
c) 


production economies. 
Special stainless steel 
fasteners also manu- 
factured to your exact 
requirements on extremely 
short notice. Just send 
esp blueprint or specs for 
quotation. Full range of 
raw material, on hand, 
assures prompt service. 


WRITE « WIRE « PHONE 


FOR QUOTATION OR SHIPMENT 
ASK FOR CATALOG 


ANG STAN 


Screw Products Company, Inc. 


MANUFACTURERS OF STAINLESS FASTENERS SINCE 1929 





821 Stewart Avenue, Garden City, L.I., N.Y. 
Phone: Ploneer 1-1200 TWX GCY 603 
Midwest Division 
6424 W. Belmont Avenue, Chicago 34, Illinois 
Phone: AVenue 2-3232 TWX CG 3185 
West Coast Division — Office and Warehouse 
5822 West Washington Bivd., Culver City, Calif. 
Phone: WEbster 3-9595 TWX LA 1472 
For More Information Write No. 293 
on Inquiry Card—Page 32 
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How To Buy High 
Alloy Castings 
(Continued from page 203) 


of causes of misunderstand- 
between casting producers 
d users. Proper pattern equip- 
nt is, of course, just as impor- 
t as proper part design in the 
duction of a successful cast 
y product. The use of loose 
tterns often leads to unsound 
specific defects. For 
tance, limitations which must 
placed on risering to compen- 
te for improper patterns may 
ad to a decided reduction in 
nensional accuracy. Buyers who 
st on using cheaply con- 
patterns for “limited” 
repeated) production 
not expect sound castings. 
unted patterns, matchplate pat- 
rms, or separate cope and drag 
itterns are essential to produce 
nensionally accurate castings of 
quality. The buyer should 
guided by the foundry’s rec- 
mendation concerning pattern 
uipment. 
Patterns used in making quality 
loy castings must be designed 


tings or 


ructed 
though 


and rigged specifically for this 
purpose. Because the shrinkage 
and flow characteristics of stain- 
less and heat resistant alloys are 
not the same as those for gray 
iron or non-ferrous alloys, the 
considerations given to gating and 
risering to yield a sound casting 
will be quite different in each 
of these metals. Patterns used for 
making gray iron castings must 
usually be drastically altered be- 
fore they can be employed in 
the production of high alloy cast- 
ings. 

To insure that new patterns will 
yield castings in accordance with 
dimensional specifications, an ex- 
perienced high alloy foundry will 
take the time to subject the pat- 
terns to a blueprint check, using 
a shrink rule. On “first time” 
orders, additional time should be 
allowed to make a sample casting 
to insure that the rigging is ade- 
quate to produce a sound casting. 


Rule No. 5—Delivery 


Requirements Should Be Realistic 


Complaints of slow delivery, as 
revealed by the ACI survey, are 
often based on unrealistic de- 


mands made by the user. Unusual 
requirements for a finished cast- 
ing automatically lengthen pro- 
duction time. A few of these are: 

1. Complex shape: This means 
that all phases of production, such 
as core-making, molding and 
cleaning, will require additional 
operations not needed for cast- 
ings of relatively simple shape. 

2. Special alloys: If the alloy 
required is not one of the stand- 
ard ACI grades, then experi- 
mental work may be required to 
prove its castability. 

3. Special inspections and tests: 
In general, the more testing speci- 
fied, the longer the “lag” before 
the order can be released. This 
period of time varies with the 
type of testing required. Routine 
castings with little non-destruc- 
tive testing are given a different 
“routing” than those requiring 
X-ray, Magnaflux, Dye Check 
etc. 

Delivery dates promised by the 
foundry are based on original 
specifications. Revised schedules 
can be avoided if complete infor- 
mation is given to the foundry 
when the original order is placed. 





WHICH IS THE COSTLY PRECISION BEARING? 


ve of the above bearings is a Global Utility Bearing. Its price is radically 
er than its precision bearing equivalent. It is made of high carbon steel, 
tating the entire manufacturing process. Where the quality of a pre- 

on bearing is required — without excessively close tolerances, Global's 


ity line is finding wide specification. 
skim costs when you can slash them? 


Vay we suggest you value analyze your bearing requirements? The Global Cat- 
gue will help you choose the cost-conscious Utility bearing to do your job 


GLOBAL 


UTILITY’ BALL BEARINGS 


For More Information Write No. 294 on Inquiry Card—Page 32 
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Brightness is Not Enough 


Wheel covers must be more than just bright. They must have 
strength, spring temper, durability and low unit cost 
in volume production. 


Other materials may claim some of these characteristics, but only 


stainless steel actually possesses all of them — and has a Can you name the cars represented by these stainless steel 
‘ heel ? r 
performance record to prove it. w covers? A postcard request will bring you the answers. 


It is easy to make cheaper wheel covers. Just forget that customer 
complaints, lost goodwill and the inevitable replacement of parts 
eventually show up on the balance sheet. 


In wheel covers there is no substitute for stainless steel’s lasting 
brightness, strength and durability. 


KK Plants and Service Centers: STAI a LE S* 


Los Angeles + Kenilworth (N. J.) * Youngstown + Louisville (Ohio) + Indianapolis + Detroit SHEET + STRIP * BAR + WIRE 
For more information, turn to Reader Service card, circle No. 446 


Jones & Laughlin Steel Corporation «+ STAINLESS and STRIP DIVISION ¢ Box 4606, Detroit 34 
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of a successful cast 
ict. The use of loose 
ten leads to unsound 
specific defects. For 
itations which must 
m risering to compen- 
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repeated) production 
xpect sound castings. 
tterns, matchplate pat- 
eparate cope and drag 
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ily accurate castings of 
The buyer should 
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ised in making quality 
1gs must be designed 


and rigged specifically for this 
purpose. Because the shrinkage 
and flow characteristics of stain- 
less and heat resistant alloys are 
not the same as those for gray 
iron or non-ferrous alloys, the 
considerations given to gating and 
risering to yield a sound casting 
will be quite different in each 
of these metals. Patterns used for 
making gray iron castings must 
usually be drastically altered be- 
fore they can be employed in 
the production of high alloy cast- 
ings. 

To insure that new patterns will 
yield castings in accordance with 
dimensional specifications, an ex- 
perienced high alloy foundry will 
take the time to subject the pat- 
terns to a blueprint check, using 
a shrink rule. On “first time” 
orders, additional time should be 
allowed to make a sample casting 
to insure that the rigging is ade- 
quate to produce a sound casting. 


Rule No. 5—Delivery 
Requirements Snould Be Realistic 
Complaints of slow delivery, as 
revealed by the ACI survey, are 
often based on unrealistic de- 


mands made by the user. Unusual 
requirements for a finished cast- 
ing automatically lengthen pro- 
duction time. A few of these are: 

1. Complex shape: This means 
that all phases of production, such 
as core-making, molding and 
cleaning, will require additional 
operations not needed for cast- 
ings of relatively simple shape. 

2. Special alloys: If the alloy 
required is not one of the stand- 
ard ACI grades, then experi- 
mental work may be required to 
prove its castability. 

3. Special inspections and tests: 
In general, the more testing speci- 
fied, the longer the “lag” before 
the order can be released. This 
period of time varies with the 
type of testing required. Routine 
castings with little non-destruc- 
tive testing are given a different 
“routing” than those requiring 
X-ray, Magnaflux, Dye Check 
etc. 

Delivery dates promised by the 
foundry are based on original 
specifications. Revised schedules 
can be avoided if complete infor- 
mation is given to the foundry 
when the original order is placed. 
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e bearings is a Global Utility Bearing. Its price is radically 
recision bearing equivalent. It is made of high carbon steel, 
entire manufacturing process. Where the quality of a pre- 
s required — without excessively close tolerances, Global's 


finding wide specification. 
when you can slash them? 
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Brightness is Not Enough 


Wheel covers must be more than just bright. They must have 
strength, spring temper, durability and low unit cost 
in volume production. 


Other materials may claim some of these characteristics, but only 
stainless steel actually possesses all of them — and has a 
performance record to prove it. 


It is easy to make cheaper wheel covers. Just forget that customer 
complaints, lost goodwill and the inevitable replacement of parts 
eventually show up on the balance sheet. 


In wheel covers there is no substitute for stainless steel’s lasting 
brightness, strength and durability. 


KK Plants and Service Centers: 








Can you name the cars represented by these stainiess stee! 
wheel covers? A postcard request will bring you the answers. 


Los Angeles + Kenilworth (N. J.) « Youngstown + Louisville (Ohio) + Indianapolis « Detroit SHEET + STRIP +> BAR + WIRE 
For more information, turn to Reader Service card, circle No. 446 


Jones & Laughlin Steel Corporation +- STAINLESS and STRIP DIVISION ¢ Box 4606, Detroit 34 





Our specialty is pliers! 
Keeping pace with the 
changing demands of 
industry, Utica produces 
and stocks over 1,000 
different types of pliers— 
fine precision tools for 
every conceivable use. 
Because of the job we 
have been able to do in 
many of the country’s 
largest and most special- 
ized plants, we believe 
that Utica tools can help 
you, too—either reduce 
your costs or improve your 
products. Contact your 
Utica distributor, today. 


Utica Drop Forge & Tool 
Division, Kelsey-Hayes 
Company, Utica 4, N. Y. 


tools the experts use! 
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A Fair Day’s Work 
In Purchasing 
(Continued from page 73) 


2. The purchasing department 
should have sole responsibility 
and authority for the selection of 
vendors and the determination of 
prices to be paid. In turn, it should 
have no responsibilty or authority 
for selection, quality, or quantity 
of items to be purchased except 
those for the stores inventory un- 
der its control. 

3. Management should establish 
a material co-ordinating commit- 
tee to provide for standardization, 
value-analysis, and make-or-buy- 
or-rent. Official members should 
be the director of purchasing, the 
chief engineer and the produc- 
tion manager. A working staff 
should be provided to consist of 
a chief, a secretary and knowl- 
edgeable workers as needed. 

The director of purchasing or 
the chief engineer should be the 
chairman of this committee. It 
should be autonomous but at- 
tached to either purchasing or 
engineering for payroll and ad- 
ministrative purposes. Through 
this committee, policies and stand- 
ards would be established for 
qualities, quantities, and applica- 
tions of purchased materials. 

4. A procedure of petty cash 
purchases and of field purchase 
orders should be developed in 
order to eliminate the many small 
orders. Hand-to-mouth buying 
should be avoided for small or- 
ders; that belongs with the big 
orders. 

5. A policy of using term sup- 
ply contracts (often called re- 
quirement contracts or open-end 
contracts) should be adopted 
wherever feasible. Then, when the 
purchasing department has ful- 
filled its duties regarding vendor 
and price, the contract can be 
turned over to others for a more 
satisfactory operating administra- 
tion. 

6. If additional buyer staff is 
added, it should not be used 
merely to increase the amount of 
work to be done, but rather to 
improve the quality of perform- 
ance. If care is not used, the de- 
partment will simply bog down 
again in a morass of overwork. 
For More information about ad on facing 
page Write No. 297 on Inquiry Card—pg. 32> 
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Easy threading! Characteristic 
uniformity of Spang Pipe provided 
fast, accurate threading on the 
Wagner Bag job. Ali connections 
were either welded or coupled. 





| 


a 


Tough installation! To provide ample clearance of 20 ft. Spang Pipe was installed at 
ceiling level, had to be ‘“‘woven”’ through girders. Sizes ranged from ¥2” to 10”. 


“SPANG steel pipe is as near to perfect pipe as you can get” 


says Mr. Ray Hilton, President and General Manager, Higham-Hilton Plumbing Co., Sa/t Lake City, Utah 


Wagner Bag Company Building heating, 
cooling and plumbing systems serviced 
by 2 miles of Spang Steel Pipe 


“Spang Steel Pipe is a good, uniform pipe, 
easy to thread and bend, and has a smooth 
interior finish free of any obstructions,” says 
Mr. Hilton. ““About 90% of the pipe installed 
on the Wagner Bag Company job is exposed; 
it makes a good, clean appearance. 

“We used Spang Pipe on this job because of 
our past experience with it, and because we 
could get good delivery when we needed it. It 
gave us a smooth, trouble-free installation. We 
expect it to provide good service for the life of 
the building. I think it’s one of the best prod- 
ucts on the market.” 


For new construction, renovation 
or routine maintenance, you can’t 
beat Spang Steel Pipe! 


It’s quality-controlled in manufacturing to 
provide uniformity throughout . . . tested 
and inspected to assure top-quality per- 
formance at the job site and in service . . . 
proven by thousands of installations. Your 
Spang Distributor can provide fast service 
on your order. Give him a call. Make it 
Steel Pipe . . . Make it Spang! 


Architect: Carpenter & Stringham, Salt Lake City 

General Contractor: Tolboe & Harlin, Sait Lake City 

Piumbing Contractor: Higham-Hilton Plumbing & 
Heating Co., Sait Lake City 

Spang Distributor: Wasatch Plumbing Supply Co., 
Salt Lake City 


THE NATIONAL SUPPLY COMPANY 


Two Gateway Center, Pittsburgh 22, Pennsylvania 


Subsidiary of Armco Steel Corporation hw 








Recent Decisions In 
Purchasing Law 
(Continued from page 89) 


t a salesman with some author- 
and standing. Under such 
rcumstances the employer had 
, great need for protection from 
he competition of his former em- 
lac ee ” 
In conclusion the court added, 
The purpose of an injunction is 
) prevent damage, not to com- 
pensate for it. The employee 
greed not to cause any damage 
the employer. Such damage 
threatened and would be ir- 
eparable in its very nature.” 
Lakeside Oil Co. v. Slutsky, 
(C.C.H.) 1959 Trade Cases 75,819, 
Vis., October 6, 1959 


IV. Agreement Against 
Competition 
\ 1 employment contract made 
New York electrical appli- 
ince manufacturer with a sales- 
provided that during the 
1 of his employment and for 
period of one year thereafter, 
for any reason 
hatever, would not in any way, 
tly or indirectly, solicit, di- 
or take away any of the 
tomers of the company. Nei- 
would he attempt to influ- 
e any such customer to refrain 
m patronizing the company. 
These provisions the New York 
held were too broad in 
scope to justify enforcement 
he court. “They would ap- 
to restrain the employee 
engaging as a salesman in 
particular line of business in 
territory in the United 
in which the employer 


business.” 


salesman, 


Then of a contract provision 
nst entering competitive em- 
yment the court said, “I do 
however that the em- 
yer is entitled to a temporary 
inction in respect to that por- 
of the contract which reads 
lows, “The sales representa- 
further agrees that during 
period of one year follow- 
the termination of his em- 
yment hereunder for any 
use whatsoever, he will not 
thin the territory assigned to 
at such termination and in 


eve 


any other territory which may 
have been assigned to him prior 
to such termination, become em- 
ployed by or active on behalf 
of any person, firm or corpora- 
tion engaged in a business of 
selling or distributing of any of 
the products sold by the com- 
pany during the course of his 
employment and that he will not 
in any way engage in competi- 
tion with the company within 
said territory.” 

Duro-Test Corporation v. Don- 
aghy, (C.C.H.) 1959 Trade Cases 
75,814, New York, June 19, 1959 


V. Japanese Wire Nails 
a April 1957 the Federal Gov- 


ernment brought action against a 
group of Japanese wire nail ex- 
porters for violations of the Sher- 
man Antitrust Act. On Septem- 
ber 14th, 1959, the U.S. District 
Court in California issued a de- 
cree. 

This decree prohibited these 
nail exporters from entering into 
any agreement to locate sales ter- 
ritories in the United States 
among importers with respect to 
Japanese wire nails in the Uni- 
ted States, to fix prices at which 
importers sell Japanese wire nails 
in the United States or to select 
what persons should be permit- 
ted to act as such importers. 

U. S. v. R. P. Oldham Co., et 
al., (C.C.H.) 1959 Trade Cases 
75, 792, U. S. Dist. Ct., Cal., 
September 14, 1959 


VI. Discounts Replace 
Brokerage 


7 
Sales were made by a plastics 
manufacturer to a New England 


purchaser through the efforts of 
a broker. After two initial orders 
had been filled the purchaser 
suggested that he would buy a 
large quantity of this material 
provided a substantial reduction 
was made in the unit price. This 
the manufacturer did by ending 
the New England representation 
by the broker and reducing the 
price to the customer by the 
amount of the brokerage fees he 
had paid. 

Suit was brought by the broker 
on the ground that these acts 
were condemned by the Federal 
antitrust law. This states: “It shall 
be unlawful for any person en- 
gaged in commerce in the course 
of such commerce to pay or grant 
or to receive or accept anything 
of value as a commission, broker- 
age or other compensation or 
any allowance or discount in lieu 
thereof except for services ren- 
dered in connection with the sale 
of goods, wares or merchandise.” 

A succeeding section of this 
statute provides: “It shall be un- 
lawful for any person engaged in 
commerce in the course of such 
commerce, knowingly to induce 
or receive a discrimination in 
price which is prohibited by this 
section.” 

In its decision that this trans- 
action was no violation of this 
Federal statute the court said, 
“If a seller is to be forbidden to 
meet competition by reducing an 
item of its cost of distribution, 
then to that extent his costs are 
frozen without regard for the 
welfare of the public which must 
ultimately defray the costs of 
distribution.” 

To this the court added, “The 
purchaser’s intentions in making 
the offer to the manufacturer 
could not limit the manufac- 
turer’s freedom to sell at a re- 
duced price even though it might 
involve the elimination of the 
seller’s broker. Even if the 
amount of the discount given may 
have equalled the broker’s com- 
mission the seller was free to 
encourage the purchase of large 
quantities of his products by the 
allowance of such a discount.” 

Robinson v. Stanley Home 
Products, Inc., (C.C.H.) 1959 
Trade Cases 75,721, U. S. Dist. 
Ct., N. J., June 29, 1959. 
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Advanced machines... 
tools...test facilities 
expand Aloyco Valves’ 
range of service 


Constant change and improved techniques 
in modern fluid handling, pose a real chal- 
lenge for valve manufacturers. 

To meet these demands, Aloyco is con- 
stantly adding new facilities, some of which 
are pictured here. 

For example, Aloyco Stainless Steel 
Valves are now available in sizes up to 24”, 
pressures up to 2,500 lbs. at 650°F. 

While these new facilities have improved 
and expanded the quality and usefulness of 
our entire line, they are particularly impor- 
tant, for example, in the manufacture of 
valves for the nuclear and missile fields. 

For advanced knowledge and ideas plus 
the equipment to carry them out —take your 

— — i oo next valve problem to the specialists: Alloy 
14” 300 tb. gate valve slated for a large petro-chemical plant, Steel Products Company, 1312 West Eliza- 


is being worked on one of Aloyco’s battery of new Bullards. beth Avenue, Linden, New Jersey. 9.8 


, . ; é " 
One of finest hot test loops in the nation checks New multimillion dollar Aloyco plant combines Boroscope examination (in pressurized clean 
out valves at up to 2500 psi, 650°F. Hot tests new production tools, test facilities, sales, ad- room) of specially made nuclear valves fol- 


can spot trouble that would otherwise be re- ministration, research and development offices lows the application of dye penetrant. 
vealed only after months of line service. and labs into single integrated unit. 


LINDEN, NEW JERSEY 


. 
é 


@; 
Boston *« New York « Wilmington « Atlanta « Birmingham «+ Baton Rouge « Buffalo erin 


= 
~ , 
ot s, c 


Pittsburgh « Chicago « St.Louis * San Francisco + Los Angeles « Seattle *® Coneosivt se” 
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100 watt 











| THIS IS A RHEOSTAT 


0) Mey) sy.) 4 ae £el 8); 
51 = Sey wale]. me), 


From 25 to 300 watts these VITROHM ring rheostats 
are engineered for longest life, maximum reliability 


ire about smooth, trouble-free control in the 25- to 300- 
range —just specify a VITROHM rheostat. 
1 get smooth control: Close-laid turns (A) of special 
r ribbon insure smooth gradual resistance change from 
maximum. 
| get reliability: VITROHM rheostats are engineered for 
unence from ceramic base and core (B) to durable termi- 
C), to final long-lasting VITROHM bonding (D). 
get positive action: Self-lubricating twin-shoe contacts 
isive with W/L—on balanced contact arm (E) eliminate 
lash, minimize wear, assure positive contact to collector 
F). 
eck all the features in W/L Bulletin 60RR (and for 
rs above 300 watts, check Bulletin 60A). Write Ward 
ard Electric Co., 59 South Street, Mount Vernon, N. Y. 
Canada: Ward Leonard of Canada, Ltd., Toronto.) 0.0 


©) WARD LEONARD 


ELECTRIC COMPANY +» MOUNT VERNON, N.Y. 





OTERO PRES ORT 


t H 

° ‘ He f 
' - * UA 

: : : 

} RHEOSTATS | RELAYS | CONTROLS} 


Write for list of stocking distributors. 
More Information Write No. 299 on Inquiry Card—Page 32 


7 
Reel -E wired oo 
mtiole Since 1892 7 - 


RESISTORS DIMMERS 


MORE THAN 2000 


in stock 


¢ Seamless and Welded 
* Cold Drawn Butt-Welded 
« Centrifugally Cast 
¢ Squares and Rectangles 
¢ Stainless Tubing 
Also direct ¢ Stainless Pipe and Fittings 
mill « P.V.C. Pipe and fittings 
shipments e Aluminum Holobar Tubing 
Write for FREE stock list 


C.A.ROBERTS CO. 


Steel Tuhe Speciatiate 


Dept. 0 °* 2401 25th Avenue * Franklin Park, Illinois 


6 Warehouses serving the middlewest 
CHICAGO « DETROIT « INDIANAPOLIS + ST. LOUIS » TULSA « KANSAS CITY 
ee LS AAA 
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How to Get Your Name 


on the Mailing List 


and receive your own personal copies 
of PURCHASING as soon as issued! 


Why wait to see pass-along copies when it is so easy to 
have your own subscription? You can read PURCHASING 
at your own leisure . . . and build a valuable idea file of 
helpful articles, or save the entire magazine. 


The know-how you accumulate this way will be returned 
many times over by making your work easier . . . and more 
profitable. 


Mail this Coupon TODAY -—-———-; 


Subscription Manager, PURCHASING 
205 E. 42nd St., New York 17, N.Y. 
Send .me PURCHASING every-other-week, as fast as issued, at 
your bargain rate of only $4 for the 26 copies. 
[] Payment enclosed C) Send bill later 
Name 


Principal 


Company Product 


Address 


City & 
Zone . 


] Send Purchasing to my home address 


PURCHASING 








MACHINE 
WORK & 
SPECIAL 
MACHINE 
BUILDING 


We have large, medium and small machine 
tools available for machine work and the 
building of special machinery. 


We will be pleased to receive your inquiries. 


SUN SHIP 


BUILDING & DRYDOCK COMPANY 
CHESTER, PA. 
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I \izaten Test” SERIES 


Unprecedented accuracy and dependability 
in test gauges developed to meet today’s 
exacting requirements. Each gauge indi- 
nf 1 - 
—- — oe vidually dead-weight tested! Guaranteed 
on" by lining up twin tips accurate within 44 of 1% plus or minus of 
like gun sight. maximum dial reading over entire range. 











Mirror dial also insures ac- New “Read-easy” dial (patent pending), as 
curate “dead-on" reading. illustrated above, assures reading accuracy 
in keeping with indicating accuracy. Also 
note three advanced means of reading 
available in all ‘“‘Master-test’’ gauges: 
twin-tip pointer, mirror dial, and “non- For devictehia service and fast delivery, 
parallax” dial as shown opposite. 
Sizes 414", 6", 8". All standard pressure | Choose General low-cost, unground ball 
ranges 0-15 psi to 0-30,000 psi, vacuum > 
anh eungoges. bearings and bearing assemblies. 


Ask for new 20 page bulletin covering ol! details 
eee ey oe hy am GENERAL BEARING COMPANY 


Marsh Instrument & Valve Co., (Canada) Ltd. 


“Non-paraliax™ dial hos 


Plexiglas insert thot assures 8407 103rd St., Edmonton, Alberta, Canada : . 
causnte dada o0se Houston Bronch Plont, 1121 Rothwell St, General Bearing Co., 43 Roselle St., Mineola, N. Y. 


when read at angle. Sect. 15, Houston, Texas 
For More Information Write No. 302 on Inquiry Card—Page 32 For More Information Write No. 303 on Inquiry Card—Page 32 
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Employment Service 





PURCHASING AGENT | 
nstruction engineering 
ind. fabricating company 
new plant in northeast- 

Va., needs purchasing 
agent with some construction 
nd steel fabricating experi- 
ence. Both technical and- ad- 
ministrative ability required. 
Excellent housing and living 
onditions available. Salary 
$8,000 - $10,000 per year. 





Vrite Box 400. 


| 


Experience: Twelve years extensive 
asing experience—all phases of 
rement, policy and administration 
gle and multi-plant operation 
machinery builders, major ap- 
, duplicating machines. I have 
ry effort to keep abreast of 
1g, production, over-all corpo- 
e aims—not over specialized. 
Education: 2 years Bus. Adm.—certifi- 
E. value analysis seminar—ad- 
raining course on instrument 
truction, Randolph Field, Tex. 
Will relocate. 
Box 101 


Experience: Six years purchasing ex- 

in the centralized purchasing 

large multi-plant national com- 

mited experience in raw mate- 

ycurement. Main experience in 

ng equipment and MRO sup- 

spot, contract, or blanket pur- 

sis. Prefer medium size or 

mpany. Require at start or 

potential of supervisory level. 
range $8,000-$10,000. 

Education: B. A. with honor from a 

iversity. Graduate courses in 

management including pur- 


Will relocate. Prefer but not restricted 
>0 veastern states. 
Box 102 


Experience: Three and one half years 
ng including purchasing: of 
oduction and production items 
e automotive firm. Production 

castings, tubing, rods, small 
Non-production: perishable 
ylue print, tool stores supplies, 
maintenance items. Procured 
ind specifications for special 
odies for Government inquiries. 
ncluded dumps, stake, school 

van types. Age 27. 
Education: College purchasing course. 
Will relocate, but Detroit or Mich. area 


Box 103 


Experience: Nine years experience, 2 
buyer large farm equipment 


wcturer, 7 years P.A. contract 





ELECTRICAL BUYER 


A nationally known manufac- 
turer of electrical machinery 


requires an experienced elec- | 
Purchases for | 


| trical buyer. 
| the multi-plant operations in- 


clude motors up to 20 horse- | 


| power, controls and _ asso- 
_ ciated equipment. This mid- 
western opening is the top 


purchasing position in a cen- | 
_ tralized organization. Write | 


Box 401. 


precision machining and gear facility. 
Broad knowledge of diverse purchased 
materials and purchasing procedures. 
Experience on government contracts, 
value analysis, scheduling, expediting, 
sub contracting. Strong background in 
steel, castings, forgings, super alloys, 
bearings, gears. 

Education: BBA degree, 2 yrs, engrg.— 
graduate work toward MBA. 

Will relocate. 

Write: Box 105 


Experience: Purchasing agent—10 years 
diversified purchasing experience with 
national manufacturer of electrical 
wire and cables. Procurement of raw 
materials production equipment, pack- 
aging and shipping container design, 
maintenance tools, and supplies, office 
stationeries and equipment, inventory 
control, value analysis, warehousing 
and receiving supervision. 

Education: B.S. Bus. Adm. 

Will relocate. 

Write: Box 106 


Experience: I have been in the field of 
buying, selling & purchasing for past 
11 yrs. in merchandising and real estate. 
Strong emphasis has been in organiza- 
tional work, management and systems. 


HOW TO APPLY 
Listings in this department 
| are offered without charge. 
Both purchasing department 
| personne] interested in chang- 
| ing jobs and employers in 
| search of replacements or ad- 
| ditions to their departments 
may take advantage of this 
| service. When writine, specify 
| whether you want the appli- 
| eant’s form or the employer’s 
| form. Address all correspond- 
, ence—whether for forms, or 
in answer to an employment 
advertisement, to: Box No., 
Employment Service Depart- 
ment, Purchasing Magazine, 
205 East 42nd Street, New 





York 17, New York. 


Wide knowledge of business pro- 
cedures, “short cuts”, resources of sup- 
ply & “flow of paper” work. Good ex- 
peditor. Very creative in developing 
ideas. Cost conscious. Responsibility of 
volume size. 

Education: B.S. degree—evening courses 
—Dale Carnegie public speaking 
course—Elmer Wheeler sales training 
course. 

Will relocate. 

Write: Box 107 


Experience: U.S. Contracting Officer, 
Lt. Col. retiring after 20 yrs. in line and 
staff. Presently directing 20 PA’s. twen- 
ty million annually for supplies & 
services. Experienced in inspéction, ne- 
gotiating, contracting Govt. property 
for large defense contracts; personnel 
administration, human relations, trans- 
portation, investigations, writing. Com- 
manded 3000 troops. Record of initia- 
tive, flexibility. Willing to learn. 
Education: BA degree 1940, 2 Govt Pro- 
curement Schools Command & Gen- 
eral Staff College, Inspector General 
School, Advanced Officers Communica- 
tion School, Personnel Management for 
Executives course. 

Will relocate. 

Write: Box 108 


Experience: Purchasing director for six 
years buying molded parts, stampings, 
and electrical/mechanical assemblies. 
Responsible for annual expenditures of 
two millions dollars; directed related 
activities of expediting, material and 
inventory control, traffic, shipping and 
receiving. Background of five years in 
electronics. 

Education: B.S. Marketing; Post-grad- 
uate courses in purchasing and indus- 
trial management. 

Write: Box 109 


Experience: Eight years diversified in- 
dustrial purchasing, including contract 
negotiation and department supervi- 
sion. Background in purchasing mate- 
rial for electronic, construction and R 
and D labs. Knowledge of mill sup- 
plies and packaging. Have had ex- 
perience in scheduling, shipping and 
receiving. 

Education: Three years college (night) 
extension courses, technical electronics. 
Will relocate: Prefer N. Y—N. J. 
metropolitan area. 

Write: Box 111 


Experience: Ability to get along with 
people. Ten years assistant P.A.—four 
years P.A. and supervisor in trans- 
former manufacturing and electronic 
component buying and vendor expedit- 
ing. Sheet steel, copperwire, insula- 
tions, switches, sockets, cables, pack- 
ing material & stampings. 

Education: Two years college—Bus. ad- 
ministration and sales. 

Will relocate. 

Write: Box 110 
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“OUR MEN SELL MORE EQUIPMENT AND WE SAVE 14.3%.... 


SIGN US UP FOR 90 MORE LARKS” [i 


“Our 32 LARKS average 4,000 miles a month apiece, 
loaded with PM electric plants, concrete vibrators, 
street barricades and flasher warning lights. Covering 
48 states, our field engineers drive right to the job 
sites and demonstrate this equipment in their sta- 
tion wagons. 


“This is a busy schedule, for both the men and the 
automobiles. Recently our field engineers were in for 
a meeting and we questioned them about the cars. Not 
one man had one complaint. In fact, they consider 
their LARKS as one of the ‘fringe benefits’ of the job. 


“They have found excellent dealer service all over 


BUDGET-WISE BUYERS 
LOVE THAT 


TARK~ 


BY STUDEBAKER 


Eugene John Freeman, Marketing Manage’ 
PACIFIC MERCURY, North Hollywood, California 


the country. Also, we have talked to dealers in many 
states about trading in, and the resale values quoted 
have been very high. 


“We are saving $40 to $50 per car per month, which 
averages out 14.3% better than the cars formerly used. 
Many of those simply would not carry the equipment. 
The big thing is—all over the country, in all kinds of 
weather, our men get to the spot and make their dem- 
onstrations and sell more equipment. 


“Pacific Mercury is growing fast, and we plan to add 
90 more wagons to our ‘Great White Fleet’ in 1960. 
You can sign us up for 90 more LARKS.” 


TELL US MORE ABOUT LARK SAVINGS! 


Fleet Sales Division, Studebaker-Packard Corp., South 
Bend 27, indiana 


( ) Send us informative literature only 
- te a factory representative call me for an appoint- 
men 


NAME 


PLEASE PRINT 
TITLE 
COMPANY 


ADDRESS 
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WAGNER 


Tale-lele-i i 


Type 
Gearmotors 


FOR THE é 
POWER YOU WANT 
AT THE SPEED YOU NEED 


Wherever you need “slower than motor speeds” you can get positive 
speed reduction with plenty of power by using Wagner Gearmotors. 

This extension to the Wagner line provides compact motorized 
drives, with both motor and gear housing of corrosion-resistant 
cast iron. Available with the latest NEMA Frame open protected 
or totally enclosed fan-cooled motors, they combine Wagner motor 
dependability with rugged; simplified gear units to give you speed 
reduction equipment designed for greater capacity and longer life 
in ordinary up to rough service. 

Wagner Gearmotors offer a wide variety of sizes in single, double, 
triple or quadruple reductions, horizontal or vertical foot or flange 
mountings—speeds from 714 to 780 RPM. Write for Bulletin 
MU-227. 

Whether you specify or apply power transmission equipment, your 
nearby Wagner Sales Engineer will be glad to help you select the 
right drive for your applications. 








Heat treated 
high capacity 
helical 

gears 


Gears are hardened 
after cutting, for maxi- 
mum hordness and 
accuracy, to give extra 
capacity and 
longer weor 

life. 


BRANCHES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 


Wasner Electric Corporation 


6360 Plymouth Ave., St. Louls 14, Missouri. 


SERVING 2 GREAT GROWTH INDUSTRIES...ELECTRICAL... AUTOMOTIVE 
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Positive Oil Seals 


Improved lip type 
seals are used on hori- 
zontal shafts. On 
vertical output shafts, 
double mechanical 
seal with slinger and 
drain-off gives posi- 
tive protection against 
leakage. 








ATERIALS-HANDLING NEWS 


4EW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 


Stays Level On 
Uneven Floors! 


industrial engine stand stays still 
! while work progresses. This is the 
job of Bassick Levelizing Jacks. 
8” Series “77” Casters. Roller 
with Atlasite hard-tread wheels. 





improve Competitive Position! 


is-handling costs average 30%. Do 
hing about it. Casters will move every 
f load in any direction... save time, 
vear on floors. 





PAA Puts Jet Clipper” 
Clean-Up Crews On Wheels! 


Pan American World Airway’s giant 50- 
foot-high steel maintenance stand rolls obe- 
diently to plane-side . . . stops... stays 
rigidly still while men work. Bassick- 
engineered Casters with swivel locks give it 
easy movement .. . leveling jacks (below) 
keep it safely still. Cleaning time and costs 
stay down. Hundreds of big and small main- 
tenance and manufacturing jobs move 
faster, more efficiently on wheels. 





Assembly Line 
For Boats 


yng On an assembly line for best 

>, tools, and manpower. Cutter 

uses the simple, flexible system 
of Bassick grooved 
wheels and simple 
angle iron track be- 
cause it can be 
easily changed as 
new models are 
added. Self-cleaning 
wheels run off or on 
track. Thousands of 
uses. 


Grooved Wheel 


For more Information Write No. 306 on 








Get Ideas From 
Your Distributor 


He knows how other plants use Bassick 
Casters to speed work, cut costs. His line 
of Bassick casters can help you solve more 
materials-handling problems more effec- 
tively. Ask him! 


Series “H-99"’ Series “H-98” 


Here are industry’s best-selling, general pur- 
pose high quality casters . . . and with good 
reason. Large diameter ball races insure 
quiet, easy swiveling and save work. Heavy 
gauge steel gives you rugged, dependable 
strength.All bearing surfaces are case-hard- 
ened so that they deliver extra long life 
under severe working conditions. Result: 
impressive savings in caster maintenance 
are an extra dividend that users of these 
Bassicks enjoy. Install them on your hand 
trucks, work platforms, stands, portable 
equipment or any general factory applica- 
tion ... and put an end to costly caster care. 








THE 





tS 
Excellence 








STEWART-WARNER CORPORATION 


Bassick 


A DIVISION OF 
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PURCHASING 





R America’s modern way of doing business 





~~ a MODELED 
Youngster is inoculated with vaccine from Chas. Prizer & ~ Inc., world famous pharmaceutical manufacturer 


Air Express speeds vaccine to Doctors...in just hours 


A child comes down with flu. Then another. And another. The local Board of Health’s supply of 
vaccine runs low. A wire is sent to Pfizer. A few hours /ater, all the children are inoculated. Only 
AIR EXPRESS delivers so fast, so dependab/y—anywhere in the U. S. This high-priority shipping service, 
the nation’s most complete, is America’s new way of doing business—even for day-to-day shipments. 
Kid-glove handling. Jet-age speed. Amazingly low cost. 

And just a single phone call is necessary. Whatever your 

business—parts, perishables or new models—with AIR 

EXPRESS you’re FIRST TO MARKET... FIRST TO SELL! ca oe 


& CALL AIR EXPRESS DIVISION OF RAILWAY EXPRESS AGENCY « GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 
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For speed 
and mileage... 





use Resinall METALITE 
Type 101 cloth belts 


Resinall means that the sharp-cutting aluminum 

oxide abrasive is resin-bonded to take punishing friction-heat. 
“Resinall” METALITE belts are breaking production records 
in a wide range of metalworking operations — from roughing, 
to fine polishing. 

Available in a variety of belts, 

flap wheels, discs, cones, and other specialties. 


BEHR-MANNING CO. 6° 6 


TROY, NEW YORK 


A DIVISION OF NORTON COMPANY of 


BEHR-MANNING PRODUCTS: Coated Abrasives « Snarpening Stones  Pressure-Sensitive Tapes * Floor Maintenance Products 
NORTON PRODUCTS: Abrasives + Grinding Wheels * Machine Tools «+ Refractories  Electro-Chemicals 


In Canada: Behr-Manning (Canada) Ltd., Brantford . 


® 


For Export: Norton International, | New York S.A. 
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